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Profits don’t regult from pessi- 


mism. 

* + * 

Tha@experts keep}putting the day 
of nevé-car selling farther and far- 
ther back. But ’ve lived long 
enough \ feel som@thing like that 
hit us fr&m behind 

* > * 

Many a dealer, who would raise 
the roof if h@eedw a mechanic 
standing around doing nothing, 
will park his own car and those 
of his top help in work stalls. 

* * * 


Despite what we read in our pa- 
per, we’ll believe Boss Ket has re- 
tired when the last mystery of the 
universe is solved. Even then, Ket 
would be off to find a new uni- 


verse. 
+ * * 


For men who have come to the 
front in industry, foremen taking 
backward steps in labor relations 
are courting the same kind of pub- 
lic disapproval given labor lead- 
ers who needlessly slow produc- 
tion. 

* * > 


Watch Out 


Automobile selling is like the 
pendulum in a clock. When the 
public wants cars badly enough, 
“the dealer gets long profits but 
when the dealer wants to sell cars 
‘bad enough, the public enjoys long 
trades. Look out for that back 
swing. 


, > 

AMA Election 

George Mason, of Nash, was re- 
elected president of the Automobile 
Manufacturers Assn. at the annual 
meeting Thursday. Other officers 
reelected are Paul G. Hoffman, of 
Studebaker, and Robert F. Black, 
of White Motor, vice-presidents; 
Alfred Reeves, advisory vice-presi- 
dent; M. E. Coyle, of General Mo- 
tors, secretary; Geo. T. Christo- 
pher, of Packard, treasurer, and 
George Romney, managing di- 
rector. 


* * * 


Depression Scouted 

There is no real support for the 
theory that the United States may 
be nearing a depression, according 
to the results of a survey of busi- 
ness men made by the Senate- 
House Economic committee. 

While Chairman Taft said that 
a majority of 583 persons who 
filled out questionnaires by Dun 
& Bradstreet anticipate a mild re- 
cession in business this fall, an- 
swers indicated that in their own 
businesses employers expect an 
increase in production, sales and 
output per man-hour. 





2 Millionth Unit 
Off Line; 93,834 
Built in Week 


300,000th Chevrolet 
Car Due This Week; 
Nash Boosts Rate 


DETROIT.— An estimated 
72,465 cars and 21,369 trucks 
were produced by U. S. plants 
last week, compared to 61,647 
cars and 16,791 trucks during 


the previous four-day working 
week, according to AUTOMOTIVE 
News compilations. 

Last week’s combined U. S. to- 
tal of 93,834 units represents only 
a fair start towards a possible 
postwar output record for June. 
The industry will have to build 
an average of 110,000 units a 
week for the rest of the month 
to approach the April high of 
428,005 cars and trucks. 

As the result of a month-end 
spurt just before the Memorial Day 
shutdown, final production for May 
was boosted to 290,119 cars and 
87,368 trucks. This compares to 
U. S. output in April of 315,197 
cars and 112,808 trucks. 

Canadian plants manufactured 
an estimated 5,314 cars and trucks 
last week, elevating the grand to- 
tal for the U. S. and Canada to 
98,148 vehicles in the week. 

Automotive News statistics show- 
ed that U. S. vehicle plants turned 
out their 2,000,000th unit of the 
year last week. Through June 7, 
an estimated 1,491,903 cars and 
550,044 trucks were built by Amer- 
ican plants. 

Whether the weekly output at- 
tainment will be boosted substan- 
tially depends to a great extent 
on the outcome of UAW-CIO ne- 
gotiations with Ford and Briggs. 
Workers have voted for strike ac- 
tion against both makers, and 
union leaders have been author- 
ized to call a strike “at a mo- 
ment’s notice” if negotiations 
should break down. 

The materials situation, par- 
ticularly in steel, was clearing 
up rapidly for many assemblers 
with the advent of June. Ford’s 
Rouge plant and Pontiac were 
forced to suspend assembly for 
short periods last week for lack 
of supplies, but on the whole the 
industry was receiving adequate 
quantities of steel and steel-fab- 
ricated parts. 

The materials improvement will 
be directly reflected this week by 
Nash with an increase in its daily 
production rate from 400 to 540 
cars a day. The boost will involve 

(Continued on Page 58, Col. 3) 
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McCuen In Kettering Post 


Leaves Plymouth 


After 8 Years 


Crowley, Charlesworth 
Will Aid New Chief 


In Ford Division 


DETROIT. — Joseph E. 
Bayne, general sales manager 
of Plymouth since 1939, will 
become general sales man- 
ager of Lincoln-Mercury be- 

fore July 1, it 
was confirmed 
last week. 

No successor 
has been named 
for the Plym- 
outh spot. 

Bayne, one of 
the industry’s 
youngest general 
sales managers, 
will have two as- 
sistants: 

Al Crowley, 

Mercury sales manager, and H. F. 
Charlesworth, who was appointed 
acting sales manager for Lincoln 
only recently. Charlesworth took 
the place of Frank Denny, who re- 
signed recently to become a Lin- 
coln-Mercury dealer in Texas. 

A former member of the Detroit 
Times editorial staff, Bayne joined 
Chrysler in 1924 with the John H. 
Thompson Co. (Chrysler distribu- 
tor) as a salesman. He rose to 
the presidency of Chrysler-Detroit 
Co. and was made director of 
sales for Chrysler division in 1938. 


A year later, Bayne was made 


| 


Al Crowley 


Charlesworth 


assistant general sales manager of 
Plymouth, going to the top sales 
spot a short time later. 


GM Reactivates New Car Resale Penalties 


DETROIT.—In an effort to 
curb resales of new cars, all 
General Motors divisions last 
week reactivated anti-bootleg- 
ging clauses in dealer contracts. 

The clauses, which were in- 
active during the war because of 
OPA allocations and RFC buy- 
ing, provide fines, loss of com- 


Only 26,000 Left 
WAA Expects to Clear Stock 
Of Vehicles by Aug. 31 


WASHINGTON.—Only about 26,- 
000 motor vehicles of all types out 
of a total of nearly 500,000 de- 
clared surplus remain for disposal, 
War Assets Administration re- 
ported last week. The remaining 
inventory is expected to be liqui- 
dated by Aug. 31. 





missions and possible cancella- 
tion of franchise if a dealer sells 
@ new car which is subsequently 


Production 
Automotive News Estimates, 
U. S. Cars, Trucks 


93,834 
78,438 


Last Prev. 1946 
Week Week Week 


For complete production totals 
by makes, see table, page 58. 


resold as, or is classified as, a 
new car, by any new or used-car 
dealer other than another au- 
thorized dealer of the same 
make. 

Other manufacturers, it was 
learned, either have in effect such 
an anti-bootlegging clause or 
have a strict policy of cancel- 
ling dealers if such practices are 
proved. 

These penalties were put in 
GM dealer contracts during the 
early 1980s to forestall bootleg 
“dealers.” Territorial security 
clauses were later added, but 
have been inactive since start 
of the war. 

It is believed that the secur- 
ity clauses will be reactivated 
when orders for new cars, taken 
during OPA days, are liquidated, 
so that innocent dealers won’t 


be penalized. 


Dcmnmasn 


In Shuffle 


Cc. F. Kettering ©. L. MeCuen 


J. M. Crawford 


H. O. Lund 


Lund Succeeds 
Bell as Willys 
Sales Chief 


TOLEDO.—Howard O. Lund, as- 
sistant sales manager in chargé of 


western territory, has been nanfed |’ 


sales manager for Willys-Overland 
Motors, it was announced here Jast 
week by Arthur J. Wieland, pice- 
president 
tion. s 
Lund, who has been with Willys- 
Overland since 1945 following\*his 
discharge from the Army, replaces 
George Harold Bell, who fesigned 
last week. Bell, who had beén with 
Willys for nine years, most of the 
time as general sales manager, has 
made no future plans -omeppé- 


go “fishing.” Bell came to wie 


from Chrysler. 


Lund joined the company as 
(See WILLYS, Page 57, Col. 1) 


/ nascent 


in charge of distribi- 


Research Pioneer 


Sull GM Director 


Smith Also Retires; 
Replaced by Hogan; 
Crawford Promoted 


DETROIT. — General Mo- 
tors announced last week the 
retirement of its research 
genius, Charles F. (Boss 
Ket) Kettering, 70, as vice- 


president in charge of research. 
But those who knew the man 
said that it will never be pos- 
sible to retire Boss Ket’s ever- 
searching mind, nor dim the in- 
spiration he has given others. 
He remains a director of GM. 
Charles L. McCuen, vice-presi- 
dent in charge of engineering, was 
named to succeed Kettering as 
head of the research laboratories 


See story on GM’s new engine, 
page 6. 


which Kettering established and 
nourished. He had been associated 
with GM since 1920. 

Announced at the same time 
was the retirement of John 
Thomas Smith, vice - president 
and general counsel. Both exec- 
utives had reached normal re- 
tirement age, Kettering at 70 
and Smith at 68. The latter is 
succeeded by Henry M. Hogan, 
vice-president and assistant gen- 
eral counsel. McCuen is suc- 
ceeded by James M. Crawford, 
formerly general assistant to his 
predecessor. He was elected a 
vice-president. 

Renowned throughout the world 
for his inventive genius and for 
hhis.. scientific research develop- 
ments in the automotive field, Ket- 

‘tering was one of the best known 
and:.best liked men in the indus- 
try *Hig self-starter was one of the 
things Hhat enabled the auto to 
attain.“tts, popularity. Ethyl gas 
was deYeloped under his guidance. 

Kettering was born on a farm 
near Loudonville, O., in 1876. At 
20 Years, he entered the Univer- 

},sity of Wooster to study lan- 
‘gates but soon transferred to 
, Qhio State University to take 

advantage of a course in elec- 
Arical engineering. 

' Just before he was to enroll in 
GMP cubteraity, however, his eyes 
failed, and he became almost blind 
as a result of eyestrain from over- 


| study. His hope of becoming an 
(Continued on Page 61, Col. 1) 





Juggling Rule Confused 


Baltimore Case Still Hasn’t Come to Trial; 
FTC May Widen Resale Probe 


By William Ullman 

Washington Correspondent 
WASHINGTON. — Reports from 
Baltimore that a Circuit Court 
there had ruled auto dealers are 
liable to injunctions if they juggle 
their order lists, reverberated 
through the industry last week but 
proved to be somewhat in error— 
the court ruled only on a point of 


In This Issue 


Automotive Washington 


|law; the case will not come up 
| for trial for some time. 
Meanwhile, however, there 
were indications the FTC planned 
to extend its probe of car re- 
sales beyond Washington and 
New York. While the FTO is 
concerned only with interstate 
sales, there are many areas in 
the U. S. where this would apply. 
If FTC cease and desist orders 
are violated, it was pointed out, 
the commission plans to take the 
cases to district courts where fines 
and jail terms can be given out. 
(Continued on Page 62, Col. 1) 


















System on Resales Detailed... 





Cadillac Sets January 
For Debut of ’48s 


By Pete Wembhoff 
Editor, Automotive News 
ADILLAC hopes to introduce its 
41948 models early in January, 
General Sales Manager Don Ah- 
rens told this writer last week, 
“and they'll be quite different ap- 
pearance-wise.” 
Ahrens’ announcement was the 
most definite yet by any producer, 
the others having confined them- 


distribution of cars thus far, 
Ahrens revealed that Cadillac 
will continue to use the present 
distribution system, with only 
minor adjustments, when its 
two-year dealer contracts expire 
this fall. The adjustments will 
involve price-class corrections in 
some cities where population has 
changed considerably. 

There have been few complaints 


selves to broad statements such as!on accessory ‘loading, Ahrens de- 


“sometime after the turn of 1948.” 

Ahrens, of course, predicated 
the °48 model introduction on 
materials and labor conditions, 
but emphasized that “we're 
shooting for the first two weeks 
in January.” This would involve 
only a short changeover period, 
probably just the Christmas holi- 
days, he added. 

The switch to new models will 
be made, Ahrens said, despite the 
fact that Cadillac now has 86,000 
bonafide orders on dealer books— 
or 18 months of production at the 
current rate of 65,000 cars a year. 
He emphasized that the 86,000 or- 
ders are bonafide, because of Ca- 
dillac’s elaborate continual “de- 


lousing” system. 
* * * 


E SAID that most of these or- 

ders are backed up by substan- 
tial deposits, held in escrow by 
dealers, but added that the dealers 
are no longer accepting deposits 
because of the dangers involved. 
Cadillac’s aim is to get orders 
down to an even keel; that is, 
no more orders than can be filled 
by a year’s production. The com- 
pany’s goal is 80,000 cars a year, 
which can be produced in present 
facilities. 

Declaring that there had been 
no complaints from dealers on 


‘Suitcase’ Car... 





WEIGHING 172 pounds, capable of sup- 
porting 450 pounds of ‘‘pay load,’’ and no 
bigger than a suitcase is the new ‘‘Air- 
scoot,’’ a folding car designed to provide 
transportation from airports for private 
plane owners. Co-invented by Don Mitchell, 
of Chicago, and Dick Jenner, of Wichita, 
Kan., the vehicle is manufactured by Air- 
craft Products Co., Wichita, Kan. It is 37 
inches long, 20 inches tall and 20 inches 
wide. Built of aluminum and magnesium 
tubing, it has a top speed of 25 miles an 
hour. The Airscoot is powered by a one- 
eylinder, four-cycle, 2.6 hp motor, which 
will average 60 miles to the gallon. It 
uses no battery; lights work off the gen- 
erator. Above Jenner pulls his vehicle out 
of plane’s baggage compartment.—(Acme 
photo) 





DOWN THE highway come Dick Jenner 
end Don Mitchell, aboard their ‘Air- 
seoot.’’——(Aeme photo) 





clared, adding that $70 will “shoot 
the works” for factory-installed 
accessories, except for radio and 
heater. Cadillac now has 172 dis- 
tributors and 900 dealers, most of 
which are dualedi with other GM 
lines. In prewar, he said, there 
were 1,000 dealers alone, adding 
that there will be some additions 
when production permits. 

Parts business has shown a 390 
percent increase over 1941, Ahrens 
said, while service volume has 
risen 290 percent. He said the 
contemplated income tax reduc- 
tions would free a lot of money in 
the Cadillac prospect brackets and 
probably would bring a swing to 
higher priced cars. He doubted 
that elimination of Regulation W 
would have much affect on Cadil- 
lac sales, since even in normal 
times only 20 percent of the new 
Cadillacs were sold on time. 

* * * 

URING the interview, Ahrens 

revealed an elaborate “spy” 
system the factory has been using 
to check on resales of new Cadil- 
lacs. A total of 137 “kicks” have 
been probed, and it was found 
that only five new Cadillacs had 
been sold by two different Cadillac 
dealers to used car lots. Ahrens 
is inclined to believe that it was 
ignorance on the part of these two 
dealers, for the offenses occurred 
on 1946 models, but neither dealer 
will be renewed, he said. 

Many of the 137 resold Cadil- 
lacs had two to three owners 
before they were spotted on used 
car lots “with speedometers still 
at zero and factory paper still 
on the cushions.” Many of the 
cars passed among several used 
car dealers and some were even 
delivered with much fanfare on 
haulaway trucks to used car lots. 
Upon complaint of a Cadillac 

dealer that a new Cadillac was 
being offered on a used car lot 
in his city, the factory’s district 
men go into action. They obtain 
engine or body serial number of 
the car on the lot—“at risk of 
life and limb”—report it back to 
Detroit, where all details of every 


sale are recorded. 
: + 


* 

OCATING in whose territory 

the car was originally sent, the 
factory queries the distributor, 
who in turn checks his dealers. 
The latter’s record shows to whom 
the car was sold. While nothing 
can be done with the buyer who 
resold his car, the investigation at 
least tips off other dealers on this 
particular buyer. 

Most of the resold cars went 
from Eastern and Midwest cities 
to the West and South, but oc- 
casionally a car originally sold 
in the West will turn up later 
on a lot in the Midwest. Ahrens 
said the crest of resales was 
reached last fall, but admitted 
that it was still high at present. 
John F. Gordon, Cadillac’s gen- 
eral manager, and Ahrens will 
leave this week on a tour of East- 
ern dealers. 


Packard Resumes 


Owner Driveaway 


DETROIT. — Packard has re- 
sumed new car deliveries at the 
factory and a “Jewel Box” cus- 
tomer driveaway is now under con- 
struction for the purpose. 

Lyman W. Slack, general sales 
manager, said the showroom, op- 
posite the company’s Administra- 
tive building, will combine out- 
Standing features of Packard deal- 
er salesrooms throughout the coun- 
try. Together with facilities for 
storage, accessories installation 
and delivery, the customer drive- 
away will occupy the entire street- 
floor of the building. 
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With the Pacesetter . 


of sales; Godfrey Strelinger, 
Strelinger, Mrs, Mason, Mrs. Black and Mrs. Doss. 


Nash Day at the Race 


Drama Stalks the Speedway as Mason 
Sets Pace for Famous 500 


By Bob Finlay 

Managing Editor 
NDIANAPOLIS.—It was a great 
day for the auto industry. 
A great day for Nash, the pace- 


Mauri Rose, and Wilbur Shaw, for 


Firestone and its tires and hun- 


They all made the most of the 








SO TO BED. Nash tie-ins to its 
pacemaker role even extended to the kids. 
Dealers gave away those shiny miniature 


whose eyes lighted up as they rubbed 
their noses against showreom windows. 





SETTING THE PACE for one of the most dramatic ‘‘500’’ races in years, the Nash 
pacemaker, with President George Mason at the wheel, leads the knights of the track 
around the Indianapolis Speedway in the first lap. Under guidance of Speedway Presi- 
dent Wilbur Shaw, Mason took it slow at first to allow the stragglers to get started 
and out of the way. Then, as the pacemaker rounded the north turn with a clear track, 
Mason stepped on the gas, shooting over the line at 104 miles an hour. 





ONE OF THE MOST expressive news photos of the year, this picture shows Nash 
Sales Chief H. C. Doss, left, with Bill Holland and Mauri Rose. Note the facial ex- 
pressions of Holland and Rose, both of whom drove Blue Crown Sparkplug Specials. 
Behind them lies a bitter story for Holland. After leading the field for most of the 
race, Holland was nosed out by Rose at the finish to win. Many newspapermen, whose 
box faced the pits, as well as Holland, believe that signals from the Holland-Rose pit 
led Holland to believe he had won the race a few laps before it was over. As Holland 
slowed down, Rose passed him. 





OBVIOUSLY GETTING A BIG KICK out of the race are (back row, left to right) 
Fred L. Black, Nash director of public relations; H. C. Doss, vice-president in charge 
; George Mason, president. Front row: Mrs. 





famous 500-mile race out at the 
speedway which the “Fabulous 
Hoosier,” Carl Fisher, built as 
a dramatic monument to the 
auto industry. 

And drama marked this warm 
sunny day at every turn around 
the 2%-mile track. As the motors 
roared, they stirred nearly every 
human emotion. There was sad- 
ness for Shorty Cantlon, dogged 
by bad luck from the start of the 
race, and finally killed as he 
crashed into the retaining wall on 
the southwest turn. 

There was hushed expectation 
as George Mason, president of 
Nash, drove the Nash pacemaker 
across the starting line, with 
Speedway president Wilbur Shaw 
hanging out the door, waving the 


cars on. 
* 


* * 

DMIRATION for the knights of 

the track. For the driver who 
pushed his stalled car off the 
track, out of the way of the other 
cars. 

A touch of bitterness in the press 
box after Mauri Rose passed Bill 
Holland with only a few laps to 
go. Some of the boys of the press 
say that Holland was tricked out 
of first place by his own pit crew. 

After leading the way for most 

(See NASH, Page 60, Col. 3) 


















Talks Continue 
At Ford, Briggs: 
Strikes Voted 


By Mac Gordon 
Staff Writer 

DETROIT.—New strike threats 
at Ford, Briggs and in the soft- 
coal industry clouded plans for in- 
creased automobile production last 
week. 

Ford, meanwhile, maintained a 
steady production pace, despite in- 
tensified efforts of striking fore- 
men to throttle operations at the 
Rouge plant. Company spokesmen 
said normal output schedules could 
probably be continued if UAW- 
CIO workers remain on their jobs 

This was not such a certainty 
last week, however, as the UAW 
began taking strike votes of the 
Ford local unions throughout the 
nation. Earlier, the union’s Ford 
department rejected the com- 
pany’s offer of a 15-cent hourly 
wage boost, explaining the offer 
failed to include a pension pro- 
gram demanded by the union. 

Ford and the UAW were con- 
tinuing negotiations at week’s end. 
The contract, originally slated to 
expire May 30, was being extended 
on a day-to-day basis while discus- 
sions were in progress. 

Negotiators for Briggs and the 
UAW also scheduled new sessions 
last week in an effort to break the 
deadlock that led to a strike vote 
of company workers. Briggs locals 
at the Detroit and Evansville (Ind.) 
plants authorized international un- 
ion officers to call a strike at “a 
moment’s notice” if the stalemate 
persisted. 

Two wildcat walkouts of several 
score workers slowed up Briggs 
body production last Tuesday, but 
UAW leaders said they were at- 
tempting to keep members in line 

(Continued on Page 57, Col. 1) 


News ews 
In Brief 


Reuther Hits Steel 


WASHINGTON.—Walter Reu- 
ther’s demand for a probe of 
“maldistribution” of steel will be 
considered by the Senate Steel 
subcommittee, but veteran ob- 
servers were doubtful that any 
congressional action would be 
taken. 





* 


U. C. Dealers Quizzed 


NEW YORK.— Pledged coop- 
eration by the New York Used 
Car Dealers Assn., License Com- 
missioner Benjamin Fielding an- 
nounced last week he had sum- 
moned 17 licensed used car deal- 
ers to appear before him for al- 
legedly buying new cars and sell- 
ing them at exorbitant prices. 

* * * 


Excise Hearings 

WASHINGTON.—House Ways 
and Means committee hearings 
on excise taxes will end June 13, 
with A. E. Barit, president of 
Hudson, scheduled to present 
testimony for the AMA on June 
12. 

















Top Cars 

New car registrations for two 
months, plus 44 states for March 
and 28 for April: 
1947 1941 
Pos. Make Pos. 
1—152,824 Chev. 288,148— 1 
2—131,976 Ford 190,799-— 2 
8— 80,793 Plym. 141,312— 3 
4— 59,019 Buick 99,952— 4 
5— 51,511 Pontiac 94,066— 5 
6— 49,401 Dodge 62,544— 7 
I— 47,450 Olds. 716,1238— 6 
8— 28,546 Mercury 25,328—11 
9— 28,357 Nash 25,406—10 
10— 26,602 Stude. 30,3738— 9 
11— 26,031 Hudson 21,445—13 
12— 23,082 Chrys. 42,712— 8 
13— 17,318 De Soto 24,622—12 
14— 12,502 Cadillac 18,072—14 
15— 11,088 Packard 17,095—15 
16— 9,554 Kaiser 
17— 5,920 Lincoln §,521—17 
18— 5,281 Frazer 
19— 5,181 Willys 5,885—16 
20— 3,471 Crosley 108—18 

Total All Makes 
776,008 1,170,438 

For further details, see page 

24, today’s issue. 
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EALERS tell me a satisfied cus- 

tomer is their best advertise- 
ment. I agree. Unless a dealer can 
satisfy customers he hasn’t a basis 
of successful operations. In the 
competitive period to come we will 
need a lot of satisfied customers, 
but that won’t take us far enough. 
No dealer can get in on a sufficient 
number of deals to be satisfactory, 
if he depends only on those he has 
pleased in the past. 

Satisfied customers take good 
treatment for granted. They don’t 
talk about it. There are a few cus- 
tomers in every territory that no 
one can satisfy. They make an 
issue of their dissatisfaction and 
tell everyone. 

In considering the future, none 
of us, even old operators, can 
afford to forget the shift in pop- 
ulation that has taken place dur- 
the war years. These population 
changes are taking place faster 
in every community than many 
of us realize. 

For instance, between 1940 and 
1947, there have been 12 million 
marriages. That is a third of all 
families. There have been 21 mil- 
lion births. That constitutes a sev- 
enth of the entire population. 
Twelve million men have returned 
from service. That is 42 percent 
of all men between the ages of 
18 and 45. More than 19 million 
boys and girls have come of age. 

This means that we can’t depend 
on things as they were. When we 
think about the growth of our busi- 
ness, we must consider what has 
transpired in the past, if we are 
to successfully cope with condi- 
tions in the future. 

” od + 


Prices Big Problem 


For the Future 


7s high price of automobiles 
is worrying every member of 
this industry. The market is re- 
duced with each price advance. 
With increased labor cost and re- 
sultant increase of the cost of all 
the items that go to make up an 
automobile, it’s a certainty that 
automobiles will never again re- 
turn to prewar prices. 

Of course, in making that state- 
ment, we must make the exception 
that if a deep depression brings 
the cost of labor down to the pre- 


°47 Profiteering 
Banned by Bill 


In Pa. Senate 


HARRISBURG, Pa. — (UTPS) — 
Legislation to ban sales of new 
automobiles for more than the re- 
tail prices established by manu- 
facturers was introduced last week 
in a bill sponsored by Sen. Wel- 
don B. Heyburn, Delaware Re- 
publican, and Sen. H. Jerome Jas- 
pan, Philadelphia Democrat. 

Designed to halt any racket in 
new-car sales, the bill would bar 
the state bureau of motor vehicles 
from recognizing any transfer of 
a title certificate until both the 
seller and purchaser file affidavits 
listing the price paid in the sale. 

Declaring that World War II 
and the sale of vehicles from the 
state during the conflict has “cre- 
ated an acute shortage of such 
vehicles,” the measure said there 
has resulted “a monopoly of the 
sale of new and used automobiles 
and trucks” causing “prices which 
are exorbitant and beyond the 
means of many persons to whom 
such vehicles are a necessity.” 

The bill, noting that this prac- 
tice has tended to “create a seri- 
ous emergency,” would prohibit 
the sale of new or used automo- 
biles or trucks or their parts and 
accessories “at prices in excess of 
the retail prices established by 
manufacturers of same.” 

Carveth Enlarges 

Carveth Motors, Inc. (Chrysler- 
Plymouth), Auburn, Calif., has 
matle additions to its plant. 


wet 


Dealers’ or salesmen’s comments, questions or requests may be 
addressed to John O. Munn in care of Automotive News, Detroit, 
and the writer’s name will be kept in confidence if requested. 
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war level, then automobiles would 
return to their former prices. 

There are other reasons to 
hope that automobile prices will 
be reduced from their present 
level. Volume of production has 
more to do with the cost, than 
labor rates. Once the automobile 
industry swings into a stable, 
high volume, it will be reflected 
in lower prices. 

Improved manufacturing  tech- 
niques, many of which were learned 
during the war, will also tend to 
lower cost. Another eventuality is 
that whenever the public starts to 
refuse cars at their present prices, 
many of the deluxe items we have 
been furnishing in this trade will 
be eliminated. Cars will be stripped, 
although not in such a manner as 
to affect their usefulness to own- 
ers, and sell at lower prices. 

Even at present prices, an auto- 
mobile constitutes a bigger value 
than other items. The price of cars 
has increased only about 50 percent 
since 1941, while most other com- 
modities have increased consider- 
ably more. The automobile has al- 
ways represented excellent value 


and will continue to do so. 
+ + 


‘Road Blocks’ Peril 
Future Sales 


EORGE ROMNEY, of the Auto- 
mobile Manufacturers Assn., 
has always given us a lot to think 
about when he addresses an asso- 
ciation. He has recently warned 
of these categories they stand as 
a limiting factor in the future 
sales of motor vehicles. 
Among the -blocks enumerated 
are “antiquated highways, inade- 
quate parking facilities, high user 





Tex. Dealers Hit Charges 


Of Used-Car Racket 

ABILENE, Tex.— Charges 
made in Texas newspapers that 
used-car dealers are receiving 
seven-eighths of their “used” 
new-car supply from new-car 
dealers were emphatically de- 
nied last week by J. M. Holt, 
president of the Texas Automo- 
tive Dealers Assn., and W. A. 
Williamson, vice-president and 
manager. 

The association’s 
asserted: 

“While we have made no sur- 
vey, we emphatically deny the 
allegation that used-car dealers 
are receiving seven-eighths of 
their new cars direct from Tex- 
as new-car dealers. 

“It is reasonable to assume 
that there is an occasional 
transaction of this type, but we 
resent the implication that it 
is being conducted on such a 
flagrant scale with the new-car 
dealers’ knowledge.” 


statement 








Reseller Sued 
By Ford Dealer 
In Okla. City 


OKLAHOMA CITY.—According 
to Manager D. H. Bradshaw, the 
F. E. Northway Ford dealership 
here has “gotten fed up” with cus- 
tomers running straight to used- 
car lots with those new automo- 
biles they begged so hard to buy. 

“We just called in our lawyer 
and told him to sue,” Bradshaw 
declared. “We're going to stop 
some of this business.” 

He said the company filed suit 
in justice of the peace court 
against Elmer J. Ford, local bar- 
ber, for $883.19 damages, and prom- 
ised to donate any amount recov- 
ered to charity. 

“We're not interested in the 
money,” Bradshaw explained. “We 
are just serving notice that we 


cost, high accident totals, lack of |intend to enforce these contracts.” 


uniform laws and regulations, and 
inadequate training of drivers.” 

All of these items are of dollar- 
and-cents importance to every 
automobile dealer. Members of 
the trade, both individually and 
through associations, would do 
well to give every consideration 
to them. Dealers have public and 
political contacts which can be 
utilized in overcoming these ob- 
stacles. 

Until conditions improve in all 
of these categories they stand as 
a trade challenge. We must solve 
them. Otherwise they will undercut 
our future opportunities. 

* * + 


Give Public Facts 


About Deliveries 


[usr say you have to have a 
visa to get in to talk to a dealer 
regarding the purchase of a new 
car, or the delivery of one already 
ordered. I can’t refrain from em- 
phasizing with all the power at 
my command that the reception a 
dealer gives to a prospective cus- 
tomer is particularly important in 
these times of new car shortages. 

What NADA recently said in a 
News Letter bears emphasis: 

“The job of explaining properly 
to people the true facts about why 
you can’t deliver a car to them at 
once, is a selling job of the high- 
est order. 

“Every prospective customer 
(and every customer who comes 
in or telephones to find out the 
status of the order he placed 
months ago) deserves a_ full, 
careful, intelligent explanation of 
the general situation. Do not 
take it for granted that people 
know this situation. 

“If customers and _ prospective 
customers are received courteously 
and given a polite and proper story 

of retail automobile distribution 
under present day conditions, they 
will not only get a favorable im- 
pression themselves, but they will 
probably go out and tell other peo- 
ple what you have told them.” 

NADA suggests this subject is of 
sufficient importance to justify 
every dealer in calling a meeting 
of his department managers and 
his salesmen for the purpose of 
discussing fully the matter of pres- 
ent day customer contacts, 


Petition sets forth that the bar- 
ber bought his new car April 24 
for $1,566.81 and that on May 3 
the title was transferred to Anna 
Lee Quick, who in turn trans- 
ferred title to a used-car dealer 
who on the same day sold the car 
to Arlene M. Bishop for $2,440. 

The plaintiff contended this 
breached the resale contract. 


Dealer Activities 





NEW OFFICERS of Miami Automobile Dealers Assn. Bottom row, left to right, John 


Jones, director; R. W. Pierce, president; 


treasurer. Top row, L. P, Evans, Eugene Wallace, Donald Neese, directors. 





HANFORD CROCKARD, 


automobile publicist, 


years as public relations director tor the San Francisco and Northern California dealer 
associations. Smiling their congratulations are: Mildred Haskins, manager of the North- 
ern and San Francisco dealer associations, and I. M. Barnett, vice-president and head 
of the contract department of the Anglo California National Bank, which sponsors 
Harry Elliott's ‘‘Auto News of the Week’’ program. The show, which has been carried 
over the Don Lee Mutual Station KFRC on Saturdays, now will be carried over the 
entire Northern and Central California Dov Lee Mutual network on Saturdays, 






Roseville Chevrolet dealer and president of the Northern 
California Dealer Assn., is shown presenting Harry Elliott (second from left), veteran 


with a gold wrist watch as a token of appreciation for his 30 


Resale Curb OK’d in N.Y. 


State Association Designs Clause to Curtail 
Chiseling by Customers 


ALBANY.—A move to stop the 
sale of “slightly used” 1947 cars at 
far above the manufacturer’s list 
prices was set in action Thursday 
by the New York State Automo- 
bile Dealers Assn. 

All members of the association 
are being sent a form to be used 
as a supplemental agreement on 
the sale of new cars under which 
the purchaser will agree to resell 
the car to the original seller if he 
wishes to dispose of it within a 
certain time. 

The agreement provides that a 
purchaser who resells his car to 
someone other than the original 





pay more than the manufacturer’s 
list price, unscrupulous. dealers 
will continue to charge whatever 
the traffic will bear,” he added. 

“If car buyers will buy their 
cars from recognized and legiti- 
mate dealers only, and stop pay- 
ing whatever is asked, automobile 
prices will come down just as 
meat prices came down when peo- 
ple refused to buy from the black 
market.” 

Fribley also charged that “greedy 
individuals,” and not the legiti- 
mate dealers, were responsible for 
the exorbitantly high car prices. 

“I am sorry to say that some 



































dealer during the term of the| very responsible individuals have 
agreement could be held liable for|engaged in such practices,” he 
damages by the dealer, said C. D. | said. 


Henderson, executive vice - presi- 


dent. 


Plan to Control 
Resales OK’d by 


Kansas Group 


TOPEKA, Kan.—An agreement 
to control resales of new cars has 
been made available by the Kan- 
sas Motor Car Dealers Assn, for 
distribution to its dealer members, 
it was announced here last week 
by Roscoe Hambric, secretary- 
manager of the association. 

Originally mailed to the associa- 
tion by the Kansas NADA direc- 
tor, R. D. McKay, the agreement 
has been approved by an attorney 
and the Kansas association urges 
all its members to give “serious 
consideration” to using it in their 
dealings with customers. 

Signed by the purchaser and a 
witness, the agreement is as fol- 
lows: 

“In consideration of the sale and 
delivery to me of a certain 1947 
automobile (style, motor number 
and serial number), and other val- 
uable considerations, the receipt 
and sufficiency of which are here- 
by acknowledged, I hereby agree 
that I will not sell, barter, trade, 
or assign said automobile to any 
person or persons other than 
(space for name or names as per 
agreement) within six (6) months 
from the date hereof. 

“As for the same consideration, 
I agree that in case I desire to 
sell said automobile within said 
period of time that (dealer’s name 
and address) shall have the first, 
exclusive, and irrevocable option 
to repurchase said automobile at 
a price not exceeding the purchase 
price paid herein, less a reasonable 
amount for usage and depreciation. 

“I further agree to respond to 
damages to the said (dealer) in 
event I should violate the terms 
of this agreement. Dated this 
(date) day of (month), 1947.” 


Waddoups Heads 
Arizona Dealers, 


Succeeding Luke 


PHOENIX, Ariz.—Clifford W. 
Waddoups, general manager of 
Rudolph’s Chevrolet Co., Phoenix, 
has been elected president of the 
Arizona Automobile Dealers Assn., 
succeeding Bill Luke, of Ed Luke 
Motor Co., Phoenix. 

Frank Dawson, president of 
Frank Dawson Motor Co., Tucson, 
was named vice-president, and 
George E. Jackson, owner of 
Southern Arizona Auto Co., Doug- 
las, was elected secretary-treas- 
urer. All terms are for one year. 

A resident of Arizona since 1925, 
Waddoups has been general man- 
ager of Rudolph’s for 14 years. 
All franchised automobile dealers 
in the state are members of the 
association. 


* 


Used Car Prices in Hands 


Of Public, Fribley Says 

ALBANY. — Carl E. Fribley, 
president of the New York State 
Automobile Dealers, declared last 
week that the “ridiculously high” 
prices of “slightly used” new 
ears will continue “as long as the 
public is foolish enough to buy 
them from unauthorized sources.” 

Fribley said the resale of new 
ears by used car dealers at far 
above list prices could be con- 
trolled only by the car buying 
public. 

“Until people check up on the 
price of 1947 cars at a regular 
franchised dealer, and refuse to 


Ark. Dealers Map 
Fight on Resales 


LITTLE ROCK, Ark.—List 
prices on new automobiles soon 
will be advertised here to combat 
“exorbitant” prices being paid for 
new vehicles outside the regular 
franchised dealers, according to 
W. Link Lewis, secretary-manager 
of the Little Rock Automobile 
Dealers Assn. 

Lewis said he concurred in the 
action of new-car dealers else- 
where who were checking their 
waiting lists to weed out orders 
of persons who were getting new 
ears and selling them on high 
priced used-car markets. 

“There is not a new-car dealer 
in Little Rock who has sold di- 
rectly to a used-car lot,” he added. 





Ben McGahey, vice-president; Leo Adeeb, 


CATA Expects 
Record Crowd 


CHICAGO. — With expectations 
that more than 500 will turn out 
for the affair, the annual dinner 
meeting of the Chicago Automobile 
Trade Assn. bids fair to pack the 
grand ballroom of the Lake Shore 
Club tomorrow night, June 10. 

Edward L. Cleary, general man- 
ager of CATA, has reported that 
reservations have. passed the 400 
mark, 
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AUTOMOTIVE WE STAND FOR: 
fr 11. Fair and equitable contracts between manufac- 


turers and dealers in motor vehicles, parts and ac- 
cessories. {| 2. A fair profit to the dealer on every 
used vehicle accepted in partial payment for a new 
car or truck. 3. Every dollar of gasoline tax col- 
lected by state or federal governments applied to 
the building and maintenance of highways. { 4. The 
elimination of governmental and bureaucratic con- 
trols over this industry. 15. A return to the pre- 
cepts of independence and the rewards of applied 





NEWS 
energy and ability, which made America and gave more of her citizens 


more of the better things of life than anywhere else in the world. 


Let’s Keep the Molehill 
Down to Its Size 


~~ and used car dealers in some sections are bringing 
their differences of opinion out into the public arena 
and slugging it out. 

This is a sad thing for the whole trade. In most cases, 
the dealers are making mountains out of molehills. But the 
public doesn’t know that they are molehills. 

The public feels that if the dealers themselves make 
charges against each other, there must be a good deal to 
this talk of collusion between new and used car dealers to 
sell new cars on the used-car dealers lots at exorbitant 
prices. 








* * * 


Actually, there is very little to it. Most new-car dealers 
are in this business with the hope of staying. They know 
that one of the surest ways of losing their new-car fran- 
chise, and risking their big investments in their communities 
is to cheat their customers and the factories. 


¢« They know that every new-car factory is checking closely 
on dealers to protect the good name of their product. 


It is sheer folly for a new-car dealer to try to cheat his 
public, for his livelihood rests with the public. 


And it is sheer folly for new and used-car dealers to make 
charges against each other in public. 


Each plays a vital and legitimate part in the economy of 
the auto industry. It won’t be too long before each will need 
the other in the selling days ahead. New-car dealers will 
need used-car dealers to keep their lots from choking up 
the new-car business when trade-ins come fast and furious. 
And used-car dealers will need the trust and goodwill of 
new-car dealers. 


It is natural for the dealer to take a dim view of the pub- 
lic. The new car dealer has been hounded by the public for 
new cars, only to find the cars sold later to used-car dealers. 

In turn, the used-car dealer has found he has to pay the 
public excessive prices to get his supply of cars, only to hear 
the public scream that the used-car dealer is gouging when 
he makes a nominal profit while the public made the big 
profit. 

But in the long run, any retailer must concede that the 
public is right, no matter how fickle. The public can be on 
both sides of an argument and still win. ie 

So let’s cut out the mudslinging. There is nothing to win: 
everything to lose. 











It is gratifying once in a while | 
|to have the opportunity of saying 


nice things about a man while he 


is still alive and among us. This | 


happy opportunity comes today 
vn when I read “Boss 
=a Ket retires from 
O, YEAH? General Motors Re- 
” search Job.” Mil- 
lions of readers will thus gain the 


| impression that a long-famous sci- 


entist has gone into retirement 
and will spend the rest of his days 


}in fishing, chopping wood or rock- 
|ing on the front porch. But those 





|of us who have known Charles | 
|Franklin Kettering for 20 years 


or more will smile at the headlines 
and give less than passing atten- 
tion to its significance. We know 
that so long as “Boss Ket’ lives, 
his mind will be questioning every- 
thing he sees and delving into the 
possibilities of its improvement 
tor the benefit of mankind. 
a * * 

THIRTY YEARS ago, on an ex- 
tended trip into the upper lakes 
with a group of men, most of 
whom were younger than “Boss 
Ket,” I had the opportunity of 
measuring the man’s positive gen- 


|ius for exploring the realms un- 





known to most of us and predict- 


|ing things for the future which 
|iett us open-mouthed with amaze- 


ment. It was then in the early 
days of aviation, but “Boss Ket” 
was flying his own plane from his 
home in Dayton, O., to his work 
in Detroit—which to us was no 
small feat in itself! I have never 
forgotten what he told us about 
aviation at that time. 

“Boys,” he said, “you just haven’t 
seen anything in flying yet and 
few of us will live long enough 
to see even its partial develop- 
ment. You see when the Wright 
brothers first lifted themselves off 
the sands of Kitty Hawk in a 
heavier-than-air machine and 
stayed aloft for a minute or two, 
actually they had made only the 
same discovery which the first 
aborigine found when he first 
learned that although he could not 
Stay afloat without swimming, a 
log would support him and if he 
would paddle with his hands, it 
would get him from one point to 
another. So he dug out the log and 
made a canoe in which he could 
sit and paddle. Now the principle 
which the savage discovered is no 
different than that employed in 
the construction of the “Levia- 
than” (then the largest ship 
afloat). I tell you, we are still only 
in the canoe stage of flying.” 

We who heard him have now 
lived long enough to know how 
right he was. Today we see planes 
carrying 60 passengers and crew, 
flying on regular schedules to all 
parts of the world and planes al- 
ready predicted to carry from one 
to two hundred passengers. We 
would scarcely lift our eyebrows 
if someone demonstrated, in the 
next few months, that they could 
carry aloft as many passengers as 
the average steamship did at the 
time “Boss Ket” was expounding 
his theory. 

> + . 

OVER THE years since, I have 
heard him on perhaps a hun- 
dred occasions, and I agree with 
those who consider him one of 
the most fascinating speakers of 
our time. His ability to expound 
the most scientific theories in a 
way which even I could under- 
stand and take away with me, 
has always been a source of 
amazement. His magnetism has 
depended no less on his ability 
to find the scientific answer to 
a problem than his mental abil- 
ity in explaining it to the rank 
and file of those of us who sit 
at his feet! 

* + + 

IF KETTERING had never giv- 
en anything more to the automo- 
tive industry than the self-starter, 
of which he was the inventor, he 
would have left indelible marks 
in the history of human transpor- 
tation—for no one will gainsay 
but what it was this device which 
gave the motor car its universal 
acceptance. That he was one of 
the developers of Ethyl gas and 
the highly successful two-cycle 
diesel motor, now employed uni- 
versally in steamships and railway 
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This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. 


letters but you may sign your name 


No attention is given to unsigned 
with the assurance that it will not be 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Charges 

The new automobile situation 
has a lot of people up in the air. 
But very little is being done to 
correct or improve the situation. 

Lee Moran, in a statement in the 
May 19, 1947, issue of AUTOMTIVE 
News, said: “. . . actual new car 
prices are not as high as the pub- 
lic has been led to understand.” 
And further on in the same arti- 
cle Moran said: ... “And the ac- 
tual prices at which new cars are 
being sold through legitimate new 
car dealers will be a surprise to 
a large proportion of the automo- 
bile-hungry public.” 

“I don’t know where this bit of 
information was gathered. Certain- 
ly not from this section of the 
country. 

It is true that automobile man- 
ufacturing concerns have a fair, 
balanced price on new cars. And 
I am sure that it is their plan 
that dealers sell new cars accord- 
ing to retail list prices. 

But let old Individual John Q. 
Public walk into a dealer’s place 
in these parts. If he hasn’t got 
from $200 to $500 more than list 
price to offer for a new car, in 
addition to NOT getting a car, he 





locomotives, is less significant to 
the public. Even now, after retire- 
ment, he divulged to the Society 
of Automotive Engineers last week 
a revolutionary type of fuel and 
a motor adapted to utilize it which, 
he predicts, will revolutionize our 
present conception of the gasoline 
motor and its efficiency. 
* * * 

NO, IT IS certain that no one 
who knows “Boss Ket” gave any 
credence to the news of his re- 
tirement. Never will “the Boss” 
retire so long as there is a prob- 
lem still unfathomed. As he has 
so often said: 
anywhere by keeping your eyes on 
the rear-view mirror!”—G.MS. 


GETS a personal insult for having 
had the nerve to expect to get a 
new car at list price. At least that 
has been my experience in trying 
to buy a new car over an area 
of four counties. 

Personally, I don’t blame the 
dealer too much. I say as long as 
John Q. Public is willing to be 
sap enough to continue paying the 
staggering prices they pay for new 
cars, the dealer is no more guilty 
than the buyer. It does work a 
hardship on a few people who 
need a new car, but who are not 
willing nor able to invest so much 
more than par value in a vehicle. 

| Metvin Betew, McKinney, Tex. 

Eprror’s Notre: This ain’t the 

| way we herd it, so maybe some 

| Texas dealers would like to re- 
ply to Reader Belew. 





Coming Events 


June 16-19—Chicago (Stevens Hotel). Semi- 
annual meeting of the American Society 
of Mechanical Engineers. 

June 24-26—Mackinac Island, Mich. An- 
nual convention, Michigan Automobile 
Dealers Assn. 


JULY 

duly 21-23—Detroit (Book-Cadillac Hotel). 
Midsummemr meeting, Automotive Trade 
Assn. Managers. 

July 31-Aug. 2—Saratoga, N. Y. 1947 con- 
vention of the New York State Automo- 
bile Dealers, Inc. 

AUGUST 

Aug. 21-22—Los Angeles (Biltmore Hotel). 
SAE West Coast Transportation & Main- 
tenance meeting. 

SEPTEMBER 

Sept. 1-4—Salt Lake City (Hotel Utah). 
Fall meeting of the Society of Mechan- 
ical Engineers. 

| Sept. 17-18—Milwaukee (Hotel Schroeder). 
SAE Tractor meeting. 

Sept. 18-19—St. Louis. Annual convention 
National Used Car Dealers Assn. 

Sept. 21-22—Myrtle Beach, 8S. C. (Hotel 
Ocean Forest). Annual meeting of South 
Carolina Automobile Dealers Assn. 


OCTOBER 


“You'll never get} Oct. 2-4—Los Angeles (Biltmore Hotel). 


SAE Autumn Aeronautical meeting. 
Oct. 6-8—Houston, Tex. Petroleum Mechan- 
ical Engiceering Conference. 
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as there's 


Farm Work to lighten... 


well be Making [ractors” 


We at the Ford Motor Company believe 
that wealth and security come largely 


from the soil. 


We are convinced that industry and 
agriculture are partners . . . and that it 
is our responsibility to help make farm- 


ing easier, thriftier, more productive. 


That’s why the building of farm 
tractors is an important part of our 


present operation and future plans. 


Ford has built more than 1,300,000 

tractors. ‘Today, production of Ford 

Tractors is at the high point in history 
. and going higher. 


More and more new tractors will go 
from Ford to the American farm in the 
days and years ahead. 


These tractors will be strong, reliable, 
inexpensive to buy and run. 


They'll be engineered and powered 
for real usefulness on every job. 


They'll continue to have a hydraulic 
system and linkage attachment for 
implements . . . and implements now in 
use will work with them. 


Dealers in Ford Tractors’ will keep 
right on supplying good, prompt serv- 
ice and genuine replacement parts for 
new and old models alike throughout 


America. 


Count on continued and high level 
tractor production at Ford. Count on 
better and better tractors . . . year by 
year made more practical, more vers- 
atile, even thriftier. Ford will build 
tractors as long as there are farms, and 
farm work to lighten. 





Peas 











At SAE Meeting ‘tue 
Big Advance in Engines 


Described by Kettering 


FRENCH LICK, 
Motors experiments, 


savings of the nation’s petroleum 


reserves, were discussed here last 


week by Charles F. Kettering, who 
is retiring as GM vice-president in 
charge of research. 

Addressing the SAE summer 
meeting, Kettering revealed (as 
predicted in Automotive News 
June 2) that GM had built a 
high-compression engine and had 
tested it successfully with high- 
octane fuels. 

Kettering said that the use of 
triptane made it possible to build 
the engine and uncover the me- 
chanical problems separately from 
the fuel by gradually reducing the 
antiknock value of the fuels and 
thereby evaluating the engine fac- 
tors by themselves. 

The engine has a compression 
ratio of 12.5 to 1 as compared with 
the present 6.5, and it used 100- 
octane fuel 

As for the market possibili- 
ties, Kettering said that they 
would come through coopera- 
tion between auto makers and 
the oil industry. 

“While,” he said, “it would not 
be possible for the automobile in- 
dustry to entirely retool to obtain 
the full advantage of 12.5 to 1 in 
any year, neither would it be pos- 
sible for the oil industry to shift 
over to the production of high- 

octane fuel overnight.” 

Kettering said that in designing 
new engines it is possible to in- 
corporate such factors that com- 
pression ratios can be increased 
in succeeding models without the 
necessity of complete retooling. 

“Then,” he said, “by increasing 
the compression ratio in step with 
the fuel, it will ultimately reach 
the maximum values.” 

(In this respect, it is expected 
that compression ratios will 
move up from the present 6.5 to 
1 to 7 the first year new engines 
start to come in, and 8 the next 
year and so on up.) 

Kettering said that the tests have 


‘Hoffman, Slack 
To Give Reports 
At Safety Parley 


WASHINGTON.—Paul Hoffman, 
president of Studebaker, and Ly- 
man Slack, vice-president and di- 
rector of sales for Packard, will 
be featured speakers at President 
Truman’s Highway Safety Confer- 
ence June 18-20. 


Hoffman, who is chairman of 
the Automotive Safety Foundation 
and of the conference’s public sup- 
port group, will present the “Ac- 
tion Program for 1947” at the con- 
ference’s closing session June 20. 


Slack, who heads the confer- 
nce’s inter-industry safety com- 
mittee, will report on that pro- 
gram during the forenoon session 
June 19. 

Preliminary plans call for all 
governors or other state delegates 
to take part in discussions of 
“State Programs in Action.” 


Ind. — General 

which point 
the way to one-third greater econ- 
omy in autos as well as a great 

























able engineering problems. 

“Concern over engine roughness 
ignition problems, 
idling and other factors,” 
carrying 
beyond their range.” 

The high-compression engine 
was designed according to rather 
conventional procedures except 
that it was made rigid enough 
to carry the higher loads im- 
posed. 


Matic transmissions. A 


car. 
In road tests, 


economy of 18.5 miles 
lon while the 12.5 


per 


of about 40 percent. 

In cross-country trips the av- 
erage gain in economy was 33 
percent. Significantly, the gain 
in city traffic was over 40 per- 
cent, “which is of major impor- 
tance in view of the large quan- 
tity of fuel burned under these 
conditions,” Kettering said. 
Delivery of the paper marked 


the 30th anniversary of a paper 
“More efficient 
utilization of fuels,” presented by 


similarly entitled 


Kettering before the SAE, and is 
the culmination of a long series 
of developments in automobile en- 
gines and fuels in the intervening 
years. 

It is a progress report on work 
carried on by the General Mo- 
tors research laboratories over a 
generation on engine and gasoline 
research in which a series of ex- 
periments point the way for fu- 
ture improvements in the automo- 
bile through cooperation between 
the petroleum and automobile in- 
dustries. 

Kettering declared that in the 
last 30 years the petroleum chem- 
ist and the automotive engineer 
have made fuel and engine im- 
provements which have saved the 
public one-third—one billion dol- 
lars a year—in their gasoline bill. 
A saving of another one-third 
of the gasoline consumed in mo- 
tor vehicles can be made through 
additional cooperative research 
and engineering, he said. 

He noted that in the last 30 
years automotive compression ra- 
tios have been increased from 4 
or 4.5 to 1 to 6.5 or 7 to 1. Engine 
speeds have doubled and horse- 
power output has been increased 
three times. The petroleum indus- 
try has increased the antiknock 
value of the gasoline we buy from 
50 octane number to as high as 
80 octane number. As a result, he 
said, the gasoline consumption of 
the average car is about one-third 
lower. 

The latest tests made by Ketter- 
ing since the war’s end were con- 
ducted to obtain the answer to 
the question: “How far can we go 
in improving engine efficiencies in 
the near future?” Experimental 
single-cylinder and six-cylinder en- 
(Continued on Page 59, Col. 1) 








WEBER IMPLEMENT & AUTO CO., and associated De Soto-Plymouth dealers in 


Louis, sponsored this display at the Greater St. Louis flower and garden exposition. 


On display in a living garden is a De Soto custom convertible club coupe. 
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shown that their higher compres- 
sion ratios present no insurmount- 


high friction, 
he said, 
“has shown to be the result of 
low-compression designs 


It was installed in one of two 
of the same model stock automo- 
biles, both equippeti with Hydra- 
standard 
engine was installed in the other 


at 40 miles per 
hour the standard car had a fuel 
gal- 
compression 
ratio car had an economy of 26.5 
miles per gallon, an improvement 


Autos in Exposition . . . 





THE ROLE PLAYED by Ford in Ohio production and models of its cars was high- 
lighted in the Ford layout at the Mid-America exposition in Cleveland. About 200,000 
coples of a specially prepared booklet, ‘‘Ford in Ohio,’’ were distributed. 





NEW MODELS, engines and sectional view of a partly constructed car were shown 
in the General Motors exhibit at the Mid-America exposition in Cleveland. 























SEVERAL PIECES of the latest Willys Jeep models were on display in the firm’s 
showing at Cleveland’s Mid-America exposition. 


ulty 


Klingler Foresees Diffic 


In Holding Price Line 


ST. LOUIS.—“Don’t expect car 
prices to be reduced appreciably 
in the foreseeable future, for it 
will be a hard 
job to hold them 


likely this year, he declared, but 
this number will go only a short 
way in meeting demand. Klingler 
believes it will be 18 months be- 
fore a customer can walk into a 


MIT 


from advancing! showroom, pick out the car he 
further,” H. J.| wants and get prewar delivery 
Klingler, general | speed. 

manager of Pon- Urging dealers to treat their 
tiac, told the) customers righ t—“Remember, 
Missouri Auto-| their only crime is that they 


mobile Dealers} want to spend money with you” 


Assn.’s annual! —Klingler told his audience 
convention here| that “if you have troubles now, 
~~ week. 4 it’s happy trouble.” 
ecause of low| « 
H. J. Klingler . Treat others as you would want 
production and/t, be treated,” he said. “You'll 






increased costs, manufacturers are 
finding it difficult to hold the line 
on car prices, Klingler said. 
“But,” he declared, “I’m sure 
that no one will raise prices un- 
less the economics of their own 
situation forces that move.” 


Klingler pointed out that the 
first principle of staying in busi- 
ness is that every industry must 
recover its cost in its selling price. 
“Failure to do so, by even a small 
margin, means that you are dis- 
tributing some part of your capi- 
tal with each sale,” he said, add- 
ing that any concern will go 
broke if this process is carried | 
far enough. | 

Production of 3,225,000 cars is 


N. Y. Hikes Rates 


On Auto Coverage 


NEW YORK.—Higher liability 
rates for private passenger auto- 
mobiles went into effect June 2 
throughout New York state, with 
the average rises 16.5 percent for 
policies covering bodily injury 
claims and 27.5 percent for those 
covering property damage. 

The announcement’ explained 
that there has been an increase 
in the frequency of claims and 


find the Golden Rule sstill 
off.” 


During a nationwide tour of 
dealers, Klingler said he found 
| dealers in the finest financial con- 
| dition they’ve ever enjoyed. 

Noting that sheet steel is the 
keystone to increased auto pro- 
duction, Klingler pointed out that 
General Motors is now getting less 
steel than it did in the last quar- 
ter of 1946 and only 60 percent of 
its 1941 quota. 


pays 





Read Jack Weed’s ‘‘Backshop’’ for some 
highlights in the service field 


| 





=a 





Dodge Names ie 
In Expansion of 


Truck Program 


DETROIT. — Eleven promotion: 
in six Dodge regions were an 
nounced last week by E. C. Quinn 
sales manager of Dodge, in the 
greatly expanded national truck 
program being carried out under 
the dircction of L. F. Van Nort- 
wick, director of truck sales. 

Three men were named regional 
truck managers. They include Glen 
Millikan for the Chicago region, 
Ed A. Nichols for the New York 
City region, and Leo Sherry for 
the Portland, Ore., region. 

Eight were promoted from dis- 
trict managers to truck managers. 
They include: R. J. Dolan and C. 
E. Ringer, Atlanta region; | A 
Stokes, Boston region; F. M. Kin- 
ney and L. K. Vertrees, Chicago 
region; W. O. DuMar, Dallas re- 
gion; D. F. Herbst, New York re- 
gion, and G. G. James, Portland 
region. 

Quinn pointed out that’ scores 
of Dodge dealers have set up ex- 
clusive truck facilities during the 
last two years and that others are 
planning similar ones. Hundreds of 
others throughout the 17 national 
Dodge regions have enlarged their 
facilities in order to more com- 





pletely serve the needs of their 
truck users. 


Vanderblue Heads 


Arrow Operations 


MOUNT HOLLY, N. J.—Arrow 
Safety Device Co. announces the 


Pyle, 


resignation of Charles G. 
president and 
chairman of the 
board, and_ the 
appointment of 
Cc. S. Vanderblue 
as executive vice- 
president in 
charge of opera- 
tions. 





Otherwise, the 
organization re- 
mains practically 
unchanged. A_ o, §. Vanderblue 


Hopkin jr., of 

the original management, was re- 
named president; William Hopkin, 
treasurer; John J. Finnegan jr., 
secretary; Paul F. Middleton, coun- 
sel, and Frank M. Mayhew, works 
manager. 

Vanderblue joined Arrow in 1945. 
From June, 1941, until the fall of 
1945 he served in the U. S. Army 
Signal Corps as colonel, and was 
on duty with the O. S. S. both in 
Europe and in the South Pacific. 
He was awarded the Legion of 
Merit by the American Army and 
the Legion of Honor and the Croix- 
de-Guerre by the French govern- 
ment. 

Robert M. Rausch, formerly gen- 
eral manager, has been named 
district representative for Mary- 
land, Delaware and the District of 
Columbia. 


Gardner Motors Building 
Endicott (N. Y.) Showroom 


Gardner Motors, Inc., Bingham- 
ton, N. Y., will begin construction 
of a two-story sales and service 
building at Kentucky Ave. and 
E. Main St. in Endicott, N. Y., ac- 
cording to George Gardner, presi- 
dent. The new building will have 
about 20,000 square feet of floor 
space. 


‘cielo siecctinedh 











in the cost of making settlements. 
In cases involving bodily injury, 
both claimants and -courts have 
taken into consideration the prev- 
alent higher level of incomes and 
‘the increased cost of medical care. 








LYMAN W. SLACK, general sales manager of Packard, points out an object of inter- 
est at the Packard Proving Grounds, Utica, Mich., to members of the Dealer Advisory 
Council which held its regular quarterly meeting in Detroit May 26-27. Left to right 
are: Elliott Taylor, assistant general sales manager, R. S. Thrall, E. Gray Smith, F. D. 
Morrison, Leo Schactmayer, Graham Loving, Paul Smithson, Slack, Tom Reed, Harvey 
W. Simpson, Clare Briggs, assistant general sales manager, Ben Franklin and Ear! 
Smith, Packard experimental and development engineer. 
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me has a comfort feature scored such an immedi- 
ate hit as Airfoam cushioning. Dealers selling models 
cushioned with this wonderful latex material say it’s 
a tremendous sales help. 


It’s a help that will be even more important as the 
days of tough competitive selling return again! 


For Airfoam is the most widely known of all latex 
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cushionings. It’s the best advertised. Its incomparable 


comfort has won popular favor, not only in auto 
cushioning, but in the most luxurious plane, train 
and hotel accommodations, and in home furnish- 
ings, too. 


If you’ve got Airfoam, be sure to let prospects know 
about it. If you haven’t, your manufacturer can install 
it in next year’s line with slight production changes. 


Why car buyers want “77 © 
AA ptt, 


GLORIOUS COMFORT— 


Its live buoyancy soaks up bumps and 


jolts; like riding on air. 


LONGER WEAR — Lasts far longer than other types of cushioning; protects 


upholstery, too. 


COMFORT SECRET OF AIRFOAM 


— Note how it “gives” to slightest pressure, 
providing restful support that insures com- 
plete relaxation. 








THE GREATEST NAME IN RUBBER 


GOOD-AS-NEW LOOKS ALWAYS — Doesn't pack up or sag with usage; 


holds its shape indefinitely. 


COOL — Air circulates through millions of interconnecting cells. 











Airtoam—T.M. The Goodyear Tire & Rubber Company 
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Goodrich, Dayton Start It... 


More Tire Makers 
Likely to Cut Prices 


AKRON.—A_ general _ reduction 
in tire prices at the manufactur- 
ers’ level was believed in the cards 
last week following reductions by 
B. F. Goodrich and Dayton Rub- 
ber. 

The manufacturers’ price cuts 
came on the heels of reductions 
across the country by retail out- 
lets, including chain and depart- 
ment stores. 

Queried by Automotive News— 
Seiberling Rubber said it was 
studying its price program. 
General Tire & Rubber said it 
did not plan any change at this 
time. 

Dayton Rubber cut prices on its 
first-line passenger-car tires by 
2% percent at factory level. 

U. S. Rubber—“No comment at 
present.” 

Goodyear—“No comment at pres- 
ent.” 

Firestone—“No comment.” 

The “no comments at present” 





seem to indicate that something 
is in the works. 

J. J. Newman, vice-president of 
Goodrich, said retailers would 
share “with the company a sub- 
stantial reduction in profits.” 

At the new price level, effective 
last week, Silvertown tires in the 
6.00x16 size will retail at $14.40. 
Previously, Newman said, this tire 
sold for $16.10, exclusive of fed- 
eral excise tax.: 

Newman pointed out that the 
new prices bring Goodrich passen- 
ger auto tires below prewar prices 
and that present tires outwear pre- 
war quality tires. 

Start of the price reduction 
move began in the retail field 
several weeks ago when Sears, 
Reebuck & Co., Montgomery 
Ward & Co., and Spiegel, Inc., 
lowered prices in certain classes 
of tires. 

They were followed by R. H. 
Macy & Co., Gimbel Bros., and 





Abraham & Straus, Inc., New York 
City retail department stores, who 
in turn cut prices 15 percent be- 
low those set by Sears, Ward and 
Spiegel. 

In explaining the latest cuts, 
Newman said that Goodrich had 
undertaken the action as a result 
of expectations of increased man- 
power efficiency, expected lower 
materials costs, and forecasts of 
continued high production and 
sales levels. 


Holt Succeeds 
Walls as Head 
Of Texas Assn. 


SAN ANTONIO, Tex.—John 
Holt, of Lone Star Buick Co., Abi- 
lene, was elected president of the 
Texas Automobile Dealers Assn. 
at a meeting of the board of direc- 
tors here last week. 

He succeeds I. W. Walls, Dallas, 
and will serve during the 1947 con- 
vention Oct. 13-14 at Galveston. 

It was necessary to call a meet- 
ing of the directors to elect a new 
president because the term of 
Walls expired. 

W. A. (Cap) Williamson and J. 
Kenneth Black were renamed first 
vice-president-manager and assis- 








RECORD TOUR. A series of fiying trips to 19 Buick sales zones by Harlow H. Curtice, 
Buick’s general manager, and W. F. Hufstader, general sales manager, brought the 
two executives in personal contact with the more than 2,700 Buick dealers throughout 
the nation during the past two months. Upon his return from the tour, Curtice saw 
no letup in the tremendous demand for popular makes of automobiles before 1951 or 
1952. A 20th zone meeting was held in Flint. 


tant manager, respectively. Other 
officers are W. G. Alderson, Kuy- 
kendall Chevrolet, Lubbock, sec- 
ond vice-president, and Thomas F. 
Abbott jr., Frontier Pontiac, Fort 
Worth, third vice-president. 


ALUMINUM weighs only one third as much as steel 


REYNOLDS 
ear 
cx! 


tT rea} 


ALUMINUM can be drawn 
with the same dies 
you now use for steel. 


Detroit address: 1010 Fisher Building 


REYNOLDS METALS COMPANY, 2539 S. 9th St., Louisville 1, Ky. 


* * * 


Normal Delivery 
Five Years Off, 


Curtice Forecasts 


FLINT.—It will be 1951 or 1952 
before consumer demand for pop- 
ular makes of automobiles is satis- 
fied sufficiently to obtain delivery 
of a new car within a reasonable 
length of time, according to Har- 
low H. Curtice, Buick general man- 
ager. 

Curtice made his forecast upon 
completion of an unprecedented 

' aerial tour that 
took him to ev- 
ery Buick sales 
zone and brought 
him in contact 
with almost ev- 
ery one of the 
2,772 Buick deal- 
ers throughout 
the nation. 

Curtice noted 
, no Pensa i 

. of the automo- 

.. bile market. On 
the contrary, he said, there is an 
abnormal demand for cars caused 
by the wartime production re- 
striction, and the inability of the 
industry to produce at high lev- 
els because of continuing short- 
ages of materials. 

Barring unforeseen circumstan- 
ces, 1948 should see an output of 
4,500,000 passenger vehicles, if steel 
is available in sufficient quanti- 
ties, the Buick general manager 
declared. This will be a million 
more than the production antici- 
pated for this year, he added. 

The balance between new and 
used cars has not been restored, 
and consequently, he said, used car 
dealers are getting premium prices 
for their vehicles. Apparently, he 
noted, the buyer who will pay more 
for a slightly used car than the 
vehicle cost when new, feels the 
premium is worthwhile in order to 
obtain immediate delivery. 

Curtice, who was accompanied 
on his swing through all of Buick’s 
20 sales zones by W. F. Hufstader, 
general sales manager, said the 
meetings were designed to give 
dealers a clearer insight into man- 
agement’s production problems, 
and also to acquaint them with 
Buick’s production, engineering 
and sales plans for the future. 

The series of meetings were held 
over a period of 10 weeks, and 
the longest single trip required an 
absence from the Buick helm of 
only four days. 

Buick’s Lockheed Lodestar twin- 
engine aircraft carried Curtice and 
Hufstader to the first meeting in 
Los Angeles March 10. Two days 
later they flew to a San Francisco 
meeting, and March 14 saw them 
in Portland and March 15 in Seat- 
tle. Returning to Flint, the two 
executives cleared up accumulated 
business and took the second jaunt 
to New York March 24. Next was 
Chicago March 31, and Kansas 
City, Dallas and Memphis on Apr. 
1, 2 and 3. Other meetings in- 
cluded Boston and Buffalo on Apr. 
8 and 9, Flint Apr. 22, St. Louis 
May 1, Atlanta, Washington and 
Philadelphia May 8 9 and 10, 
Cleveland May 12, Cincinnati and 
Pittsburgh May 15 and 16 and Min- 
neapolis May 27 


af. 


What do you want to buy, sell or trade? 
See Classified Want Ads, inside back cover 
this issue. 
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© U. S. Representative Mike Monroney says the white- 
collar worker can’t continue to make his fixed income 
stretch over rising prices. In the June issue of THE 
AMERICAN MAGAZINE this fighting legislator from Okla- 
homa challenges America to do something about it. His 
frank and fearless discussion will have personal signifi- 
cance for every professional man, public servant, teacher, 
and office worker in the country. So, millions of Americans 
won’t want to miss this authoritative analysis of the timely 


question: 


CAN YOU AFFORD A WHITE-COLLAR JOB? 
By U. S. Representative Mike Monroney 


WHERE IMPORTANT PEOPLE 
TURN TO SAY IMPORTANT THINGS 


j 


BUD SCHIRMER, Detroit Manager e 
H. A. PATTERSON 
General Motors Building, Detroit 2, Michigan ! £ UWMWE 


THE CROWELL-COLLIER PUBLISHING CO., 250 PARK AVE., NEW YORK 17, N. Y., PUBLISHERS OF THE AMERICAN MAGAZINE, COLLIER’S, ANO WOMAN'S HOME COMPANION 
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The variety and versatility of Chev - 


rolet trucks and special equipment 
draw truck users of all trades 


wherever exhibits are held. 
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with truck and special 
equipment exhibits 


Truck and special equipment shows have once more demonstrated 
the variety and ownership-value of Chevrolet trucks and the many 
advantages of the Chevrolet franchise. 

Again, wide interest and acclaim have revealed an overwhelming 
preference for Chevrolet trucks and special equipment . . . recogni- 
tion of trucks built to vocational requirements. 

The new Chevrolet trucks embody advance engineering methods 
in an extensive line of standard models, tractor-trucks and chassis 
for special equipment, designed to give better service in more than 
95% of all truck operations! 

Produced to meet America’s hauling needs, Chevrolet trucks and 
special equipment offer a bigger business opportunity for those who 


sell the wide and varied vocations that serve the country. 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 


Prune Tepito Yor, and. 
CHEVROLET 


In addition to these cities, exhibits 
have been held in Phoenix, Arizona; 
Shreveport, Louisiana, and El Paso, 
Texas, and are scheduled in other 
cities throughoug the nation in the 
months to come, 
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FOB FACTORY 


Delay Anti 





cipated 


On Output Rise 


By A. H. Allen 


AUTOMOBILE manufacturers are about ready to write 
oif the third quarter of the year as not holding much pos- 
sibility for improvement in the present production pace on 
cars and trucks. From all reports, steel in the sheet and 
strip variety continues to be the bottleneck, and despite 


some likelihood of better 
tonnages being available for 
car builders after July 1, the 


most sanguine automotive observ- 
ers believe steel shipments will not 
be appreciably better until the last 
quarter. 

Additions and extensions to con- 
tinuous rolling mills have been de- 
layed time and again. Strikes and 
slowdowns in construction projects 
which several mills have under 
way have combined with continu- 
ing difficulties in obtaining deliv- 
eries of motors and controls, so 
that the actual start of rolling op- 
erations in these new facilities 
may not develop until fall or later. 

* + + 

OUTPUT of cars and trucks cur- 
rently is close to the 5,000,000 ver 
year rate and in contemplating 
any appreciable increase beyond 


—_ 
this level, a point to keep in mind 
is the physical problem of han- 

dling the _ out- 

pouring of vehi- 
cles from assem- 
bly lines. 

They must be 
stored, marked 
for shipment, 
loaded onto 
haulaway 
trucks, railroad 
cars or boats, 
moved to their 
destinations; 
then delivered 





A. H. Allen 
to dealers, buyers notified, cars 


serviced and prepared for de- 
livery, etc. 
All this takes time, personnel 


and shipping facilities. Whether, 
say, a 20 percent boost from the 
present rate of outflow of cars and 








trucks could be handled without 
jamming up is problematical, in 
the opinion of many. The matter of 
railroad cars and haulaway trucks 
alone is a critical one. 

* > > 
Ford Announcement 


Is No Surprise 


HENRY FORD’S hint that the 
1948 models from the Rouge plant 
would make the sharpest break 
from Ford tradition since the ad- 
vent of the model A occasioned no 
surprise around Detroit where it 
has been known for some time 
that old ideas in design and con- 
struction have been tossed out the 
window by the new administrative 
group in charge at Ford, and an 
entirely new engineering and de- 
sign concept created. 

Styling, of course, is in the 
hands of George Walker and his 
staff, working in cooperation with 
Ford engineers. The Walker styling 
technique is exemplified by the 
Paekard Clipper and the current 
Nash series, except for slight mod- 
ifications in the latter; so if you 
put the two together possibly you 
can dream up what the new Ford 
will resemble. 

. * + 


Chevrolet Lucky 


On New Truck? 

WITH DEMAND for all types 
of trucks apparently bottomless, 
the question might logically be 
asked why Chevrolet closed down 
its truck lines for changeover to 
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MORE THAN five million 


direct- 
current presentation to dealers of a ‘‘pac 
gram, according to K. B. Elliott, vice-president in charge 


mall pieces are expected to result from Studebaker’s 
kaged,’’ year-around service promotion pro- 


of sales. The series consists 


of six separate mailing pieces. Each piece is distinctive in illustration, sales copy and 


colors based on @ seasonal approach that emphasizes 


the satisfaction of top car per- 


formance. Here L. H. Robinson, manager of the business management division; Paul R. 
Davis, general sales manager, and Don 0. Wilson, general service manager, look over 
the folder used to introduce Studebaker’s campaign to dealers. 


nounced formally later this month. 


line is in full production, sus- 


Fortunately the move happened to| tained output can be realized. 


coincide with the current tight- 
ness in steel supplies and thus 
may prove a lucky break for Chev- 
rolet, since the changeover will 
permit building up inventories of 


the new models which will be an-|truck steel, so that when the new 








RECONDITIONED ENGINES 


* FORD—A-B, 6 Cylinder, V-8’s - 60-85-90-100H.P.—MERCURY * 
* CHEVROLET — DODGE — CHRYSLER — DESOTO — PLYMOUTH * 
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OUR PLAN OFFERS the following sales points: 


aS 





1. DEALERS SELLING rebuilt engines WILL MAKE 
VISUAL INSPECTION and decide if old engine is re- 


buildable, or junk, and tag return engine accordingly. 


Zz 


Makes possible ability to quote a definite price to 


BLOCK buyer. ALL 
DEPOSITS 3. Ability to complete time payment plan. 
4. Eliminates dissatisfaction on charges previously de- ENGINES 
$15.00 ducted from block deposit. 
TO 5. Eliminates necessity of securing deposit to cover ex- GUARANTEED 
$25.00 tra charges. 


6. 


customers. 


7. 


Heavy Duty 4-ring pistons (no extra cost). 


Eliminates time element in returning deposits to 


BLOCK DEPOSITS ARE REFUNDED IN FULL except when there are any miss- 
ing parts; or when trade-in engine is visually a junk engine, then a scrap allow- 
ance of $5.00 will be given less any missing parts. 


For Example: A junk engine is one that is not in rebuildable condition, that has 
; been damaged through freeze cracks or when a connecting rod has 
broken and damaged the block or when engine is heavily rusted. 


NO CHARGES OR DEDUCTIONS: '!For valve port and other repairable cracks— 
oversize bore—cast iron or steel sleeves—valve seat inserts—undersize crank- 
shaft—camshaft—connecting rods—broken studs—dirty engine. 
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Immediate Delivery On All Models Cars and Trucks 1929 - 1946 
Write for Price List or Call PLateau 2400 


Automeotiue Rebuilding C. 


Order Now! 


5200 Virginia Avenue 


A. C. (ANDY) BURGER 


PRESIDENT 


St. Louis 11, Missouri 
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LARGEST ENGINE REBUILDERS 





IN THE WORLD 





At the same time, the company 
will have a competitive edge over 
other producers by having a brand 
new series of models available, if 
that means anything in the present 
sellers’ market. 

* * * 


The Psychology 


Of the Customer 


FROM ONE of the larger man- 
ufacturers comes the story of an 
irate new car buyer who wrote a 
fuming letter to the president,com- 
plaining of being sokd a bill of 
goods on accessories. His car had 
everything hooked onto it from a 
Kleenex dispenser to an under- 
body light, none of which he had 
ordered. He was really mad, and 
threatened everything from may- 
hem to suicide. 

The manufacturer decided to 
investigate and contacted the 
dealer involved, who in turn 
called his customer and gracious- 
ly offered to take off every acces- 
sory he did not want and refund 
his money. This was done and 
everybody appeared happy. How- 
ever, two weeks later the cus- 
tomer returned to the dealer and 
asked to have all the removed 
accessories installed again, with 
payment made. 

The point is that, as far as ac- 
cessories are concerned, it is usual- 
ly a matter of the customer being 
“sold” on them and not being 
forced to take them. In nine cases 
out of 10, if a dealer will explain 
the merits of various supplemen- 
tary items, the customer will go 
for the whole works, but if the 
dealer just loads the car and 
charges accordingly, the buyer 
will howl in a hurry. Just a matter 
of simple psychology, it seems. 


Oil Firms Gird 
Colorado Facilities 
For Big Demand 


DENVER.—Oil companies in the 
Rocky Mountain area are prepar- 
ing for increased use of gasoline 
and oil by motorists in this section 
of the country. 

Socony-Vacuum Oil Co. said it 
would practically rebuild its refinery 
at Casper, Wyo., at a cost of more 
than $5,000,000. Texas Co. now is 
completing a $5,000,000 job in re- 
vamping its Casper refinery, and 
Standard Oil Co. of Indiana soon 
will start a similar remodeling op- 
eration at its Casper plant. 

The three companies are prepar- 
ing to call for bids for construction 
of a jointly owned gasoline prod- 
ucts line from Casper to Denver 
via Cheyenne, Wyo., to cost around 
$3,000,000. 

Continental Oil Co. has started 
preliminary work on its $4,000,000 
expansion program for its Denver 
refinery. 

The war gave oil executives 4 
chance to study the future demands 
for oil and its products in the Rocky 
Mountain district. Oil companies 
now are using this information to 
get set for a giant business in this 
territory. ‘ 
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may- ““The longer I live the surer I am that the U.S.A. 
1 to is a mighty friendly place. People just can’t help helping 
the a fellow who really helps himself. I was thirteen years old 
when I had to go to work. What would I do? 


— “The first helping hand I got came from my 


friend, the junk man. He said he had an old junker of a 
car that would still run. When I saw it I grabbed it,— 
low- promised to pay thirty dollars for it in thirty days. The 
cus- junk man said I could take sixty. 
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noisy buggy. I’d take ‘em any place in town for a quarter. 
As the years went on I prospered, replaced ‘Lena’ with a 
better car, and finally a brand new one that would carry 
es seven people. 


““Then came the biggest helping hand of all. The 
banker in our town said, ‘Alex, here’s something you ought 
to look into. Old Man Smith wants to quit his old livery 


oe stable garage and the deal takes three hundred dollars.’ 
line ““W ell, folks, that’s my story. I bought out old 
tion man Smith. This gave my taxi a home, and me a base of 
sa operations for the future. 
i 

ery “I’m still at the same location. The 

Lore old livery stable building has been gone for 

y is fifteen years and so have the taxis. If you 

re- walk in today you'll find good looking 

— De Soto and Plymouth cars all over the 

op- place,—new ones arrive and are promptly 


delivered to customers; others being tuned ~ 
up in our big service shops. 
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Everybody Helped Me 


When I Helped Myself 


Reading time: 1 minute, 54 seconds -Mife 
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““The next hand came from the neighbors. They 
watched me fixing up that old car in the back yard. Took 
me a week to clean and paint the thing,—two days to 
paint TAXI in big red letters on both sides and rear. 


““By that time everybody was talking about my 
‘Leaping Lena.’ When I first drove her down the street 
people stood and stared; then they’d smile. Soon they 
began to hail me. First thing I knew I had lots of cus- 
tomers. Folks seemed to get a kick out of riding in my 





: No, I can’t complain about how the world has 
treated me. As far as I can see a lot of other fellows have 
had the same good treatment. Sure, a guy has to do his 
part before the rest can follow. It’s the sort of thing that 
happens when people are free to work 
and get ahead.” 


We have an interesting booklet containing a 
number of these typical success stories taken 
from our files. If interested, write Chrysler 


Corporation, 341 ee Ave., ; 
Highland Park 3, Mich 
for your free copy. ; 
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CHRYSLER « DODGE “Job-Rated” TRUCKS = 
Products of Chrysler Corporation 
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HARRISBURG, Pa. — (UTPS) - 
Misrepresentation by competitive 
transportation spokesmen concern- 
ing legislation aimed at increased 
truck weights was charged last 
week by Edward Gogolin, general 
manager of the Pennsylvania Mo- 
tor Truck Assn. 

Explaining PMTA’s_ viewpoint, 
Gogolin in a prepared statement 
said: 

“There has been a great deal of 
misrepresentation by competitive 


Willys Exports 
27,586 Jeeps 
In 15 Months 


TOLEDO.—Willys-Overland Ex- 
port Corp. revealed last week that 
in the past 15 months it exported 
27,586 Jeeps and Jeep station wa- 
gons with an fob Toledo value of 
$32,000,000. 

The export record of the com- 
pany, showing sales overseas, in 
Canada and Mexico, was accom- 
panied by a forecast that 40,000 
units will be exported during 1947. 

Of the total shipped thus far, 
10,687, or nearly 40 percent, were 
shipped and sold during the first 
quarter of 1947. More station wa- 
gons were exported in the first 
quarter of 1947 than in all of 1946. 

“The total exported represents 
about 25 percent of Willys-Over- 
land’s total production,” Arthur J. 
Wieland, executive vice-president 
of the export corporation, revealed. 

“In Latin-America alone, 7,500 
Jeeps, worth approximately $10,- 
000,000 at factory prices, have been 
sold.” 

Wieland stated that the corpora- 
tion now has 130 distributors and 
more than 1,000 dealers in 87 na- 
tions and colonies. 
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Defends Tandem Bill 


Manager of Pa. Truck Assn. Flays Critics 
Fearing Boost in Weights 
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| transportation spokesmen concern- 
jing the tandem axle bill which 
passed the house and is now being 
considered by the state senate. 


“PMTA is supporting the bill 
because it will increase trucking 
efficiency and progress and give 
Pennsylvania commerce and 
agriculture a more economical 
and safer transportation unit. 
“The measure would not in- 
crease maximum legal size or 
weight of trucks in Pennsylvania. 
It would permit .the tractor and 
tandem axle semi-trailer to carry 
the same gross weight as the truck 
and full trailer has been permitted 
to carry in Pennsylvania for the 
past 18 years, namely, 62,000 
pounds. 4 





hh 
% 
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“An inconsistency in the Penn- 
sylvania Motor Vehicle Law limits 
the tandem to 45,000 pounds, the 
same as the tractor semi-trailer, 
despite the fact that the tandem’s 
more modern engineering provides 
a construction with two axles in 
place of one and permits hetter 
load distribution. 

“The tandem is a safer and more 
maneuverable vehicle and places 
less strain on the highways than 
any now used for hauling heavy 


loads, and has less tendency to 
jack-knife, because it has eight 
tires, instead of four, to resist 


skidding. 
“Widespread military use of 
this vehicle during World War 
II proved its efficiency on all 
sorts of terrain, and government 
tests show it places less unit 
loads on the highways, due to 
better axle load distribution. 
“The bill would correct a seri- 
ous trade barrier. Each state sur- 
rounding Pennsylvania permits 
gross loads equal to or greater 
than that sought in the bill for 
this type of equipment.” 









Special Car for Export 


Turned Down by British 

LONDON.—( )—Propos- 
als that British manufacturers 
should produce a special export 
car have not found much sup- 
port here. Decision to maintain 
individual makes was an- 
nounced by John Wilmot, min- 
ister of supply, speaking in the 
House of Commons. 

Motor manufacturers said a 
special car would have a harm- 
ful effect on exports and the 
home market, as skilled work- 
ers would be engaged for a 
long period upon the designing 
and building of a satisfactory 
model. There would also be the 
problem of the supply of com- 
ponents, a problem that still 
worries the manufacturers. 


Auto Loans Up 
78 Pct. in Canada 
Over Year oO 


OTTAWA. —Financing of new 
and used motor vehicles in Can- 
ada was much higher in April, 
1947, than in April, 1946, and, at 
the same time, moved well above 
March activity. 

The number of transactions was 
78 percent higher for both new 
and used vehicles in April this 
year compared with April a year 
ago. The figures were announced 
last week by the merchandising 
and services branch of the Depart- 
ment of Trade and Commerce. 

There were 4,171 new vehicles 
financed for $5,784,529 in April, 
1947. Of these, 2,209 were new pas- 
senger cars which were financed 
to the extent of $2,593,184. Com- 
mercial vehicles continued to form 
a high proportion (48 percent in 
April) of the total units financed. 

Transactions in the used vehicle 
field numbered 6,418 and the 
amount of financing involved was 
$3,801,152. Passenger cars were pre- 





ROSE 
TIN 1941 


FLOYD ROBERTS 
DID IT IN 1938 





Vv. J. GILLIS (right), newly appointed by Nash as Winnipeg zone manager, is shown 
with a part of the ‘‘necessary’’ equipment presented to him by Minneapolis zone office 
employes as he prepared to leave for his new job. Gillis, looking like a refugee from a 
radio quiz show, was given luggage, snow shoes, a pair of ‘‘huskies,’’ fur cap, gum 
boots, sheep lined overcoat and a Nash convertible bed. Congratulating Gillis Is R. M. 
Hendrixson, zone manager at Minneapolis. 


dominant, numbering 4,812 and 
having a financed value of $2,431,- 
245. Nevertheless, commercial as 
well as passenger cars showed 
marked gains over April of last 
year. 


Plaque Awarded 
Lado & Schulstad was awarded 
a plaque as the first Nash dealer 
in Tampa, Fla., to qualify under 
Nash Motors’ 10-point select dealer 
program. 


DID IT 


WILBUR SHAW 


Lessors of Foreign Cars 


Made Liable in Wisconsin 


Under a state statute which be- 
came effective recently, the lessor 
or foreign-rent-a-cars operated in 
Wisconsin is liable for all injuries 
and damages caused by the person 
operating such cars and the com- 
missioner of the motor vehicle de- 
partment becomes the agent of 
such lessor. 


You get the best results in our Classified 
Section, inside back cover. 













IN 1937 
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A BEAUTY TREATMENT 
,; FOR YOUR CUSTOMERS’ 
CARS...WHILE THEY WAIT! 
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KARVISOR clamps on in a jiffy... Standard KARVISOR Models Available: | 
' 
AA—Studebaker Champions (1947 only) ...A—Ford, Mercury, Nash, i 
odds to the appearance und Chevrolet, Plymouth, Dodge, DeSoto, Chrysler, Series 60 Oldsmobile, | 
: and Series 25 Pontiac ...8—Series 76 and 78 Oldsmobile, Series 26 j 
driving comfort af any car! Pontiac, Series 40, 60 and 90 Buick, Series 60, 61, 63 and 67 Cadillac 
...€—Packard (Clipper body only), Series 98 Oldsmobile, Series 29 i 
One thi ; t Se bile t looki ld Pontiac, Series 50 and 70 Buick, Series 62 and 75 Cadillac. Packed i 
- — oe = aii eae “id _ Lena oe 2 8 ae -_ ae ee six of one size to a case. Wt. 70 lbs. Retails for $26.00. Comes with 
Another is cool driving comfort, without blinding glare. You can give them top surface finished in black ready to be color-matched to any car. 
both in a few minutes with KARVISOR, the “‘necessory” that clamps on 
for the life of the car—no holes to drill! } 
Look at these exclusive “‘extras” you can offer your customers: KARVISOR is hand 
‘ ° i ‘ oe ' 
tailored of one-piece welded steel . . . both sides covered with durable Fabricoid for added 
appearance and noiseless performance . .. aerodynan.ic design prevents vibration 
at any speed, yet KARVISOR has the necessary resilience to withstand any strong gust of } 
wind ... it has been thoroughly tested and proved in over eight years of nation-wide service. 
Here’s an item that’s really taking hold all over the country. KARVISOR sales are 
mushrooming spectacularly—bringing tremendous profits to dealers everywhere. 
Now is the time to get your stock of KARVISORS—before summer vacationists start 
swamping you with orders. For full details write to: 
DIETERICH PRODUCTS CORP., 1125 W. LAKE ST., OAK PARK, ILLINOIS 
i TRADE MARK 






Licensed under Peckat Patent No. 
2180909. In Illinois, California and Wis- 
consin, ask for PECKAT AUTO SHADE, 
manufactured by the Charles Peckat Mfg. 






Al FE Sp OD FF 


EXTERIOR WINDSHIELD SHADE + A DIETERICH PRODUCT 






Co., Maywood, Iil. 










DISTRIBUTORS: Several choice territories still open. Write for details. 
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Two Tax Targets 
Taking Shape 


By William Ullman 
Washington Correspondent 


LOOKING BACK over the first weeks of the House Ways 
and Means committee’s tax hearings, two of the principal 
targets at which the Republicans are shooting in their pro- 
posed general revision of the federal revenue laws now ap- 
pear rather clearly defined. One is a rearrangement—not 
distinctly outlined—by which 
some of the tax burden now 
borne by income taxes will 
be shifted to some other source or 
sources to give the government a 
more stable revenue system in 
event an economic recession hits 
in the future. 








transportation tax and the com- 
munication taxes. 

Most of the witnesses heard on 
these taxes made a very deep im- 
pression on at least the majority 
members of the cdmmittee. Some 
of the Democrats also appeared to 
observers to be similarly sympa- 
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The other—which may be said 
to be strongly in mind—is to elim- 
inate from the tax laws many of 
the discernible inequities which 
crept in during the quick tax legis- 
lating of war days. 

Unquestionably, there is a con- 
scious desire 
among the Re- 
publicans to pro- 
vide a tax system 
which will stand 
up better in 
event of a reces- 
sion than the in- 
come tax. At the 
same time, there 
is also a_ well- 
defined feeling 
William Uliman .mong the ma- 
jor-party tax experts that changes 
must be made to foster more in- 
centives to production. 

Several examples of the sort 
of “inequities” the Republicans 
have in mind—but which they 
are not quite certain how to cure 
without losing a great deal of 
revenue—are to be found in the 





thetic to the pleas made by several 
industries for relief. 
az « * 


Billion in Revenue 


Is at Stake 


BOUND UP in the aggregate, 
however, is close to $1 billion of 
annual revenues—more than $400 
million a year from all communica- 
tion levies and more than $500 
million a year from the two trans- 
portation taxes. 

Communications taxes in the 
first 10 months of the fiscal year 
levied close to $350 million, of 
which over $136 million came from 
local telephone services. The three 
percent transportation tax on prop- 
erty produces close to $24 million 
a month and for the first 10 
months of the fiscal year more 
than $255 million. 

Transportation of persons yields 
more than $19 million a month and 
for the first 10 months of this 
fiscal year produced $209 million. 

Such revenues, members state, 
cannot be quickly foregone with- 
out turning to some new sources 








of revenue, especially when pend- 
ing legislation contemplates re- 
ducing the tax take by about 
$4 billion. 

At the same time, Ways and 
Means committee members who 
have discussed the problem feel 


that both of these taxes are bad | 


ones in some particulars and 
should be repealed. 

Strong cases were made by tele- 
phone and telegraph companies, 
by the trucking companies and the 
bus lines. Both the telegraph com- 
pany, Western Union, and the 1,400 
lines in the country gave evidence 
of financial difficulties which many 
members of the committee feel 
ought to remedied. , 

* * > 


No Action Slated 


For This Session 


IF PRESENT indications are to 
be believed, it is unlikely that any 
special legislation will be under- 
taken on these matters at this sit- 
ting of Congress. Rep. Knutson, 
chairman of the Ways and Means 
committee, anyhow is pledged to 
handle all of these matters in one 
general bill which he has prom- 
ised to have ready for introduction 
next January. 

Other phases of the excises— 
now being levied upon some 50 
commodities or groups of com- 
modities and services—are sched- 
uled to be looked into by the 
committee as the hearings pro- 
ceed. 


At present there is a strong 
movement in the committee to get 
rid of the wartime excises entirely, 
and especially those which were 
enacted to discourage people from 
buying scarce goods in wartime. 
There is also some sentiment for 
shifting a substantial chunk of the 
tax burden from income taxes to 
a new form of manufacturers’ sales 
tax. 


California’s Gearhart, who is a 
leader in the latter movement, and 
who has expressed a preference 
for a three or four percent manu- 
facturers’ sales tax, has in prepa- 
ration a tax bill which is under- 
stood to offer a comprehensive re- 


















THIS HUDSON district manager conference was held at the Hotel Astor, New York, 
recently as part of a series of nine nationwide district manager conferences in which 
all sales executives of the Hudson Motor Car Co.’s sales organization are participating. 
These conferences, each of two days’ duration, are designed to present to everyone in 
Hudson’s distributor and zone organizations Hudson's new and complete standard oper- 
ating procedures and provide them with a uniform program of operation. 


allocation of the entire tax burden |cises only a fraction of what the 
among various sources. The bill is | government needs. 
expected to be introduced in the 2. @ 


House before Congress quits at 
the end of July. 
* +. * 


Seek Revenue 
And Incentives 


MEANTIME the studies of the 
committee strongly indicate that 
their thinking is veering toward 
setting up as far as possible a fed- 
eral tax system which will give 
the greatest possible encourage- 
ment to the continuity of free en- 
terprise in America, while still 
maintaining a very high level of 
federal income for many years. 
The whole structure of business 
taxes is going to be thoroughly 
re-examined. That is certain. 

In mind at the moment are five 
things that could be taxed and 
bring a substantial return—pari- 
mutual betting machines at race 
tracks, candy, chewing gum, soft 
drinks and bank checks. Of these, 
a tax on bank checks would be far 
the most lucrative. But all would 
boost federal revenues from ex- 


Remains of OPA 


Are Transferred 


THE EMACIATED remains of 
OPA were transferred last week 
to the Department of Commerce. 
By the time June 30 rolls around, 
there will be fewer than 50 em- 
ployes left. Meanwhile the Office of 
Defense Transportation is barely 
hanging on. President Truman 
would like to keep the agency’s 
transportation allocation powers 
alive and is moving to that end. 
A request for continuance funds 
is now before Congress. There is 
a feeling that at least the nucleus 
of such an agency should be in 
existence in event of possible labor 
trouble that might affect the mov- 
ing, either by railway or highway, 
of necessities vital to the people 
at large. 

The President wants ODT okayed 
for another year—that is, until 
June 30, 1948. 


What do you want to buy, sell or trade? 
See Classified Want Ads, inside back cover 
this issue. 











The New Improved ‘‘WEATHER PROOF’”’ 
ALUMINUM SUN VISOR 


With these new features — 


( PRIMED A BEAUTIFUL GREEN 


ready for final coloring to match car. 


( FULLY ASSEMBLED 


simply attach brackets and install in a few minutes. 


1 CURVED WASHER 


fits into trough for firmer installation. 


' CHROME CENTER STRIP 


for beauty and streamlining. 


f REDUCED DEALER PRICES 


for greater profits. 


SUN PROTECTION PLUS BEAUTY 





i ha, esF** 





. NO HOLES TO DRILL.. 
. -WON’T TEAR OR RIP... 


@ Adjustable to any angle. 
LIST PRICE 


$2995 


CAR DEALER’S REDUCED COST 


$15.95 Each 


Please Specify Car Models 
Sold in Carton Lots Only —6 to a Carton — Wt. 43 lbs. 
Terms —C.0.D. Immediate Delivery 
F.0.B. Milwaukee 


@ Conforms to contour of car. 
@ Chrome plated brackets. 


@ 5 sizes to fit all cars except Lincoln and 
Studebaker without split windshields. 





DISTRIBUTORS 


CHARLES DISTRIBUTING CORPORATION 





27338 W. WISCONSIN AVE. MILWAUKEE 8, WIS. 
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WITH ALL THE LATEST HE MEANS AN OIL 


TREATED TO MINE 


AND CHECK THE 
FORMATION OF 
HARMFUL, CORROSIVE 
COMPOUNDS THAT 
ATTACK VITAL 

MOTOR PARTS. 


| WANT THE TOUGHEST OIL MADE... 


ae 


MADE FROM 
BRADFORD, | 
PENNSYLVANIA, | © 
CRUDE, OF ‘ 
COURSE... 


ot 





SURE, MISTER— YOU 
WANT VEEDOL! 


It’s true. Today, as always, VEEDOL 
is made from 100% Bradford, Penn- 
sylvania, crude — the finest in the 





world. But now this “naturally bet- 
ter” oil is scientifically zmproved to 
minimize oxidation and to check 

° formation of harmful, corrosive 
acids that attack bearings, pistons 
and other vital motor parts. 





When your customers 
want the best, they want 





™E Fim of prorection 


| Improved VEEDOL. 
All summer long your customers VE FEDOL It’s 100% Bradford, 
; ; ' Pennsylvania, crude... 
will be seeing Full-Page, Full-Color MOTOR now Improved to 








. . oe Ol L give motors the 
Veedol ads in Life, Collier’s . Dein eae 
; treatment. 


and The Saturday Evening Post. 
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New York Tulsa San Francisco 
Makers of FLYING -A- GASOLINE - 
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VEEDOL MOTOR OIL + VEEDOL GEAR & CHASSIS LUBRICANTS 
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In the Hopper 


3% Sales and Use Tax 
Starts July 1 in Conn. 


A 3 percent gross sales and use 
tax, estimated to yield $26,000,000 
a year, will go into effect July 1 
in Connecticut under a bill enacted 
by the state legislature and signed 
into law last week by Gov. James 
L. McConaughy. 

Written to remain in effect four 
years, the measure imposes a tax 
on sales of “tangible personal prop- 
erty” with certain exceptions, in- 
cluding food for home consump- 
tion, children’s clothing, rent, util- 
ity bills, raw materials of manufac- 


given to Gov. Lane by State Atty. 
Gen. Hall Hammond. 

Ruling that the act is an ap- 
propriation measure for the main- 
tenance of the state government, 
the attorney general said his opin- 
ion was based on findings by the 
Maryland court of appeals in pre- 
vious cases having to do with acts 
held to be appropriation measures. 

” + +. 


Neb. Governor Signs Bill 
Hiking Truck Load Limits 


Gov. Val Peterson has signed a 
bill increasing maximum loads 
for trucks in Nebraska from 40,000 


after more than two hours of de- 
bate during which supporters beat 
down restrictive amendments and 
attempts to delay passage. If 
signed by the governor, the bill 
will allow the state motor vehicle 
commissioner to make mutual 
agreements with other states to 
waive license and other fees on 
trucks. 
* * +. 
Missouri Defers Action 


On Gas Tax Hike 

Before recessing until January, 
the Missouri House of Represen- 
tatives deferred action on a reso- 
lution to increase Missouri’s state 
gasoline tax from 2 to 3% cents 
a gallon, with the additional rev- 
enue to be used for county roads 
and city streets. 


turing, fuels for 
newspapers, medicine on prescrip- 


domestic use,|to 64,250 pounds. 
He announced that he would | approved by the state Senate, may 


The measure, which had been 


tion and personal services. The | also sign the Schroeder rural mail| be brought up again when the 


tax will 


from retailers. 
+ * * 


Referendum Ruled Out 


On Maryland Sales Tax A bill 


be collected quarterly | route graveling bill. 
* * ‘ 


Wisconsin Reciprocity Bill 


Goes to Governor 1948. 
extending Wisconsin’s 


state legislature reconvenes next 
year. If given final approval, it 
would be referred to the voters at 
the general election in November, 


* + a 


Oe “oor : percent oa sales | wartime trucking reciprocity act Jobless Pay Taxes Cut 
tax, effective June 1 under an en-|was given final 1 by th 
o nin legislature and sent to| $3,000,000 by Fla. House 


-actment of the 1947 state legisla- | Wisconsin legislature and sent to 
ture, is not subject to a referendum |the governor for signature. 
The state Senate concurred in| tives has passed and sent to the 


or popular ballot by the voters, 





Florida’s House of Representa- 


according to a formal opinion !earlier House approval of the bill! Senate a bill cutting nearly $5,- 


SEALED BID 
SALE 


Cit Aur 








srk 2 2 & & & 


EXPORTERS: 


You are invited to participate in this of- 
fering. Any inquiries regarding export 
control should be referred to the Office of 
International Trade, Department of 
Commerce, Washington, D. C. 


FOR FURTHER DETAILS... 


write, wire or telephone for Sealed Bid 
Circular No. 246. Copies may be obtained 
at the following W. A. A. Offices: 


¢ Washington Office of Disposal 
for U. S. Territories and Posses- 


sions 


e Territorial Regional Offices in 
Alaska, Puerto Rico and Hawaii 


e W.A.A. Customer Service Centers 


¢ Export Branches of the following 
Regional Offices: Seattle, San 
Francisco, Los Angeles, Chicago, 
Boston, New York, Philadelphia 
and New Orleans 


+ + + + + + + + + + HE HF HF HH HF 
-— ee fe ee ee aReUaehUehlUr thlUrehlUhhUrFhUmF 








and FARM EQUIPMENT 


Thousands upon thousands of parts for such equip- 
ment as this .. . cars and trucks ... motorcycles and 
motor scooters ... pumps, filters, lumber carriers, 
shop mules, finger lifts, tractors, rollers and pile 
drivers . . . cranes, conveyors, graders, buckets, 
winches, ditchers, compressors, etc., Of many types 
and makes ... are now to be sold concurrently to 
priority and non-priority purchasers. All told, 96 
lots of related items which cost the government 
$2,500,000! 


After receiving further details (see instructions at 
left), send your bids to the Accounting Division, 
Honolulu Regional Office, Kewalo Storage Yard, 
1184 Ala Moana, Honolulu, T. H., to arrive prior 
to the time of opening at: 


9:00 A. M., Honolulu Time, Friday, June 27, 1947, 


Get on the Mailing List 
NOW for 
COMING SALES! 


Large amounts of government surplus in Hawaii, Alaska 
and Puerto Rico will soon be placed on sale. If you would 
like advance notice of these sales, write today to the office 
below. Tell us what interests you. We will have innumerable 
items. Here are just a few samples: industrial, automotive 
and electrical equipment; paper and paper products: small 
marine craft and marine hardware; office equipment and 


supplies, etc., etc. ake t 


el Ij. 








WAR ASSETS ADMINISTRATIO 









WASHINGTON 25, D. C. 


OFFICE OF DISPOSAL FOR U. S. TERRITORIES AND POSSESSIONS —_— 





| matching federal funds. 





000,000 a year off employers’ con- 
tributions to the state unemploy- 
ment compensation fund. 

One clause of the bill would cut 
the present 1 percent minimum 
payroll tax in half, while another 
would eliminate the wartime ex- 
panded payroll provision which 
does not allow a sliding scale re- 
duction in contributions until an 
employer’s payroll exceeds double 
its 1939 level. 

* 
















NSPA to Hold 
Regional Parley 
In N. Y. June 24 


CHICAGO. — Wholesalers and 
manufacturers’ representatives in a 
six-state area will attend a National 
Standard Parts Ass’n regional trade 
conference at the Hotel New Yorker 
in New York on June 24, it was an- 
nounced last week at NSPA head- 
quarters here. 

The conference is to be based on 
the “Back to Work” theme, featuring 
talks on current problems of the in- 
rate on finance charges and pro- | dustry and plans developed by the 
hibit dealers from charging other | association for improving opera- 
than lawful filing fees on titles, | tional efficiency in various depart- 
and in general to regulate auto- 


mobile financing. 
* + * 


Driver Responsibility Bill 
Sent to Texas House 

A bill passed by the Texas Sen- 
ate and sent to the House would 
require drivers involved in motor 
vehicle accidents to demonstrate 
their financial responsibility or lose 
their driver’s license and registra- 
tion. 

Drivers involved in accidents 
causing personal injury, death or 
property damage exceeding $50 
would be required by the bill to 
report the accident and within a 
period of 60 days show financial 
responsibility up to $1,000. Such 
financial responsibility could be 
shown through an insurance pol- 
icy or by posting cash or a bond. 

* + + 


2 Percent Pay Tax Bill 


Killed in Nebraska 

A state income tax bill has been 
killed by the Nebraska legislature’s 
revenue committee. 

The rejected bill would have im- | 
posed a state income levy equal to 
2 percent of the income taxes ac- 
tually paid to the federal govern- 
ment. ste ay i 


Kansas City Hikes Levy 


On Gasoline Half a Cent 


Local legislation increasing the 
Kansas City municipal gasoline tax 
from one ‘to 1% cents a gallon, 
effective June 1, has been passed 
by the city council. 

The %-cent increase is expected 
to produce approximately $337,000 
a year in additional revenue, which 
will be earmarked for reconstruc- 
tion, resurfacing and repairing of 
local streets. 

” 


* * 


Ohio Senate Rejects 


Auto Finance Control 


The Ohio Senate has killed the 
retail installment contract bill, 
which sought to place a maximum 


ments of wholesaler establishments. 

One of the major talks will be 
delivered by C. C. Tapscott, of 
McQuary-Norris Mfg. Co., and an 
NSPA director, who will discuss 
“Advertising to Meet Tomorrow’s 
Challenge.” Tax questions and legis- 
lation affecting the industry: will be 
handled by Harold Halfpenny, 
NSPA: legal counsel. 

NSPA headquarters staff will par- 
ticipate, the speakers and their sub- 
jects being: Walter Trefz, “Arrang- 
ing the Merchandising Floor”; Jack 
Wiggins, “Washington and Indus- 
try Trends”; Ray Barrett, “Getting 
the Most from Your Market,” and 
Trefz, “Machine Shop Management 
and Stock Control.” 

The program will consist of both 
morning and afternoon sessions, 
with George Korshin, Long Island 
wholesaler and NSPA director, as 
chairman. Other members of his 
local sponsoring committee are 
Franklin C. Bradley, of Connecticut, 
1946 association president, and A. L. 
Treitman, New Jersey wholesaler. 


You get the best results in our Classified 
Section, inside back cover. 


* * 


Conn. Hikes Tax a Penny; 
$15. Million Gain Seen 


The Connecticut legislature has 
completed action on a bill increas- 
ing the gasoline tax by one cent 
a gallon, with the Senate voting 
for the boost from three to four 
cents by a 25-to-10 margin. The 
favorable action came after an 
amendment increasing the tax by 
two cents was defeated overwhelm- 
ingly. 

It is estimated that the one-cent 
increase will net $8,000,000 addi- 
tional revenue in the next two 


years, plus about $7,000,000 in BRANHAM MAN 


Fla. Bill Would Require 


Owner Names on Trucks 

A bill requiring all Florida trucks 
to have the names and addresses 
of their owners painted in three- 


| inch letters on their sides is pend- of a ee Van 


ing in the Florida legislature. 
There would be a maximum 


| penalty of $50 fine or 30 days in FASTER-FILLING 
jail for violation | of the statute. NON-SPILLING 


Fleet Owner As Dealer 
House Bill 1159 in the Pennsyl- 
vania legislature would’ define 
a fleet owner of at least 15 vehicles 
maintaining a towing and repairing 
service as an automotive dealer. 
ok * ok | 

Cycle-Carrier Licensing 
A bill now before the Wisconsin 
legislature would license motor- | 
cycle package carriers, thus re- 
quiring all such carriers to obtain 
certificates of convenience and ne- | 
cessity from the Wisconsin public | 
service commission. | 

* * * 

Fla. Taxes Trailers 


The Florida house of representa- 
tives has passed a senate-approved | 
bill to levy a $10 annual tax on 
house trailers. The vote was 75 to 2. 





No spilled gaso- 

line, no wasted 
time! Fifteen makes of automotive vehicles now 
include VENTALARM signal as standard fac- 
<2, equipment. That means fast-fills -- no 
spills. 


*T.M. Reg. U.S. Pat. Off. 


SCULLY SIGNAL CO. 
88 First Street 
Cambridge, Mass. 
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~ STARTING IN JUNE!... 


The Greatest Selling Season Backed by the Greatest 
Advertising Campaign in CAR HEATER HISTORY! 
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Here’s WHERE th 
Ads Will Appear 


COLLIER’s 
SATURDAy EVENING POST 
COUNTRY GENTLEMAN 
i SUNDaAy NEWSPAPERS 
giving National Coverage 


Here’s WHEN th 
Ads Will Appear 


SATU 
* gust LVENING POST .. - June 21 

m 27—-Oaa 23~ September 13s “9 
~ November 22 — Recenter — November 6 





















COUNTRY GE 
NTLEMAN 
te to eee rae 
aoe October — November” ae Sep. 
ND mbBer. 
i at ad NEWSPAPERS. ‘ 
mplete sales kit to use — November 9. Ptember 14_O¢10. 






right now! Includes color. 
ful display banners, local 
newspaper mats, “Author. 
1zed Dealer” identification 
counter folders. Ask your 







YES! We're “putting the heat on” be- YES! We’re out to give you the great- 












Jobbersalesman for your kit! fore the weather cools off! We're starting est selling season backed by the greatest 
right now to push your South Wind car advertising campaign in car heater his- 
heater sales—and will keep right on push- tory. It’s the kind of promotion that can 
ing clear through the year. double or triple your profits. 













HERE'S PROOF... 
You Can Sell culls Mind 


Car Heaters This Summer! 


YES! It’s a steady, hard-hitting sched- 


ule to sell South Winds all Summer and 
to pre-sell customers who will come in 
later in the year. OF THIS SENSATIONAL SELLING PLAN 


CONTACT YOUR JOBBER RIGHT NOW 
FOR COMPLETE DETAILS 















® Car Dealer in North Dakota 
During last summer, sold 125 South Winds. 









GET SET FOR YOUR GREATEST YEAR WITH 


— GO-SECOND CAR HEATER 


STEWART 
WARNER} — South Wind Division * Stewart-Warner Corporation 


® Brake Service Shop in Indianapolis 
Last August and September, sold 130 South Winds. 


\ 


® Auto Supply Store in Abilene, Texas 
Sold 198 South Winds during June, July, August and 
September. 









® Automotive Service Repair Shop in Knoxville, Tenn. 
Sold 250 South Winds in September. 









® Service Station in Small Suburb 
Sold 52 South Winds last summer. 


*Names and addresses available on request. 
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r) motive jobbers and dealers say again and 


5 again that they overwhelmingly prefer to 







y ) ATT Miele Malte leer at 






Experience has taught them: 


—that invariably the people who set 






the pace in every community are 






Post readers. 








a —people instinctively turn to the Post 
a ' to keep up with the progress of the 
/ industry. (Through the years, the Post 






has carried the advertising of every 






one of today's leading automotive 


" brand names.) 
And sales records are a continual reminder 


Mel) ee Mle Le) ea kL 









prefer the products they meetin the advertis- 






ing pages of the Post. 






What better reason could the Automotive 






Industry have for placing more of its adver- 






tising dollars in the Post than in any other 






magazine? 
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9 lineage in the fost than in any ather magazine! 


AUTOMOBILE AND AUTOMOTIVE AFTERMARKET ADVERTISERS 


Acme Air Appliance Company, Inc. 
A. C. Spark Plug Division, 
General Motors Corporation 
Adcrafters Company 
Allis-Chalmers Manufacturing Co. 
American Bantam Car Co. 
American Chain & Cable Co., Inc. 
American Coach Co. 
Anderson Company, The 
Armstrong Rubber Company, The 
Auburn Spark Plug Co., Inc. 
Auto-Lite Battery Corporation, 


Subsidiary of The Electric Auto-Lite Co. 


Autopulse Corporation 


Bear Mfg. Co. 
Belden Mfg. Co. 
Bell Company, Inc., The 
Bendix Aviation Corporation 
Black & Decker Mfg. Co., The 
BMC Manufacturing Corp. 
Bonney Forge & Tool Works 
Borg-Warner Corporation 
Bowers Battery & Spark Plug Co. 
Bowes “Seal Fast” Corporation 
Breakstone & Company 
Bright Star Battery Company 
Buick Motor Division, 

General Motors Corporation 
Burgess Battery Company 


Cadillac Motor Car Division, 
General Motors Corporation 

Carpenter Manufacturing Company 

Casco Products Corp. 

Casite Corp., The 

Caterpillar Tractor Co. 

Champion Spark Plug Company 

Chevrolet Motor Division, 
General Motors Corporation 

Chicago Streamlite Corporation 

Chrysler Corporation 

Chrysler Sales Corporation 

Continental Oil Company 

Cooper Tire & Rubber Co. 

Crosley Motors, Inc. 

Cushman Motor Works, Inc. 


Delco-Remy Division, 
General Motors Corporation 


IN THE SATURDAY 


De Soto Motor Corporation 
Diamond T Motor Car Co. 
Dodge Car Division, 
Chrysler Corporation 
Donaldson, Inc. 
Duo-Coach Corporation 
du Pont de Nemours & 
Company, Incorporated, E. |. 


Elear Coach Corporation 

Electric Auto-Lite Company, The 
Electric Storage Battery Company, The 
Ellinwood Industries 

Ethy! Corporation 

Exola Products, Inc. 


Federal-Mogul Service 
Division of Federal-Mogul Corp. 
Firestone Tire & Rubber Co., The 
Fisher Body Division, 
General Motors Corporation 
Fisk Tire Company, Division of 
United States Rubber Company 
Ford Motor Company 
Fram Corporation 
Fruehauf Trailer Company 
Fulton Company, The 


Gabriel Company, The 
Galvin Manufacturing Corporation 
General Electric Company 
General Motors Corporation 
General Tire & Rubber Company, The 
Glostex Products Co., Inc. 
GMC Truck & Coach Division, 
General Motors Corporation 
Goodrich Company, The B. F. 
Goodyear Tire & Rubber Co., The 
Grizzly Manufacturing Company 
Guarantee Products, Inc. 
Guide Lamp Division, 
General Motors Corporation 
Gulf Oil Corporation 


Hastings Manufacturing Company 
Heil Co., The 

Higgins, Incorporated 
Hollingshead Corporation, R. M. 
Hollis Company 

Hove Engineering Co. 

Hudson Motor Car Co. 

Hull Mfg. Co. 


International Harvester Company 
International Mfg. Co. 


Johnson & Son, Inc., S. C. 


Kaiser-Frazer Corporation, 
Graham-Paige Motor Corporation 
Karriall Coach Company 
K-D Lamp Company, The, 
Division of Noma Electric Corp. 
Kelly-Springfield Tire Company, The 
Kendall Refining Company 





EVENING POST 


Kerkling & Company 
Kit Manufacturing Co. 


lee Rubber & Tire Corporation 
Lighter-Lite Corp. 
Lincoln Division, 
Ford Motor Company 
Loney Co., Harley C. 
Lubaid Company 
Lyon, Incorporated 


Macmillan Petroleum Corporation 
Mack Trucks, Inc. 
Make-A-Lite Division, 

Chefford Master Mfg. Co., Inc. 
Mall Tool Company 
McBurney, A. D. 
McQuey-Norris Mfg. Co., Inc. 
Mercury Division, 

Ford Motor Company 


Minnesota Mining and Manufacturing Co. 


Moguloid Company of America 
Moog Industries, Inc. 

Motor Safety Institute 

“M” System Manufacturing Co. 
Muskegon Piston Ring Co. 


Nash Motors, Division of 
Nash-Kelvinator Corporation 
National Battery Company, 
Gould Commercial Div. 
National Carbon Company, Inc. 
Unit of Union Carbide and 
Carbon Corporation 
New Departure Division, 
General Motors Corporation 
Noblitt-Sparks Industries, Inc. 
New York Lubricating Oil Co. 
Nu-Enamel Corp. 


Octa-Gane 
Oldsmobile Division, 
General Motors Corporation 


Packard Motor Car Co. 

Palace Corporation 

Park Chemical Company 

Parker Rust Proof Company 

Pennsylvania Grade Crude Oil 
Association 

Pennsylvania Rubber Company 

Pennzoil Company, The 

Perfect Circle Company, The 

Petroleum Solvents Corp. 

Phillips Petroleum Company 

Plastiform Mfg. Co. 

Plymouth Motor Corporation 

Polaroid Corp. 

Pontiac Motor Division, 
General Motors Corporation 

Power-Pak Products, Inc. 

Publicker Industries, Inc. 

Pyrene Manufacturing Company 

Pyroil Company 


Quaker State Oil Refining Corp. 
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Raybestos Division 

of Raybestos-Manhattan, Inc. 
Ray-O-Vac Company 
Reo Motors, Inc. 


Sackett-Nicholson Corp. 
Schrader’s Son, A. (Div. of 

Scovill Manufacturing Company) 
Schult Corporation 
Sealed Power Corporation 
Seiberling Rubber Company 
Shakeproof Lock Washer Company 
Shaler Company, The 
Shell Oil Company, Inc. 
Sherrill Instrument Company 
Simoniz Company, The 
Simplex Products Corp. 
Sinclair Refining Company 
Socony-Vacuum Oil Company, Inc. 
Standard Oil Company of California 
Stewart-Warner Corporation 
Studebaker Corporation, The 


Texas Company, The 

Thompson Mfg. Co., Earl A. 

Tide Water Associated Oil Company 
Timken Roller Bearing Company, The 
Trailer Coach Manufacturers Assn. 
Trico Products Corporation 

Truckstell Co., The 

Turk Corp., C. K. * 


United Motors Service, Inc., 
General Motors Corporation 

United States Asbestos, Division of 
Raybestos-Manhattan, Inc. 

United States Electric Mfg. Corp. 

United States Rubber Company 

U. S. Industrial Chemicals, Inc. 


Vulcan Manufacturing Co., Inc. 


Wagner Electric Corporation 
Walker Manufacturing Company 
of Wisconsin 
Warner-Patterson Company 
Wayne Pump Company, The 
Westinghouse Electric Corporation 
White Motor Company, The 
Wilkening Manufacturing Company 
Willard Storage Battery Company 
Willys-Overland Motors, Inc. 
Winchester Repeating Arms Company, 
Division of Olin Industries, Inc. 
Wind Turbine Co. 
Wittie Mfg. & Sales Co. 
Wix Accessories Corp. 
Wolf’s Head Oil Refining Company, Inc. 


“X” Laboratories, Inc. 


Zecol, Inc. 
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Television commercials made 
their bow in the auto capital last 
week, with Chevrolet, U. S. Rub- 
ber and Norge splitting the hon- 
ors. Campbell-Ewald handles the 
advertising of all three. 

Those who saw the telecast 
were impressed with the poten- 
tial value of taking spoken and 
visual commercials into the 
home. Especially interesting was 
the Norge show, which used live 
talent to demonstrate the Norge 
refrigerator and stove. 

Chevrolet used its Soap Box 
Derby film and U. S. Rubber a 
film of the Automotive Jubilee pa- 
rade. The films did not come 
through as well as the live show. 
The shows were broadcast from 
WW5J-TV, the television station of 
the Detroit News, which now has 
a regular schedule. 

Naturally, the advertis 


ing value 


EVERYTHING’S I O S V rovar 





--- BUT IT’S TIME TO 
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—Auto Advertising 


Tele-Advertising 
Makes Its Bow 


By Bob Finlay 


of television will remain limited 
for some time. It is estimated that 
there are some 700 television re- 
ceivers in the Detroit area, as in 
most other cities, and the lowest- 
priced set comes to about $300 in- 
stalled. 

Many of the sets are in drink- 
ing establishments, so it seems 
that right now those reached by 
television would be the cocktail 
crowd and high-income groups. 
This is not meant in criticism. 

No new medium is born grown up. 


Up or Down? 

Total volume of advertising in 
1947 is expected to be 13 percent 
less than in the peak year of 1946, 
it is forecast in Cost and Profit 
Outlook, published by Alderson & 
Sessions, of Philadelphia, market- 
ing and management counsel. The 


YOUR TOMORROW! 


When you look at your future business success in a normal market, you'll 
see the importance of promoting time sales aggressively today. You'll not 
want to overlook the profit the Universal C. I. T. Retail Plan reserves for 
you. This Plan —time-proved, convenient, insurance-inclusive — enables 
you to control the sale all the way. What’s more, it helps you maintain a 
continuing relationship with your customers. So, for repeat profits through 


repeat sales, sign up now with Universal C. I. T.—the financing institution 


that has always put the dealer’s problems first. 


Theres more Te prancing Than money / 
UNIVERSAL C. I. T. 


Universal C, I. T. Credit Corporation 


IN PRINCIPAL 


OVER 300 


LOCAL 


OFFICES 


PROTECT 


series used in the forecast em- 
braces all types of advertising 
media, including the cost of talent 
in the case of radio. 

(However, while total advertis- 
ing may go down, automotive ad- 
vertising usually follows produc- 
tion, which is expected to mount 
high in the last six months of the 
year.) 

The Alderson & Sessions state- 
ment contains an implied warning 
that business men may be in- 
clined to slash advertising appro- 
priations unwisely as various busi- 
ness indicators turn downward. It 
refers to the fact that selling costs 
are rising and that profit margins 


cost controls. The statement goes 
on to say that cutting out advertis- 
ing often represents a false econ- 
omy since advertising may be the 
most efficient means of achieving 
a desired sales result. 


For Summer Selling 


Designed to overcome the “wait 
till winter” buying habit, a spe- 
cial advertising campaign planned 
to increase the summer market 
for South Wind car heaters has 
been announced by S. E. Heymann, 
sales manager, South Wind di- 
vision of Stewart-Warner Corp. at 
Indianapolis. Ads will urge con- 


crrTries 






. 





THREE MEMBERS of Campbell-Ewald Co., advertising agency, Detroit, were feted 
may disappear, lacking adequate | on their 25th anniversary with the organization by President H. T. Ewald at a dinner. 
As guests were the 80 staff members of the Detroit offices. Loren T. Robinson, vice- 


president and director of the copy department; 


Mrs. Loretta Stevens, secretary to 


Ewald, and Norman Sharrock, assistant director of the media department, were hon- 
ored. Both Robinson and Sharrock served overseas in the late war; Robinson in India 
and Sharrock in France. Mrs. Stevens has served as Mr. Ewald’s private secretary for 
the last 19 years. Each was presented a company check for $500. Left to right: Robin- 
son, Sharrock and Mrs. Stevens receiving checks from Ewald. 


sumers to buy early, pointing out | facilitate local tie-up advertising. 


that demand last year exceeded 
supply by more than 400,000 heat- 
ers. 


The list includes Saturday Eve- 
ning Post, Collier’s and Country 
Gentleman and trade publications. 
The first ad will appear in the 
June 21 Post. Special mats and 
dealer display material are being 
provided. to South Wind dealers to 





Customer Group Life Insurance 


° ays 


Towing and Road Service 





Adequate Insurance Against 23 
Hazards to Customer's Car 





Travel Emergency Certificate 


Agency is MacFarland, Aveyard & 
Co. 


Dealer Signs 


Nash Central Motors, of Kansas 
City, has signed a six-month con- 
tract with station WHB (Mutual) 
for a series of spot announcements 
preceding the Gabriel Heatter pro- 
gram. J. F. Rupkalvis and D. L. 
Barnes signed the contract. 


German Auto News 


Motor Rundschau is the first 
automotive magazine to be per- 
mitted in the U. S. zone in Ger- 
many, according to George L. 
Glaser, who will be U. S. reporter 
as he was for Motor Kritik in past 
years. Publisher is George Ising, 
who was one of the founders of 
Motor Kritik. Glaser’s address is 
2839 Sunset Place, Los Angeles. 


For the Young 


The New York Herald Tribune, 
first newspaper to publish a week- 
ly page devoted to books for young 
people on a year-round basis, now 
is the first to sponsor a radio book 
review program devoted exclusive- 
ly to books of interest to youth. 


Names 


Stanley E. Staffeld has been 
named associate art director of 
Ross Roy, Inc., and Donald W. 
Walton has rejoined the copy de- 
partment. Working under the di- 
rection of John W. Hutton, art 
director, Staffeld will be in charge 
of creative art planning on sales 
promotion and merchandising pro- 
grams, as well as on slide films 
and other sales and service train- 
ing materials. Both men _ have 
broad experience in the agency 
field. 


Jack R. Holmes has left West- 
Marquis agency and is looking for 
an automotive or petroleum ac- 
count that wants representation 
on the West Coast. Holmes has 
been associated with automotive 
and petroleum accounts’ with 
Campbell-Ewald and Smith-Drum 
in addition to West Marquis, and 
has spent eight years with the four 
Los Angeles papers. Address is 
5391 Village Green, Los Angeles. 


Tyler Damon has joined New 
Center Studios as head of its ad- 
vertising art production. Damon, 
recently associated with Pontiac. 
has a background of more than 15 
years art production experience in 
two Detroit art studios. 


Clifford Macfarlane & Associates 
has moved to 183 N. Martel Ave., 
Los Angeles. Mac handles public 
relations, exploitations and indus- 
trial promotion as well as movie 
tie-ins and such like. 


Leon Pinkson, veteran auto edi- 
tor of the San Francisco Chronicle, 
was taken to the hospital seriously 
ill last week. 


William J. Miller has succeeded 
Edmund Greene as publicity man 
of the plastics department of Rohm 
& Haas Co. 


The Brophy-Salisbury Co. has 
changed its name to the Brophy 
Engraving Co. 


Good Housekeeping announces 
the appointment of H. W. Brewer 
as eastern manager. Brewer has 
been a member of the Good House- 
keeping staff for more than 20 
years. 
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Husbands and wives buy their cars together. 
You have to sell them both. 


Better Homes & Gardens is read by both, and not 
casually, but intensely. That’s entirely because it’s 
all know-how, all facts, all help and ideas for running 
a home — everything from mortgages, roofing and 
car washing to slipcovers and the baby’s formula 
and strawberry shortcake. 


It's as much a man’s magazine as a woman’s; it’s 
for husbands and wives together. 


It’s for husbands and wives with incomes that are 
among the highest for all big magazines. 


It’s for husbands and wives who spend more on their 
homes and everything that goes into them than even 
their neighbors in the same block — it’s for pace- 


setters. 


sell 





through - 





It’s for husbands and wives who want new cars often: 
2.8 years was the average age in 1940. 


It’s for husbands and wives who must have cars 
because they lead the widespread suburban type of 
life that only your cars make possible. 


And right there is the reason that Better Homes & 
Gardens reaches your own best market so directly — 
we took it from you. You created the suburban pat- 
tern of living with cars; we write entirely and delib- 


erately for that kind of living. 


Does any other magazine funnel your story directly 
to your own market, the market you created your- 
self? Does any other magazine take your story equal- 
ly to men and to women in your own market? 


We’d like to tell you more about the magazine that’s 


really your own baby. 
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Commercial Car Registrations, All States for Jamuary, 1947-1941 
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t THE MAGAZINE?... Colliers 


i THE SERVICE?... p S. (PREVENTIVE SERVICE) 
















Sharpens Readers’ Interest in all 
Automotive Advertising in Collier's 





62329 
50371; 

~ ie THE AIM?... To Persuade Car Operators 
a i To Check-Up .. . Fix-Up . . . Tune-Up | 
For Safety and i 
" For More Driving Pleasure ' 
41214 i 
a 
935 ¥ 
_1168 i 
2339 . . Cuts Down Accidents } 
21st Sells Regular "Service" as an Economic i 
326 tf 
et and Social “Must 
50124 ‘ 
\ 





Bi OF INTEREST TO THE SERVICE MAN? 
Soe COLLIER’S P.S. ~ 365,000 reprints of the 


P. S. Mailers ordered by 323 











FOR: 1946 Service Managers 
33300 WINTER CHECK-UP 93 For Mailing to their local 
1265 Customers 
_962 
34565 
sae 1947 SPRING 925,000 reprints of P. S. 
— TUNE-UP Mailers ordered by 1151 
Service Managers 
For Mailing to their local 
eT Customers 
1947 SUMMER At press time, it is still too early to list the response 
3 CHECK-UP by Service Station Managers to Collier’s Summertime Check-Up 
= promotion. But they like this Collier’s plan to promote a third seasonal 
o7n2t service peak spotted between the regular Spring and 
1410 Winter Check-Up, Tune-Up, Fix-Up periods. . 
09063 
98932 


COLLIER’S SELLS AUTO OWN- 
ut | ERS ON THE IDEA OF REGULAR 


a; | SERVICE FOR THEIR CARS IN 
SPRING, SUMMER AND WINTER 








35893 

93660 3 ; : 

23361 Leading Service Station Operators from coast 

27315 

‘aay to coast are joining with Police Departments, 

703 

Automobile Associations and other civic ‘ 

4138 

— organizations in campaigning for safer driv- An Ounee of Prevention 

3443 is Worth a Pound of Cure 
ing. When Collier's P. S. Safety Spread hits 
the newsstands July 3rd, millions of car owners 

—_ will become Safety Service-conscious, creat- 
ing new demands for parts and service. 

z Profit-wise Service Station Operators never 

° 

s162 miss tying-in with Collier's P. S. Safety-Ser- 





vice Program. ee ome 
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: Colliers PS. 


_ PREVENTIVE SERVICE 
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Dealer Business Counsel 


Know Your Customers and You’ll Avoid 
Trouble on New Car Resales 


By J. B. Van Tassel 

HE big question today is how 

are so many new cars getting 
into the hands of used car dealers? 
In fact it is pretty generally con- 
ceded that used car dealers have 
more new cars in stock than do 
new car dealers. This is under- 
standable because used car deal- 
ers usually hold new cars longer 
than do new car dealers, because 
of the premium prices they pay 
and ask for new cars as compared 
with the fixed factory cost and 





J. 


list price basis 
that new car 
dealers operate 
on. 

There are 
several differ- 
ent ways that 
used car deal- 
ers get these 
cars. Occasion- 
ally a fran- 
chised new car 

B. Van Tassel dealer might 
sell a used car dealer a new car 
for a price, but not very often. 


Quantity 
PRODUGTION 


Then there are the individual 

purchasers who buy new cars 
from several different dealers 
and in turn sell them to used 
car dealers. 

And then there is the customer 
who has had his order on file for 
many months and since the time 
he placed his order he has lost his 
job or has had financial reverses 
or what have you, who only takes 
delivery because he knows he can 
get a premium price for the new 
car from a used car dealer. 

a * a 


Now Making 
A Thorough Check 


UST the other day a new car 
dealer was telling me about a 
wealthy customer of his who came 
into his place to take delivery of 


| 
| 
} 
| 
| 


a new car that had been on order 
for approximately a year. This 
dealer thought he recognized the 
man as a used car dealer, but he 
was not sure. After he had de- 
livered the new car to the cus- 
tomer, a finance company repre- 
sentative came in and spoke to 
the man that was with the cus- 
tomer, and the dealer asked the 
finance man who the man was 
and, to his surprise, was informed 
that the stranger was a used car 


dealer on the other side of town. 


That very afternoon the new car 
was on this used car dealer’s lot 
for a premium price. An investiga- 
tion made by the dealer later re- 
vealed that this customer had tak- 
en delivery of several new cars 
from different dealers. This dealer 


a eae ee 
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ONE OF THE NATION’S 


ESTABLISHED 


THE WHELAND COMPANY 


FOUNDRY 


1866 


PIM ARTO}. 


GREY IRON GASTINGS 
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LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


sf 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 
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is now checking with the Secre- 
tary of State’s office on every c is- 
comer about to take delivery o: a 
new car, in order to make sire 


the customer has no other 1946 
or 1947 new cars registered. 
* - +. 


Country Folks Now 
Coming to City 

EALERS are also urging cus- 

tomers, who live outside of 
their local trading area, to place 
their orders for new cars with 
dealers who are located in their 
own neighborhoods. Before the 
war it was not uncommon for the 
purchasers of new cars who lived 
in the large cities to go to the 
country dealer to buy their new 
cars, because the country dealer 
could sell them a new car cheaper 
than the city dealer could, due 
to his comparatively low overhead 
and operating expense. 

However, this trend is just the 
opposite now and the country 
folks are coming to the city 
dealers and willing to pay higher 
prices in order to get faster de- 
livery. 

Also, when the deal originally 
called for the tradein of a used 
car at the time of the signing of 
the order, and the customer has 
no used car to trade when he 
takes delivery of the new car, 
many dealers are requiring these 
customers to prove to them what 
disposition they made of their 
used car, before they will deliver 
them a new car. It is only fair 
to the customers, who have been 
waiting a long time for a new car 
and need one badly, to be pro- 
tected from these people who are 
buying new cars for the purpose 
of selling them to used car dealers 
and others at premium prices. 
Dealers should take every precau- 
tion to make sure that new cars 
are being delivered to customers 
who really need them, rather than 
to customers who want to buy 
them for resale at premium prices. 
KNOW YOUR CUSTOMER. 


Demand Greater 
For Packards, 
Dealers Report 


DETROIT.—The “Packard mar- 
ket” is stronger now than it was 
one year ago, Lyman W. Slack, 
vice-president and general sales 
manager, said last week. 

Slack said his statement repre- 
sented the consensus of members 
of the Packard Dealer Advisory 
Council which met last week with 
Packard company officials. 

“Representative as it is of all 
sections of the country, in addition 
to Canada, the Dealer Advisory 
Council’s report on the heightened 
demand for our product is of par- 
ticular interest in the light of 
current news that many businesses 
are experiencing a so-called ‘soft- 
ening’ of their markets,” Slack 
pointed out. 

Members of the Council in at- 
tendance at the regular quarterly 
meeting in Detroit were: 

F. D. Morrison, Packard-Louis- 
ville Motor Co., Louisville, Ky.; 
Paul Smithson, Packard Devon 
Co., Chicago; Harvey W. Simpson, 
Simpson Motor Sales, Chatham, 
Ont.; Leo Schactmayer, Simonsen- 
Schactmayer, Inc., Santa Monica, 
Calif.; Ben Franklin, Tulsa, Okla.; 
R. S. Thrall, Park Motor Car Co., 
Williamsport, Pa.; Graham Loving, 
Loving Motors, Washington; Tom 
Reed, Reed Auto Sales, Denver, 
and E. Gray Smith, Nashville, 
Tenn. 


Holler Sales of Sanford, Fla. 


Completes Move to New Site 


Holler Motor Sales (Chevrolet- 
Oldsmobile-Cadillac), of which W. 
E. Holler jr. is owner, has com- 
pleted the removal of equipment 
from its former location at 208 W. 
First St., Sanford, Fla., to its new, 
ultra-modern and fireproof sales 
and service building at Palmetto 
Ave. and Second St. 

The new L-shaped building faces 
117 feet on W. Second St. and ex- 
tends north and south for 165 feet. 
It is of Stran Steel construction 
and the arched roofing and siding 
is of galvanized steel and alumi- 
num. 












con- 


To feel the pulse of the industry, 
sistent reading of Automotive News is a 
necessity. 
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1847—Chicago Tribune founded June 10. 
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. ance in the Tribune. They were 
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Some highlights of the 


1847 The Chicago Tribune was founded June 10. 
In its first issue it declared: ‘“The Chicago Trib- 
une will be neutral in nothing; it will be indepen- 
dent in everything.”’ Circulation: 400. 


1849 The Tribune became the first newspaper in 
the west to install telegrafic news service. Circu- 
lation: 1,000. 





1850 The Tribune replaced its handpress with an Adams “‘power 
press,” the first in Chicago. A pony yoked to a revolving shaft fur- 
nished the power. 


6853 The Tribune plant was raided and damaged by thugs hired by 
wildcat bankers exposed by the Tribune. 


1854 News items, delivered by telegraf, train, stage coach and lake 


ferry, began to make their appear- er is om ” 









printed under the byline “‘Associ- 
ated Press.” 


1855 Joseph Medill acquired an in- 
terest in the Tribune. The first 
copper-faced type ever used in IIli- 
nois was installed in the Tribune 
composing room. The Tribune in- 
stalle1 a real power press. It wasa & 
Hoe, diiven by steam, and the first 
of its kind in Illino:s. Circulation: 
3,000. 1855—Joseph Medill joined the Tribune. 


1856 Charles H. Ray, editor of the Tribune, presided over the resolu- 
tions committee of the Illinois convention of anti-slavery newspapers. 


1858 The Tribune reported the Lincoln-Douglas debates in full, a 
hitherto unheard-of feat in American journalism. 


1859 Lincoln wrote to the Tribune saying: “I owe it (the Tribune) a 
debt of gratitude which I fear I shall never be able to repay.” 


1860 In an editorial on February 16, the Tribune called for the nomi- 
nation of Lincoln for the Presidency. erry Dae 35 a 





1861 The Tribune was incorpo- 
rated for $200,000, February 15, at 
Springfield,. Illinois. The Tribune 
absorbed the “‘Chicago Democrat,” 
Chicago’s oldest newspaper (found- 
ed 1833). This was the last merger 
in Tribune history. The first Sun- 
day Tribune was issued May 26. —% 
Circulation: Daily, 18,000; Sunday 
not available. 1860 —Tribune called for nomination 

of Lincoln. 
1862 The first known “scoop” in 
Tribune history was the publication of the news of the capture of 
Island Number 10 from the Confederates. 


1863 Federal troops guarded the Tribune building against threats of 
destruction by Copperheads. 


1864 The Tribune exposed a plot to free Confederate prisoners from 
Camp Douglas, situated in the vicinity of 35th Street and Cottage 
Grove Avenue, Chicago. The first full-page advertisment in the 
Tribune was printed, August 25. Responding to Tribune editorials, 
various Midwest states enacted laws, granting soldiers in the field 
permission to vote in the second Lincoln election. 


1865 Joseph Medill called a meeting of editors at Louisville, Ken- 


iy 





first hundred years of the 
CHICAGO TRIBUNE 


tucky, to form the ‘‘Western Associated Press,” forerunner of today’s 
“>” 


1869 The Tribune erected its first building, a four-story structure at 
Dearborn and Madison Streets. Joseph Medill was chosen as a dele- 
gate to the state convention which formulated the Illinois constitu- 
tion of 1870. 


1870 President Grant appointed Joseph Medill as one of the first 
members of the newly created United States Civil Service Commission. 


1871 A Tribune editorial on September 10 warned of the danger of 
disastrous fires because of the inflammable nature of most of Chicago’s 
buildings. On October 9, the Tribune building was destroyed in the 
Chicago fire. Two days later the Tribune printed its historic “Chicago 
Shall Rise Again” editorial. Joseph Medill was elected “reconstruc- 
tion’”’ mayor of Chicago. 


1872 The Tribune moved into its new and larger building erected on 
the site of the one destroyed in 1871. The Sunday Tribune increased 
its size from eight to ten pages. 


1874 Joseph Medill obtained a controlling interest in the Tribune. 


1876 The Tribune scooped all newspapers with the story of an at- 
tempt to stc.i Lincoln’s body from its tomb in Springfield. 


ie eee MEREL ESS 1881 One of the greatest feats in 

: Xt Ky newspaper history took place on 
Sunday, May 21, when the Trib- 
une printed a special 16-page sup- 
plement containing the complete 
text of therevised version of the New 
Testament. Annual average circula- 
tion: Daily, 26,000; Sunday, 33,000. 


1883 The Tribune installed its first 
telephones—two instruments. 


1861—First issve of Sunday Tribune published. 1885 Daily illustration of news and 
features became a regular practice. 

Most of the illustrations were line drawings; a few were printed from 
chalk plates. Annual average circulation: Daily, 36,000; Sunday, 55,000. 


1886 The Tribune began its long and successful fight to prevent 
Charles T. Yerkes from getting a stranglehold on Chicago’s street 
transportation system. 


1887 The Tribune started its engraving department, December 25. 


1888 The Tribune, altho supporting Benjamin Harrison in the presi- 
dential campaign, vigorously attacked the high tariff policies advo- 
cated by the Republican platform. 


1889 The Tribune fought vigorously for the Drainage Canal project 
which, in order to provide Chicago with an adequate sewage disposal 
system, caused the Chicago river to flow backwards. Joseph Medill 
made several visits to Springfield to argue for the passage of legisla- 
tion needed to put this project into effect. 


1890 The Sunday Tribune became a 40-page newspaper. Annual aver- 
age circulation: Daily, 61,000; Sunday, 75,000. 


1892 The Tribune installed new presses—the first of their kind ever 
built—capable of printing 72,000 eight-page papers per hour. 


1893 The World’s Columbian Exposition, secured for Chicago largely 
thru the efforts of the Tribune, opened May 1. 
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1871—Joseph Medill elected Moyor of Chice=o. 





1895 A vigorously prosecuted Trib- 
une campaign prevented a corrupt 
city council from giving unfair fran- 
chises to the Ogden Gas and Cosmo- 
politan Electric companies. The 
Tribune installed its first typeset- 
ting machines, a battery of 12. 


1897 The Tribune printed its first 
halftone reproduction. Color print- 
ing first appeared in the Tribune 
in its special Golden Jubilee Issue, 
June 10. Annual average circulation: Daily, 87,000; Sunday, 148,000. 


1898 The Tribune scooped the world with the news of Dewey’s vic- 
tory at Manila Bay. 


1298 — World scoop of news of 
Manila Bay victory. 


1899 The Tribune, in cooperation with Professor Jerome Green of the 
University of Notre Dame, staged on the lake front an experiment 
which resulted in the first ship-to-shore wireless message ever sent in 
America. The Tribune initiated the ‘Sane Fourth” movement. Joseph 
Medill died, March 16. 


1900 Comics in color became a regular feature of the Sunday Tribune. 
Annual average circulation: Daily, 84,000; Sunday, 179,000. 


1901 “A Line O’ Type or Two,”’ the Tribune’s famous daily column 
of wit, humor and sentiment in prose and verse, was launched by 
Bert Leston Taylor (“B.L.T.”’). 


1902 The Tribune erected its first skyscraper home, the 17-story 
building at Dearborn and Madison Streets. 


1903 Newsprint color printing made its first appearance in the Trib- 
une when, on March 27, the daily feature, ‘Poems You Ought to 
Know,” was printed in black and red. The first Page 1 cartoon printed 
in two colors was McCutcheon’s of September 27, printed in red and 
black. The front pzze of the Tribune of December 31 contained 
nothing but the names of the 575 dead and missing in the Iroquois 
Theatre fire of the day before. Twenty-four hours later the Tribune 
invited leading architects, engineers, builders and others to form a 
committee to study ways and means of making such fires impossible. 
Many of the suggestions made by the committee were not only em- 
bodied in Chicago's building code but in those of hundreds of other 
cities in the United States and abroad. 


1904 On January 22, the Tribune printed its first advertisment in 
two colors—a five-column advertisment placed by the Lackawanna 
Railroad. Annual average circulation: Daily, 127,000, Sunday, 216,000. 


1906 The Tribune captured Paul Stensland, absconding Chicago 
banker, in Tangier, Morocco. The Tribune Ice Fund was instituted to 
provide the needy with ice during the summer months. 


1908 On February 4. the Tribune 
printed the first dispatch ever sent 
by wireless telling of a rescue at sea 
—that of the burning frater. “St 
Cuthbert.” 


1909 As a result of a letter which 
appeared in the ‘‘Vox Pop”’ column, 
the Tribune inaugurated the famous 
“Good Fellow” movement To arouse 
interest in developing the Lakes- 
to-the-Gulf waterway, the Tribune 
printed special editions in St Louis, 
Memphis, Natchez and New Orleans. 


1911 Robert R. McCormick became president of the Tribune Com- 
pany. The employes’ pension plan, the ‘‘How to Keep Well” column, 
the ‘‘Friend of the People’’ department and a number of new women’s 
features were launched. The slogan, “‘World’s Greatest Newspaper” 
was registered. Following exposures of corruption first made public by 
the Tribune, William Lorimer of Illinois was unseated by the United 
States Senate. Annual average circulation. Daily, 241,000, Sunday, 
352,000. 





1902 —Tribune erected new home of Madison 
and Dearborn Streets 


1912 The Tribune’s first paper mill was built at Thorold, Ontario 
The “Friend in Need’’ department was started The Tribune formu- 
lated its stringent financial advertising code, the first of its kind de- 
vised by a newspaper. Successful drives against clairvoyants and 
quacks were launched by the Tribune. The American Medical Asso- 
ciation reprinted for national distribution the series of articles in the 
Tribune crusade against ‘‘Men’s specialists.” 


1914 Tribune correspondents and photografers were rushed to the 
fronts in World War I. The“ Investors’ Guide’’ department was started 


1915 The Tribune acquired its first timberlands on the Rocky River, 
Quebec. The first Tribune rotogravure section appeared, March 
14. Annual average circulation Daily, 348,000; Sunday, 560,000 


1916 The Tribune published the serial story “1917,” written to con- 
vince America of the necessity for military preparedness. Construc- 
tion of the timberland town of Shelter Bay began. 


1917 A total of 268 Tribune employes, including its co-editors and 
publishers, Robert R. McCormick and Joseph Medill Patterson, 


1912 —First paper m'l! acquired in 1912; 
first timberlanJs in 1915. 


joined the armed forces. Tiie EF edition of the Tribune began pub- 
lication in Paris, July 4. The ‘Tribune held its first Silver Skates Derby 
and the ““Gumps” made their bow as the first daily comic strip. 


1918 The Tribune established the first permanent foreign news serv- 
ice staffed exclusively by Americans. Frederick Smith of the Tribune 
was the first American correspondent to reach Berlin following the 
Armistice. Initiated on September 22, an editorial “platform” ap- 


peared every day. 


1919 Entire profits of ACF Tribune were turned over to Gen. Persh- 
ing for distribution among army welfare activities. Henry Ford sued 
the Tribune for libel and asked for damages of $1,000,000. He was 
awarded damages of ¢'< cents and costs in the 
same amount. “Gasolize Alley” made its bow. The 
Tribune began publication of the New York News, 
June 26. The Employes’ Denefit Plan was organ- 
ized. The Tribune began i-s successful campaign 
for the abolition of “Pittsburgh Plus,” and pre- 
sented the United ftates Senate with the first 
copy of the Versaiiles Trcaty received in America. 


1920 The Tribune printed the frst news dispatch 
ever received by wircless frcrn a foreign country. 
The Tribune Hero Award was founded to pro- 
vide recognition of courageous deeds performed 
by members of Chicago’s police and fire depart- 
ments. The Tribune’s unrelenting campaign against nationa! prohibi- 
tion began with the ratification of the 18th Amendment. The City 
of Chicago sued the Tribune for $10,000,000. Tribune editorial and 
mechanical departments moved into the new plant erected on Trib- 
une Square. Tribune readers met “Harold Teen” and “Winnie Winkle” 
for the first time. Under the ‘slogan, “‘1921 will reward fighters,’’ the 
Tribune launched a nationwide campaign to end the depression which 
started in 1920. Annual average circulation: Daily, 436,000; Sunday, 
732,000 


1921 The Medill School of Journalism was opened at Northwestern 
University February 8. The Tribune, acting as a taxpayer, sued the 
Mayor and other city officials for repayment to the city of $1,065,000, 
allegedly overpaid to various real estate appraisal experts. The Tribune 
purchased the timberlands on the Franquelin river known as the 
“Dobell limits,’ and proceeded immediately to develop and modernize 

. the settlement since known as the 

ah \ 4 10 0, = town of Franquelin. 


1922 The Tribune introduced the 
now widespread newspaper practice 
of devoting the entire back page of 
daily issues to photos of news 
events. Coloroto made its first ap- 
pearance in any newspaper in the 
Sunday Tribune of April 9. A 
$100,000 international prize com- 
petition to obtain a fitting design 
for the new Tribune home was announced. The Medill Building and 
Loan Association was founded to aid Tribune employees to purchase 
their own homes. The Public Service Office was inaugurated. 






1923—Cowurt found for the Tribune in the 
Thompson machine $10,000,000.00 suit 


1923 The Illinois Supreme Court found for the Tribune in the 
$10,000,000 suit brought against it by the City of Chicago The 
Tribune scooped all American newspapers with the first eyewitness 
accounts of the great Japanese earthquake. ““Moon Mullins” began 
his long career of comic misadventure 


1924 On July 15, the Tribune acquired radio station WDAP (1,000 
watts) and changed the call letters to WGN. Notable achievements 
during the first year included its broadcast of the Kentucky Derby di- 
rect from Churchill Downs, and its 
broadcasts of many Big Ten foot- 
ball games “Little Orphan Annie” 
made her bow. 


1925 The Tribune moved into 
Tribune Tower, erected from the 
design awarded first prize in the 
$100,000 international architec- 
tural competition announced in 
1922. Annual average circulation. 
Daily, 658,000, Sunday, 1,042,000. 


1926 The modern, successful era 
of newsprint color printing began 
with the printing in the Tribune 
of a double page house ad in two 
colors, December 31. 





1925— Tribune Tower completed 


1927 The first newsman to greet Charles Lindbergh when he stepped 
from his plane onto Le Bourget Field outside Paris was Henry Wales, 
Tribune correspondent The Tribune celebrated its 80th birthday. 


1928 The Tribune, in cooperation with WGN, installed Chicago’s 
first police radio system at a cost of $40,000. The Golden Gloves 
Tournament wasinaugurated. WGN power wasincreased to 25,000 watts. 


1929 Newsprint color advertising gained impetus with full page ad- 
vertisments placed by retailers and manufacturers. At its own expense 
the Tribune undertook the legal defense of the Minneapolis ‘‘Saturday 
Press’’ which was suppressed under Minnesota's “gag law.” 


1919 —Now York News lounched 6 
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1930—First Chicagoland Music Festival presented. 


1930 The first Chicagoland Music 
Festival was presented by the 
Tribune in Soldiers’ Field. The Yi. 

motorship “Chicago Tribune” was al 

built and went into service trans- ha: 

porting newsprint between Chicago : 

and the Tribune mill at*Thorold. 9906-—Gessidien of caw pape ail 
Annual average circulation: Daily, started ot Baie Comeau. 
835,000; Sunday, 1,098,000. 


1931 U. S. Supreme Court declared Minnesota’s “gag law’’ uncon- 
stitutional. Handling of supplies in the Tribune’s paper warehouse 
was greatly improved by the installation of an intra-warehouse mini- 
ature railroad. The Grafic Magazine made its first appearance Septem- 
ber 13. A contest between French and American boxers at Soldiers’ 
Field launched the first International Golden Gloves Tournament. 
wee ‘Dick Tracy” began his relentless battle against crime. 


1932 The Tribune began printing newsprint color in three 
colors. Scoops achieved by the Tribune included the following 
stories: The Lindbergh baby kidnapping and the fall of the 
Laval cabinet in France. WGN was the only radio station in 
the country to broadcast the entire proceedings of the Demo- 
or cratic and Republican national conventions, devoting 61 hours, 
1934—Tribune Experimental Farm 25 minutes, to this purpose. 
. begon operations. 















































1933 As a feature of Chicago’s A Century of Progress World’s Fair, 
the Tribune inaugurated the now annual game between stars of the 
American and National Baseball Leagues. The Tribune ordered 
new highspeed presses, printing black and white and color, costing 
$1,250,000. Golf tyros attended the first Tribune Golf School. Four 
months before the formal opening of the Lakes-to-the-Gulf water- 
way, the Tribune took the first passengers and cargo down the new 
route in the chartered motor yacht, “Sea King.’”’ “‘Smilin’ Jack”’ and 
“Sweeney & Son” were introduced to readers. 


Le 


1934 Tribune Tower was air-conditioned at a cost of more than 
$400,000. The College All Stars annual football game was initiated 
by the Tribune. The Tribune experimental farm began operations. 
Work began on the erection of the WGN building adjoining Tribune 
Tower. WGN announced a $2,500 competition for the design of the 
main studio of its new building. ‘“Terry and the Pirates’’ made its 
bow. WGN power was increased to 50,000 watts. WGN became one 
of the founders of the Mutual Broadcasting System. 
To expand foreign trade, Tribune correspondents 
abroad were instructed to study and report on the 
possibilities of greater imports from the United States. 


1935 David Darrah, Tribune Rome correspondent, 
was expelled from Italy by Mussolini. A Tribune 
scholarship fund for children of employes was es- 
tablished. A Tribune editorial resulted, twenty-two 
months later, in the inauguration by the Chicago 
and North Western Railroad of the ‘‘400’’ special 
train between Chicago and the Twin Cities. The 
color photo studio was opened. Aroused by a Tribune 
editorial, the United States Government sent the 
coastguard ship ‘‘Escanaba”’ to open a passage thru 
the ice-choked straits of Mackinac. Thru a series of 
articles in the Grafic Magazine the Tribune launched a 
memorable crusade for the eradication of syphilis. 


1936 Enlarged and completely modernized, the Trib- 

une color engraving plant was opened. The Tribune acquired the latest 
type natural color camera making three plates with a single exposure. 
Printing of newsprint color in four colors began in the Tribune. A 
mural depicting man’s struggle for freedom of utterance was unveiled 
in the lobby of Tribune Tower. Construction of the Baie Comeau, 
Quebec, paper mill was begun. 


1937 The Tribune began printing the Sunday Grafic Magazine in color- 
oto. “True daylight’’ lights were installed in the composing room, 
reference room and other departments. The Tribune acquired 448,000 
acres of timberland on Heron Bay, Ontario. Chicago Tribune Chari- 
ties, Inc. was incorporated in order to handle distribution of charita- 
ble contributions received from readers and thru Tribune-sponsored 
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events. By the end of 1946, more than $2,500,000 had been distrib- 
uted thru the new organization 


1938 A hospitalization plan for Tribune employes was inaugurated. 
The Chicago Daily Times of June 15 was printed on Tribune presses 
following a fire in the Times pressroom. WGN erected the tallest 
structure in the central states, the 750-foot vertical antenna, built 24 
miles northwest of downtown Chicago. 


1939 The Tribune on May 12, printed the first color photo of a spot 
news event ever to appear in a newspaper—a full color photo of a grain 
elevator fire. The Tribune printed the first wirephoto in color—the 
arrival of King George V in Washington. Annual average circulation: 
Daily, 964,000; Sunday, 1,119,000. 


1940 Following the fall of France the Tribune launched the American 
Fashions Competition in July and presented its first annual Fashion 
Show, October 1 and 2. WGN initiated the Chicago Theater of the 
Air, devoted to streamlined operetta and opera. 


1941 Sixty-six Tribunites were in the armed forces of the United 
States when the Japs attacked at Pearl Harbor. WGN began construc- 
tion of its FM broadcasting station W59C, later named WGNB. 


1942 The Tribune’s ‘Friend of the Yanks” department was es- 
tablished. The Tribune service flag carried 380 blue stars; 1 gold. 
Tribune-promoted events were witnessed by 739,000. Annual aver- 
age circulation: Daily, 1,006,000; Sunday, 1,224,000. 


1943 The Tribune perfected a process at its Thorold mill for turning 
waste sulphite liquor into alcohol for synthetic rubber. The Tribune- 
United States Army Ordnance show ran for 42 days and attracted 
393,000 visitors. The Tribune-United States Army Air Power show ran 
for 31 days and attracted 538,000 visitors. The Tribune-United States 
Navy show ran for 35 days and attracted 371,000 visitors. The first 
edition of the Overseas Tribune was published in Honolulu. Before the 
end of the war 9 editions, the last in Tokyo, were published. Produc- 
tion costs exceeded revenue from sales by $167,000. Stars on the 
Tribune service flag numbered 688. 


1944 The Tribune arranged to pay families of married Tribunites in 
service at least two-thirds as much income as they were getting in 
private life. Unmarried Tribunites in service received semi-annual 
bonuses. News of the invasion of Europe reached Tribune readers 
fifteen minutes after the newsflash had been con- 
_ Stars on the Tribune service flag numbered 


1945 Work began on a $6,000,000 annex to Tribune 
Tower. Tribune feature writers sold $532,000 in a war 
bond rally at State and Madison Streets. Sixty-seven 
Tribune employes in military service received 81 
decorations from their government. Stars on the 
Tribune service flag numbered 856; 19 of them were 
gold stars. The $24,000 Chicagoland Prize Homes 
Competition was launched. 


1946 The Magazine of Books, new Tribune literary 
section, was launched. Another “‘first” in color print- 
ing was scored when the Tribune on April 22, printed 
reproductions in full color of photos of participants 


1947 —Chisage Tribune eslebrates ite in the Easter Parade held the day before. The Trib- 
100th birthday. une, in cooperation with WGN and WGNB, launched 


facsimile broadcasting by sending via radio 4-page 
miniature Tribunes from Tribune Tower to a receiver near Wheaton, 
Ill. The largest daily and Sunday issues in Tribune history were pub- 
lished on Thanksgiving Day, November 28, and Sunday, December 1. 
The $26,500 ‘‘Better Rooms for Better Living’? Competition was an- 
nounced. The Tribune ended the year with the record of printing more 
lines of total advertising than any other newspaper in America. An- 
nual average circulation : Daily, over 1,068,000; Sunday, over 1,538,000. 


1947 The Tribune stepped up its Washington news coverage by be- 
coming the first newspaper to maintain its reporting staff on Capitol 
Hill so as to have one or more men on duty in the Senate and House 
press galleries every min ute either body is in session. The 
Tribune celebrates its hundredth birthday, June 10, 1947. 
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Eaton Appoints Helline 


Reliance Unit Sales Chief 


The appointment of Edward J. 
Helline as general sales manager 
of the Reliance division of the 
Eaton Mfg. Co., Massillon, O., has 
been announced by E. D. Cowlin, 
general manager, effective June 1. 

Helline has been with the com- 
pany 28 years. For the past three 
years Helline has been in charge of 
Snap Ring sales engineering and 
production. 

+ 


GE Lamp Promotes Falge 


To Pacific Sales Post 


F. M. Falge, sales executive for 
the General Electric lamp depart- 
ment at Nela Park, O., has just 
been promoted to the position of 
assistant manager of the depart- 
ment’s Pacific sales district, San 
Francisco. 

Falge joined General Electric as 
a lighting sales engineer for the 
lamp department at Nela Park in 
1926. He is a graduate of the U. S. 
Naval Academy. 

+ 


* > 


3 Executives Promoted 
By Continental Motors 


Three executives of Continental 
Motors have been advanced to 
new positions, C. J. Reese, presi- 
dent, announced. 

George E. Winters, a Continent- 
al employe since 1918, was elected 
executive vice-president. Lloyd 
Morrow, who joined the company 
in 1923, was elected vice-president 
in charge of management-labor re- 
lations at Muskegon. Frank H. 
Mull, who entered Continental in 
1929 and has been comptroller since 
1940, becomes vice-president in 
charge of the shop control division. 

> * * 


Bauerbach Succeeds Doyle 


In Ford Dearborn District 


Promotion of A. F. Bauerbach 
from assistant manager to man- 
ager of the Ford Dearborn dis- 
trict has been announced by J. R. 
Davis, vice-president and director 
of sales and advertising. He suc- 
ceeds J. C. (Larry) Doyle, who was 
recently named central regional 
manager. 

A member of the Ford sales or- 
ganization for 23 years, Bauerbach 
joined the company’s Kansas City 


district as service traveler in 1924. 
= cm * 


Evans Appoints Ritchie 


Western Sales Manager 


Appointment of William J. Rit- 
chie as sales manager for the west- 
ern division of Evans Products Co. 
is announced by E. S. Evans jr., 
president. Ritchie will maintain 
offices at Evans main plant near 
Plymouth, Mich. 

Ritchie has been with Evans 
Products for 11 years, having 
served as assistant sales manager, 
western division; stampings divi- 
sion manager; assistant manager, 
loading division; director of pur- 
chases, and assistant to the vice- 
president, lumber products divi- 
sion. 

* * + 


Ford Elevates V. L. Jones 


To Western Region Post 
Promotion of Vernon L. Jones 
from a position in Ford Motor 
Co.’s Richmond (Calif.) sales dis- 
trict to business management 


manager for the company’s west- | 


ern region has been announced by 
Walker A. Williams, Ford general 
sales manager. 

Jones joined the company at 
Richmond in 1931, and has served 
as auditor, assistant controller and 
sales office manager, having been 
promoted to the latter position last 
July. He will make his headquar- 


ters in San Francisco. 
a * o 


Four New Officials 
Elected by Bliss Co. 


Two vice-presidents and two new 
directors were elected at a meet- 
ing of E. W. Bliss Co., Detroit. 

The two vice-presidents are F. 
A. Irwin and Ray H. Sullivan and 
the directors are Walter F. Rock- 
well and M. M. Burgess. 

* 


Greer and Curll Promoted 
In East by International 


International Harvester has an- 


Auto Personnel 





nounced the following changes in 
branch personnel: 

R. G. Greer, formerly manager 
of the Louisville (Ky.) general line 
branch, has been appointed assist- 
ant eastern district manager, mo- 
tor truck division. 

R. H. Curll, formerly retail man- 
ager at Burlington, Vt., has been 
appointed assistant manager at the 
Harrisburg (Pa.) motor’ truck 
branch. 


* * * 


Purchasing Appointments 


Announced by Goodrich 

Two appointments in the pur- 
chasing division of B. F. Goodrich 
Co., Akron, are announced by A. 
D. Moss, director of purchases. 

Harold W. Catt has been named 
manager of the textiles, paper 
products and advertising purchas- 
ing department, succeeding Robert 
D. Franklin, who has resigned be- 
cause of health. 

Catt has been manager of the 
chemicals and pigments purchas- 
ing department since July. 1914 








REPRESENTATIVES of three districts, as well as the midwest region and the home 
office in Detroit, attended a recent meeting of the Chicago district Lincoln-Mercury 
parts and service managers’ club, held at James Motor Sales, Chicago. Left to right: 
Mark K. Gant, midwest region parts and service manager; James H. Bryson, St. Louis 
district parts and service manager; Thomas A. Young, Des Moines district parts and 
service manacer, and W. M. Thomas of Lincoln-Mercury parts and service department 
in Detroit. Parts and service department managers from more than 30 dealerships in 
the Chicago district are members of the club. 


He is succeeded in that post by |the distribution control division of 
David L. Flanders. Dearborn Motors Corp. was an- 

ae nounced by Frank R. Pierce, presi- 
Dearborn Corp. Appoints dent. 


Mooney and Dzorni 


Appointment of John J. Mooney 
as manager of employe relations | 
and John J. Dzorni as manager of | 


ik Wau: ral 


* 


assistant to the industrial relations 
manager of Packard. Dzorni for- 
merly was manager of the order 


|Brainard New 


and distribution department of 
Nash-Kelvinator. 
* > 


Sales Chief 


Of Russell Mfg. Line 


Lyman B. Brainard has been ap- 
pointed sales manager of the auto- 
motive equipment division of Rus- 
sell Mfg. Co., Middletown, Conn. 

According to G. M. Williams, 
president, Brainard will have su- 
pervision of the domestic sales of 
the Rusco line of friction materials, 
including clutch facings and braké 
linings, in the automotive original 
equipment field. 

. 


Ford Ups Weigand 


Appointment of C. H. Weigand 
as assistant manager of Ford Mo- 
tor Co.’s New Orleans sales dis- 
trict has been announced by 
Walker A. Williams, Ford general 
sales manager. Weigand joined 
Ford at New Orleans in 1936. 


* * * 


McCune Named Ind. Rep. 


Appointment of F. Paul McCune 
as field representative for Indiana 


* > 


Mooney formerly was executive|has been announced by Universal 


Underwriters, a participating fire 
insurance organization with head- 
quarters in Kansas City. 


makes of motor cars embody essentia 
parts made by BORG-WARNER' 


TRANSMISSIONS 
TIMING CHAINS 
OVERDRIVES 

SYNCHRONIZERS 


ENGINEERING 


CLUTCHES 
UNIVERSAL JOINTS 
DRIVE SHAFTS 
CARBURETORS 
TAPERED WHEEL DISCS 


PRODUCTION 


Executive Offices, Chicago. These units form Borg-Warner: BoRG & BECK «¢ BORG-WARNER INTERNATIONAL 


BORG WARNER SERVICE PARTS «+ 
LONG MANUFACTURING « LONG MANUFACTURING CO., LTD. 


UNIVERSAL JOINT 


PESCO PRODUCTS + 


DETROIT GEAR «¢ 
« MARBON « 

MORSE CHAIN CO., LTD. NORGE + NORGE-HEAT «+ 
SPRING DIVISION + SUPERIOR SHEET STEEL DIVISION 
WARNER GEAR CO., LTD. « WISCONSIN TRANSMISSION 


CALUMET STEEL « 


MORSE CHAIN «+ 
ROCKFORD CLUTCH « 
PARTS «+ WARNER GEAR + 





DETROIT VAPOR STOVE « 
MARVEL-SCHEBLER CARBURETER +« MECHANICS 
NORGE MACHINE PRODUCTS 
WARNER AUTOMOTIVE 


INGERSOLL STEEL 
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It’s another perfect match — 


A great billboard for June...a grand car... and a great dealer 
organization! ' 


When those get married together, there are sure to be many happy returns! 


And the sales records show that Nash Dealers, this past year, 
have really gone to town! 





WV LL BE MMLAD WITH 





NASH MOTORS DIVISION, NASH-KELVINATOR CORPORATION, DETROIT 














WHILE ON A BUSINESS tour of the Pacific Coast three top: officials of Pontiac 
visited in Burlingame, Calif., recently as guests of Harold H. Bromberg, owner of 
Burlingame Motor Co. Inspecting the recently expanded facilities of this oldest Pontiac 
dealer on the San Francisco peninsula are, left to right: Jerry L. Bromberg, assistant 
manager of Burlingame Motor Co.; H. J. Klingler, general manager of Pontiac; Har- 
old H. Bromberg; L. W. Ward, general sales manager for Pontiac; E. J. Chapman, 
San Francisco zone manager for Pontiac, and E. W. Norman, assistant general sales 
manager for Pontiac. 





Toll Road OK'd to Link 
Oklahoma City, Tulsa 


A bill authorizing construction of 
a toll-financed express highway be- 
tween Oklahoma City and Tulsa/ sales manager of Shell-Williams, 
was given final passage by the|/Inc. (Studebaker), Fort Wayne, 
Oklahoma legislature, and Gov. | Ind. 


Turner announced he would sign 


Lucas Sales Manager 


James W. Lucas has been named 
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Highways & Safety . . . 


States Start Studies 
On Future Road Plans 


Qound long-range highway plan- | legislation as it deems necessary. 

on 
Highways in Minnesota is required 
to analyze all matters relating to 
and 
highway needs arising from chang- 


ning is more than ever of vital 
concern to highway users, 


points out. That this view is gain- 
ing wide adoption is shown in the 
fact that Kansas, Minnesota, Ore- 
gon, South Dakota and Washing- 
ton all have created interim com- 
missions directed to study and 
investigate their respective high- 
way systems and report to the 
next legislature with recommenda- 
tions for long-term highway plan- 
ning. 


The Kansas Highway Fact-Find- 
ing and Research committee is 
composed of 22 members repre- 
sentative of highway users, agri- 
culture, labor and such other 
groups representative of rural and 
urban communities as the gover- 
nor deems advisable, and is re- 
quired to plan a long-term high- 
way program and recommend such 


Na- | 
tional Highway Users Conference | 


The Interim Commission 


highways, their financing 


ing economic conditions. 


The Oregon committee is di- 
rected to determine immediate 
and future highway needs. The 
South Dakota Legislative In- 
terim Highway committee is re- 
quired to investigate the state 
highway system and make rec- 
ommendations to the next legis- 
lature. The Joint Fact Finding 
Committee on Highways, Streets 
and Bridges in Washington is 
directed to analyze all facts re- 
lating to administration, con- 
struction and maintenance of 
public highways and streets and 
the need for making a study of 
motor vehicle taxation including 
the assignment of total highway 





DON'T BORROW T0 BUY— 
TAKE TIME TO PAY! 


Every Tuesday night, on more than 300 stations from coast to 
coast, serving 22 million radio families, the “Special Investigator” 
program tells listeners... 


“FINANCE YOUR CAR THROUGH YOUR DEALER” 


it is your show. Help it work. Free promotion material on request. 


COMMERCIAL CREDIT CORPORATION 


FFICES IN PRINCIPA 


L CITIES OF 


THE UNITED STATES AND 





CANADA 










— 


costs among property owner:, 
general taxpayers and highway 


users. 

Bills to create similar commit- 
tees are pending in Alabama, Con- 
necticut, Florida, Illinois, Maine, 
Ohio and Pennsylvania. 

+ . + 


Gaus and West Virginia 
have passed laws creating 
Turnpike commissions authorized 
to issue bonds, operate and con- 
struct toll facilities (in Oklahoma 
the route would be between Tulsa 
and Oklahoma City). Georgia cre- 
ated the Scenic Highway Author- 
ity with power to issue bonds and 
levy tolls on a coastal scenic high- 
way. Colorado authorized its high- 
way department to issue bonds, 
construct expressways and fix tolls 
thereon. 

The authority of the California 
Toll Bridge Authority was broad- 
ened to include approach roads 
within 50 miles of toll bridges. 


A bill is pending in New 
Hampshire to authorize a Turn- 
pike Authority to construct a 
toll highway linking expressways 
in Maine and Massachusetts. 

A Connecticut measure author- 
izing toll scenic parkway along the 
Housatonic River was defeated in 
committee. An Ohio bill creating 
a five-man Turnpike Commission 
empowered to issue bonds and 
operate and construct toll facili- 
ties has passed the upper house. 

+. * + 

Billions Diverted 

From Highways 

[JDURING the past two decades 
“more than two and a quarter 
billion dollars in state motor ve- 
hicle taxes have been used for pur- 
poses other than highway con- 
struction and maintenance, Amer- 
ican Automobile Assn. disclosed 
last week. 

These funds, if used for the pur- 
pose for which the levy was made, 
would have enabled the highway 
departments of the various states 
to construct a four-lane highway 
five times the distance from New 
York City to Los Angeles. 


“The practice of diversion has 
cost the nation many thousands 
of miles of badly needed high- 
ways,” the AAA statement point- 
ed out. “In 1927, approximately 
$8,300,000 were diverted from 
highway funds by the various 
states. The annual rate of mo- 
torists’ tax dollars spent for non- 
highway purposes increased 
steadily to the point, when in 
1941, they reached a peak of 
$215,000,000 yearly. 

“The war years witnessed a de- 
crease in state motor vehicle tax 
collections. However, the rate of 
diversion continued in excess of 
$100,000,000 annually. 

“Nineteen states have anti-di- 
version constitutional amendments 
which dedicate motor vehicle fees 
and taxes exclusively to highway 
purposes. Pending their adoption 
by all 48, American motorists will 
continue to be penalized by the 
lack of highway facilities through 
the unfair and unsound practice 


of diversion, "the association added. 
= = + 


Driver Training Described 


As Long-Range Plan 


As part of the current drive of 
the United States Junior Chamber 
of Commerce to urge automobile 
driver education courses for every 
high school in the nation, a “plan 
of action” has just been published 
by that organization with the co- 
operation of the National Conser- 
vation Bureau, accident prevention 
division of the Association of Cas- 
ualty and Surety Executives, 60 
John St., New York 7. 





Safety Check for R. I. 


Starts June 16 

Rhode Island’s Safety Com- 
mission will sponsor a checkup 
on the mechanical condition of 
motor vehicles in the state June 
16-28. State and local police 
will conduct the check, which 
requires testing of horns, lights, 
brakes, tires and windshield 
wipers. 

The first statewide check in 
1946 was the result of an acci- 
dent prevention campaign spon- 
sored by International Police 
Chiefs’ Assn. at the request of 
President Truman. This year 
the State Safety Commission is 
sponsoring the check. 
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Service and Used Car TUCO 


{ Reeular 


{merica’s 


25 Million Motor 


Monthly Section for Dealers, 


Vehicles and Recondition Over 


SLE LIL ATL Le 


Ven who Service and Lubricate 


3 Million Used Cars Annually 





Doug’s Credit 


Bawled Out 


Cap Honored 


A WEEK ago I dropped in for 
a chat with the man who did 
more to put car dealers in the 
wholesale parts business than any 
other one man, unless we con- 
sider Henry Ford’s move back in 
1922, when he arbitrarily shipped 
millions of dollars worth of parts 
to his dealers, sight draft bill of 
lading attached. 


There is a big difference though. 
Ford’s move—while it made all 
Ford dealers, who worked out of 
their stocks, very parts-profit con- 
scious—was a desperation move on 
his part. Morgan Douglas’ pro- 
gram was to provide the big city 
dealer in particular with a sound 
secondary profit—and was care- 
fully thought out and had many 
hours of study and miles of in- 
vestigation made on it before it 
was put into effect. 

“Doug” was then parts mana- 
ger for Chevrolet. He now is the 
top brass of General Motors Truck. 

* > * 


IN LINE with Bill MHoller’s 
“Quality Dealer Program,” Doug 
could see no good reason why 
Chevrolet dealers should not make 
some profit from the cars and 
trucks that were serviced in 
neighborhood garages and indepen- 
dent service stations. Just  be- 
cause Chevrolet dealers could not 
possibly service, over one-third of 
the vehicles they sold, he felt that 
their lack of room and ability to 
capture the entire customer labor 
work of Chevrolet owners should 
not exclude them from partaking 
in those many after-market dollars 
to a considerable extent. 

So he and Johnny Meish and 
others of his staff went out into 
the by-ways and alleys where 
these surplus cars were being 
maintained and checked into the 
market. 

They found that most indepen- 
dent shops had but two or three 
mechanics and, contrary to popu- 
lar belief, the independents did not 
as a rule go into the jobbers and 
buy parts for several makes of 
vehicles at one time. The rule was 
that they tore down one vehicle, 
found out what parts that vehicle | 

(See BACKSHOP, Page 40, Col. 1) 





Dealer’s Parts Position 


Is Termed Strong 


for 


Wholesale Competition 


Vehicle Managers Claim Selling Ability Must Replace 
Availability to Maintain Present Volume; 
Bigger Discounts Ruled Out 


DETROIT.—-Most dealers are now enjoying discounts and 
other advantages on replacement parts that make them very 
competitive for all of the wholesale business they are able 
to do with the limited facilities available, according to the 
majority of vehicle parts managers. 


Small dealers, who normal- 
ly endeavor to serve only the 


independent shops and fleet 
accounts in their neighborhood, or 
smaller city, can build up a very 
satisfactory business in wholesale 
parts if they will substitute sales 
ability for the parts availability 
which has brought so many deal- 
ers a very sizeable parts business 
during the war years. 

Now that competition for parts 
business is beginning to manifest 
itself, many dealers feel that the 
only way in which they can save 
the wholesale parts business they 
have enjoyed during the past five 
or six years is to get a larger dis- 
count, contend these managers. 

In fact, the Clinton County 

(Iowa) Automobile Dealers Assn. 
recently sent Automotive News a 
copy of a letter, originally ad- 
dressed to NADA, asking for dis- 
counts of 55 to 60 percent. In 
the letter the dealers said in 
part: “We feel that there is an 
injustice being made toward the 
majority of automobile dealers 
by various manufacturers in au- 
thorizing larger discounts on 
parts to a select group of large 
dealers. 

“Both the dealer and the manu- 
facturer would benefit from an in- 
creased discount as a greater vol- 
ume of parts sales would result 
and the overall profit picture on 
parts sales would improve for 
both.” 

It is to be emphasized that the 
larger dealers are acting in the 
same capacity as automotive job- 
bers—they act as warehouses for 
the factory in their territories, they 
service not only independent shops 
and fleet accounts but the small 
dealers in their territory; most of 
them provide delivery service and 
many run charge accounts for 
many of their parts customers. 

Thus they are in direct compe- 
tition with the independent job- 
bers in their respective territories 
and must not only do a volume 
business to sustain these extra 
services, but need an over-riding 
commission to help defray this ex- 
pense, factories point out. They 


ior make the very parts avail- 


(Continued on Page 48, Col. 1) 





Auto Parts Surplus Cleanup 
By Dec. 31 is WAA Goal 


WASHINGTON. — June 30 has 
been set by the War Assets Ad- 
ministration as the target date 
for offering all remaining inven- 
tories of surplus tires, tubes, tire 
repair materials and automotive 
tire valves. 

Disposal by Dec. 31 of all pres- 
ent inventories of surplus auto- 
motive parts, accessories and as- 
semblies—totaling about $158,000,- 
000 worth in reported cost—has 


In This Section 


New Products ..... .- Pages 54-55 
-Pages 50-51 


Used “Car Prices ..... 
For Vigorous Selling 





been fixed as the overall goal of 
a new disposal procedure launched 
last week by War Assets Admin- 
istration. 

To speed up disposal of surplus 
rubber items, alh WAA field offices 
are being directed to: 1. Contact 
all owning agencies and expedite 
declarations of excess items of 
these types; 
and accurate inventory and report 
data as of June 10 to the national 
WAA office, and (3), Prepare sales 
offerings of all regional inven- 
tories as soon as possible and not 
later than June 30. 

The usual fixed price and com- 

(Continued on Page 45, Col. 3) 


(2) Make a complete | 





AERA Conclave 
Draws Over 900: 
Patterson Cited 


DETROIT.—Over 900 engine re- 
builders and jobbers registered for 
the first annual convention of the 
Automotive Engine Rebuilders 
Assn. since early in the war. With 
53 supplier firms represented with 
booths, the May 22-24 meeting was 
the largest ever held by the asso- 
ciation. 


R. G. (Bob) Patterson, who 
founded the association 25 years 
ago and has been its executive 
vice-president ever since, was hon- 
ored at a_ testimonial dinner. 
Matched luggage and a watch were 
presented to him by members: of 
the association. 


Subjects discussed during the 
meeting included: “The Markets— 
How and Why of Selling Rebuilt 
Engine Assemblies,” by P. J. Saw- 
yer; “Shop Layouts for Economi- 
cal Production,” by Russ G. Riley, 
of Thompson Products; a panel 
discussion under supervision of 
Charles R. Crowder, Van Norman 
Co., on cylinder reboring, piston 
finishing, piston pin fitting, crank- 
shaft regrinding, and line boring. 


Shop accounting was discussed 
by George Snook, business con- 
sultant; federal excise taxes by 
D. A. Rubin, tax specialist; serv- 
ices outside the shop, by William 
A. Fleming, Fleming Motor Parts 
Inc.; honing after boring, by 
Francis Healy, Van Norman Co., 
and job scheduling by Robert E. 
Phelps, Phelps-Roberts Co. 

B-19, Detroit Booster Club, main- 
tained a room for the convenience 
of visitors in the convention hotel. 


Gas Shortage? 


Distribution in Some 


Areas Uneven 


WASHINGTON. — Shortages of 
gasoline in certain communities is 
possible this summer unless local 
authorities institute some form of 
ration or control, according to 
William R. Boyd jr., president of 
the American Petroleum Institute. 

Boyd qualified his statement by 
saying that the record-breaking 
consumption of petroleum products 
this year has the industry worried 
about distribution this summer. 
He said that filling stations in 
some areas may have to dole out 
supplies to customers. 

Boyd’s concern was echoed by 
Robert E. Friedman, ‘assistant di- 
rector of the Interior Depart- 
ment’s oil and gas division, when 
he said there may be a period 
during the peak season of gasoline 
consumption when motorists will 
have to shop for gasoline. 

Howard E. Felt, vice-president 
of the Warren Petroleum Corp., 
warned indications are that an- 
other winter of short supplies. in 
all types of fuels, coal, oil, natural 
gas and liquefied petroleum gases 
can be expected. 









Efficiency Is Dealer's Key 
In Service Competition 


THE CHEVROLET display of service station equipment and tools, 
put on the past week by the Detroit and Flint zones, opens a national 
“push” on two dealer shop activities that were bound to get attention 
sooner or later by factory executives. 

These activities—customer labor service and used car recondition- 
ing—-face much different conditions than the same operations faced 
prior to the war. Manpower costs more, even in those shops where 
the split of flat rate still exists; overhead has risen and a much 
greater percentage of the work is on older cars. 

Competition will also be much keener soon, once new car de- 
liveries dull the need of keeping aged vehicles in good running 
condition, and sales get to the point where 1940 and earlier cars 
begin to be a large part of the “iron” that walks onto the “gold 
coast” either in the initial or following trades. 

And no dealer, except one with his head lost in a cloud of hope 
and optimism, really believes that some day soon we won't be back 
to trading more than one for one. Especially as the retail price of 
what formally was “iron” will remain comparatively high until at 
least 10 to 12 million cars, now over nine years old, go to the wrecker 
boneyard. 

* * * 
Better Equipment Necessary 

FROM THE standpoint of getting and holding good mechanics, re- 
gardless of the basis upon which they work, better shop equipment 
and tools will be necessary. To compete with “outside” shops, the 
dealer will have to be better equipped in both manpower and shop 
equipment to maintain the volume necessary to carry his burden. 

Service executives maintain that the book value of the entire shop 
equipment and tools in the average franchised dealer’s service sta- 
tion today is not more than the net profit of 30 days’ service, or 60 
percent of the customer labor gross profit of his service station for 
30 days. 

This being true, no dealer after six years of profitable opera- 
tion with practically no replacement of equipment or tools, is 
going to be hurt very badly if he has to completely retool and 
equip his service shop to put himself in a highly competitive 
position. 

Some of the most profitable dealer service operations in this coun- 
try—-deals that continue to report well over 100 percent coverage of 
burden—are those that are not only better equipped but also are 
where the dealer takes a personal interest in the shop operation or 
has service managers who know how to speed up operations to a 
fraction of the flat rate book time and still deliver the quality work- 
manship that keeps cash customers coming back for more of the 
same, month after month. 

These dealers know the value of making it possible for their me- 
chanics to do two jobs in the time the flat rate book gives for one— 
and paying the mechanics for the two jobs. They are sensible 


enough to reason out that any mechanic working on a split rate basis 
makes a dollar for the shop every time he makes a dollar for him- 
self, and if the mechanic can make two dollars come in where only 
one came in before, that much of the shop floor space is making 
a double earning, too. 


* * * 


What Dealer Needs Now 

MACHINE TOOLS and equipment are higher in price than they 
were prior to the war, but so is most every dealer’s customer labor 
rate and his percentage of replacement parts sales to the customer- 
labor dollar. 

Most shop equipment can be amortized over a period of 10 years, 
many tools over at least five years. And if the service experts are 
right they will—or can—be paid for in a matter of weeks and still 
show the dealer some return on his money. 

Much of the additional equipment the dealer needs now are 
tools and machines that he had little use for before the war— 
especially engine overhaul equipment. But he needs better tools 
and fixtures today and for several years in his customer labor 
operations. And he will then be able to use this same equipment 
to fix up quickly and economically the “oil eaters” when he gets 
back into “trading them down.” 

He needs more “alure” equipment, more bright shiny pieces that 
sell the vehicle owners on the thought that his is the best equipped 
shop in the area. He needs equipment and tools that are designed to 
eliminate the drudge and time loss of many operations, that enable 
mechanics to put out as much work at four o’clock in the afternoon 
as they normally do at 10 in the morning. 

The dealer also needs better brains and ability heading up his 
service operation than he did even during the war. Perhaps 90 per- 
cent of the dealers and their service managers could not help being 
successful and profit producers when customers flocked to them 
because they were open and had parts availability. 

+, a * 
With Eyes to the Future 

Now is the time for every franchised car and truck dealer to take 
inventory, not only of his physical ability to meet competition for 
the service and parts business when competition becomes rugged, 
but also to take as searching an inventory of his managerial ability 
to keep on getting and holding customers at a profit under the same 
conditions. 

Shop equipment and tools are becoming available, and so are good 
men—service managers and mechanics. But the men must be put in 
a position where they can make the same kind of earnings they 
could if they were to open a little shop of their own. Dealers, by 
neglecting to study this phase of their business, can be responsible 
for developing much of the competition they may face two years 
from now. 

Again we would like to emphasize that in the average dealer 
shop when the mechanic makes a dollar, the shop makes one, 
too, and the more the men make, the more the shop will make 
if it is properly run and equipped. 

If those dollars are left by the customers, who go out of the shop 
smiling, the customers will multiply and so will the profit dollars. 











36 
Committees Set for Promotion 


Of 1947 ASI Show | 


CHICAGO.—Special committees | Service, newspaper publicity; E. | 
have been set up by the Automo-|F. Todd, Imperial Brass Mfg. Co., 
tive Advertisers Council to handle trade magazine publicity; Don L.| 
promotion and publicity on the | Hague, E. I. du Pont de Nemours | 
1947 Automotive Service Industries | & Co., Inc., general magazine pub- | 
Show and the council reports that | licity; H. M. Wertz, Toledo Steel 
promotion is already underway. Products Co., direct mail; Wm.| 

The handling of 1947 show pro-| Ryan, Inland Rubber Corp., news- | 
motion, publicity, decoration, | reels and radio; C. H. LeFevre, 
badges and attendance records Sealed Power Corp., trade paper 
was recently assigned to the coun- | 5Pace. 
cil by the Joint Operating Com- Theme and decoration commit-| 
mittee of the ASI show. The coun- tee: C. C. Tapscott, McQuay-Nor- 
cil is compoved of advertising and|ris Mfg. Co., chairman; Herman 
sales executives of manufacturers |Teetor, Perfect Circle Co.; Burt | 
of automotive replacement parts,| Hotvedt, Blackhawk Mfg. Co.; J. | 
tools, equipment. accessories and|D. Hershey, Dayton Rubber Mfg. 
chemicals. Co.; J. F. Apsey jr. Black & 

Working committees of the AAC | Decker Mfg. Co.; Dwight E. Tut- 
which will be responsible for the tle, Bonney Forge & Tool Works; 
various show activities are: a Joseph, A. P. Parts Corp.; 

General committee: Walter 4. = Schutz, Maremont Automo- 


Kirkpatrick, Wilkening Mfg. Co., | “ve Products, Inc.; Paul L. Fran- 


, cois, Resistoflex Corp. 
president; George W. Stout, Per- Badges and attendance: C. B. 


fect Circle Co., chairman, and T.| Dietrich Accurate Parts Mfg Co 
ae ep oo aoe Co. of | chairman; S. R. Robinson, United 
sconsin, assistant chairman. = States Asbestos division; A. A. 
Show publicity: R. E. Conley, | Ballantyne, Electric Auto-Lite Co.; 
R. M. Hollingshead Corp., chair-|O. R. McDonald, Brunner Mfg. Co.; 
man; Duane Jones, United Motors'H. C. Mohr, Packard Electric Co. 











EMPLOYED by Browning Chevrolet Co., 
Ogden, Utah, Preston R. Lindsay is not 
onty a skilled mechanic but 
models and miniatures. The Chevrolet 
truck Lindsay is holding is complete in 
every detail and all parts operate perfect- 
ly. The wagon and horses are also an ex- 
ample of the artistry of Lindsay who con- 
structs the models from scrap material. 


Hannah to Facelift 


L. J. Hannah & Co., Inc. (Dodge- 
Plymouth), 741 So. Third St., Louis- 


ville, Ky., has obtained a CPA per- 


mit for a new building front to | 


cost nearly $3,500. 


a builder of | 
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SERVICE SECTION 


Dealers, Stores Put at 48,919... 


171,575 Service Stations 


NEW YORK.—Dun and Brad- 
street estimated 


and 48,919 automotive dealerships 


The totals were obtained after 

|a nationwide survey conducted by 
the agency’s marketing and re- 
search division for Life magazine. 
The survey sought to determine 
|the number and percentage of re- 
|tail stores in 14 major lines in 
|each of the country’s nine census 
| regions. 
Dun and Bradstreet said it was 
|the first retail trade survey since 
the official federal survey in 1939. 
|The agency pointed out, however, 
| that its count was developed along 
| different lines from previous sur- 
veys and therefore should not be 
used with past figures for com- 
parison purposes. 

California, with 3,578 automo- 
tive stores listed, leads in that 
classification, followed by Texas, 
Pennsylvania, New York, Ohio, 
' Illinois, Michigan, Indiana, Mis- 








IT’S RUMORED THAT 
cars may soon have a lifetime paint job! 


According to General Electric, a silicone paint they.no v have 
in the development stage may within five years offer cars a 
lifetime paint job. Tests show that the special paint is highly 
resistant to severe weather conditions, chemicals and heat 


and it is expected to offer brighter, clearer colors. 





IT’S RUMORED THAT 


the '48 cars will have a device that makes the brakes get tight 


when the driver does! 


We think this one, Mr. Rubick, tops the alcohol-sensitized 
car key that hops out and hides itself at the smell of liquor 
on the driver’s breath. Thanks for pointing up the fact that 


drinking and driving don’t mix. 


Contributed by Kenneth A. Rubick, 


Lamar, Colorado 





IT’S RUMORED THAT 


a lady once asked her Doctor of Motors for “Absolute Ovals’’! 


She meant Perfect Circles, of course. Guess she knew PCs 
would stop oil pumping in badly worn engines and in cases of 
extreme cylinder wear. And there’s a PC Custom Made set 
that’ll take care of any condition in any cylinder that can 


be cured by piston rings. Smart lady, eh? 





IT’S RUMORED THAT 


one of America’s largest plane manufacturers is developing a 
4-plcce auto-plane with interchangeable detachable wings! 


What’s more, it’s rumored that rent-a-wing service would 


be available at all major airports, making it possible 


the highway or skyway at any time, any place. However, 


this is a rumor and further details are not available. 


to take 





Perfect Circle Corporation, makers of Perfect Circle Custom Made Piston Ring Sets, will pay fifty dollars 


($50) for each rumor, fact or fiction, accepted for this page. Send your rumor to Rumor Page, Perfect Circle, 
Hagerstown 5, Indiana. All contributions become our property and cannot be returned or acknowledged. 





last week that) 
there are 171,575 service stations | 


and accessory stores in the U. s. | 


Estimated for U.S. 


souri, New Jersey and Massach::- 
setts. 

Among the facts revealed by 
the survey is that service stations 
are most numerous per person in 
the wide open spaces of South 
Dakota and Montana, with the 
fewest per person in the Distric* 
of Columbia. The west north cen 
tral area of Missouri, Kansas, Ne- 
braska, Iowa, Minnesota and the 
Dakotas, with only 11.6 percent of 
the total U. S. retail outlets, con- 
tains 15.2 percent of the country’s 
service stations. 

The Pacific coast, Mountain, 
west south central and east north 
central regions also contain a larg- 
er percentage of service stations 
than of total retail outlets. The 
New England, Midd'2 Atlantic and 
Southern states have a smaller per- 
centage of the country’s service 
|stations than of other types of 
| retail stores. 

Automotive dealers and automo- 
tive accessory stores are relatively 
most numerous in Wyoming, Idaho 
land Kansas, with the fewest per 
| person in the District of Columbia 
jand New York. The west south 
central area of Texas, Oklahoma, 
Arkansas and Louisiana, with but 
|9.1 percent of the country’s retail 
,outlets, contains 12.4 percent of 
|its automotive stores. The Moun- 
|tain and Pacific coast states are 
also well supp'‘ed with this type 
of business, the survey showed. 

The east north central states 

—Ohio, Indiana, Illinois, Michi- 

gan and Wisconsin—rank first 

both in percentage of service 
stations and automotive stores. 

They have 22.2 percent of serv- 

ice stations listed and 20.7 per- 

cent of automotive stores, com- 
pared to 21 percent of total re- 
tail outlets. 

The Middle Atlantic States—New 
York, New Jersey, Pennsylvania 
and Delaware—which contain 22.3 
percent of the nation’s total re- 
tail outlets, have only 16.5 percent 
of the service stations and 16.4 
percent of the automotive stores. 

Service stations are the second 
largest classification in the Dun 
and Bradstreet survey, but run 
second to food stores, which total 
371,795. Eating and drinking es- 
tablishments are a close third, with 
| 169,184. 

The automotive store classifica- 
tion ranks eighth among the to- 
tals for the 14 types of stores. 
Other lines covered by the survey 
are lumber and building material 
outlets; hardware stores; furni- 
ture, household and radio stores; 
|general merchandise stores, drug 
stores, jewelry stores, wine and 
‘iquor outlets, and general stores 
that sell food. 

Following are the number of 
service stations and automotive 
supply stores in each state, accord- 
ing to preliminary totals of the 
Dun and Bradstreet survey. -The 
first figure is service stations, the 
second dealerships and stores: 

Alabama, 1,477, 741; Arizona, 708, 
| 243; Arkansas, 1,630, 674; Califor- 
|nia, 11,002, 3,578; Colorado, 1,923, 
653; Connecticut, 2,452, 650; Dela- 
ware, 417, 98; District of Columbia, 
| 460, 174; Florida, 2,709, 940; Geor- 
| gia, 2,732, 1,014. 

Idaho, 962, 318; 
2,784; Indiana, 6,455, 
5,142, 1,254; Kansas, 3,997, 1,082; 
Kentucky, 2,184, 873; Louisiana, 
1,899, 776; Maine, 1,593, 306; Mary- 
land, 2,039, 583; Massachusetts, 
| 4,721, 1,408. 
| Michigan, 7,914, 2,089; 
4,950, 886; Mississippi, 
| Missouri, 6,424, 1,508; Montana, 
1,135, 230; Nebraska, 2,920, 706: 
| Nevada, 252, 85; New Hampshire, 
935, 155; New Jersey, 4,894, 1,458; 
New Mexico, 718, 234. 

New York, 12,005, 3,259; North 
Carolina, 3,084, 1,067; North Da- 
kota, 1,160, 227; Ohio, 8,978, 2,867; 
|Oklahoma, 3,348, 1,076; Oregon, 
| 2,407, 546; Pennsylvania, 11,442, 
| 3,325; Rhode Island, 963, 254; South 
| Carolina, 1,512, 591; South Dakota, 
11,521, 221. 

Tennessee, 2,540, 816; Texas, 
11,310, 3,543; Utah, 947, 249; Ver- 
mont, 762, 135; Virginia, 3,134, 803; 
Washington, 3,282, 769; West Vir- 
ginia, 1,826, 568; Wisconsin, 5,273, 
878; Wyoming, 560, 158. 


Illinois, 
1,527; Iowa, 


9,458, 


Minnesota, 
1,429, 540; 
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SERVICE SECTION 


For Vigorous Selling 


Auto Advertisers Council Stresses Reeducation; 
Kirkpatrick Elected 


HOT SPRINGS, Va.—Walter A.|N. Hollingshead Corp., Whiz Au- 
Kirkpatrick, manager of advertis- |tomotive division, and H. M. 
ing and sales promotion, Wilken- | Wertz, were reelected to the board 
ing Mfg. Co., was elected president |of governors. 
of the Automotive Advertisers Standing committees named by 
Council at its spring meeting, it |the new president were: 
was announced last week. He suc- Trade paper relations, Burt Hot- 
ceeds T. Faxon Hall, sales pro-/|vedt, chairman; Don L. Hague; J. 
motion manager, Walker Mfg. Co., | F. Apsey, the Black & Decker Mfg. 
Wisconsin. Co. 

Other officzrs are: George W. Advertising distribution  prac- 
Stout, sales promotion manager | ‘ices: Jack Hershey, Dayton Rub- 
Perfect Circle Co., vice-president; | ber Mfg. Co., chairman; A. A. Bal- 
Cc. H. LeFevre, advertising man-|lantyne, Electric Auto-Lite Co.; S. 
ager, Sealed Power Corp., re-|R. Robinson, United States As- 
elected secretary; H. M. Wertz, | bestos division. 
advertising manager, Toledo Stee! Shows: George W. Stout, chair- 
Products Co., treasurer. man; T. Faxon Hall, R. E. Conley, 

The meeting was attended by/C. C. Tapscott 
40 advertising and sales executives | Mfg. Co.) and C. B. Dietrich. 
of manufacturers of automobile Catalog and literature: C. B. 
replacement parts, too!s, ¢€quip-| Dietrich, chairman, H. C. Mohr 
ment, accessories and chemicals. | and R. M. Schutz. 

One of the topics taken up at | publicity: E. F. Todd (Imperial 
the meeting was the need for Brass Mf Co.) hai ; = 
re-education of sales personnel. | (, al Ga, PR an tanaae ‘ 
Discussion of this subject was | ~°",°Y, “rene - Robers (Weather- 

7 head Co.), and Albert Joseph (AP 
led by H. M. Wertz, who dem- Parts C a 
onstrated a new type of visual a we 










presentation. 

It was pointed out that one of 
the vital problems facing both 
manufacturers and jobbers today 
is re-education of salesmen and 
countermen so that they will be 
able to do a vigorous, hard-hit- 
ting selling job. This problem is 
partially the result of changes in 
personnel over the war years, re- 
sulting in many new faces on the 
sales forces and the fact that 
salesmen have had to do no real 
selling over the past six years. 

Other subjects included “Trade 
Paper Relations,” discussed by 
Burt Hotvedt, sales promotion 
manager, Blackhawk Mfg. Co.; 
“Study of Industry Advertising 
Budgets and Trends,” by B. D. 
Spofford, Dayton Rubber Mfg. Co. 
for J. D. Hershey, director of ad- 
vertising of the same company, 
and “Plans for an Annual AAC 
Advertising Merit Award for Au- 
tomotive Wholesalers,” discussed 
by Hall. 

The industry’s acceptance and 
use of the “Guidebook to More 
Profitable Customer Meetings,” 
recently published by the Coun- 
cil, was reported on by Kirk- 
patrick. Don L. Hague, adver- 
tising manager, E. I. du Pont de 
Nemours & Co., Inc., Zerone and 
Zerex division, was the leader of 
a discussion on the advisability 
and nature of a proposed reader- | 
ship survey. 

H. C. Mohr, advertising and 
sales promotion manager, Pack- 
ard Electric division of General 
Motors Corp. and R. M. Schutz, 
sales promotion manager, Mare- 
mont Automotive Products, Inc., 
were elected to the board of gov- 
ernors for a two year period. C 
B. Dietrich, sales promotion man- 
ager, Accurate Parts Mfg. Co., R. 
E. Conley, advertising manager, R. 
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containers to the crankcase of 
Motor Oil Lubreels. No fu 





openers. No waste... No mess. 
In Lincoln Lubreel installations, pumps and con- 


tainers are placed in out-of-s 


piped direct to the Lubreel which can be located 
adjacent to the lubricating equipment, as illustrated 
above, against the wall, or between lifts, as desired. 
All hose assemblies are mounted on individual, air- 


Hi A story of the 


Motor — 
Memories 


tga + 
ah ; 


automobile and 
truck business 
by an author 
who lived and 
was actively in 
the business 
from its very 
inception —filled 
with many an- 
ecdotes and side 
line pictures 
that only a 
man who was a 
sales manager for a top-line bear- 
ing and axle manufacturer could 
possibly know. Eugene W. Lewis 
tells of the hey-day of the auto- 
mobile business from a personal 
angle and from his intimate asso- 
ciation with the men who made 
the business what it is today. Re- 
live the building of the great Gen- 
eral Motors, Ford and Chrysler 
Corporations with this man who 
lived the “first fifty” years as a 
key figure in the industry’s growth. 
Motor Memories, a Saga of Whirl- 
ing Gears, $3.50, Automotive News 
Book Department. 


TwvvVvvn< 


operated, automatic retract 
valve is equipped with an 


being dispensed. 





(McQuay-Norris | 


Eliminate Double Handling of Oil... Speed up 
Service and Save Time—Dispense Motor Oil the most 
modern of methods — direct from original refinery 


meter which accurately registers the amount of oil 


Get the Complete 
“C tol” STORY 


Write for your free copy of 
the booklet—The LINCOLN 
SYSTEM FOR DISPENSING 
MOTOR OIL "“C to C” (origi- 
nal Container to Crankcase). 
It gives you the complete 
story on how to dispense 
motor oil the modern way. 


LINCOLN ENGINEERING COMPANY 
5701 Natural Bridge + St. Lovis 20, Mo. 
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Auto-Lite. 


zeon, they are being made by Walker & Co., Detroit. 


GE Lamp Halts 
Tax Absorption 


CLEVELAND.—The General 
|Electric lamp department last 
week added the 5 percent federal 
excise tax on lamps to its retail 
prices, explaining that increased 
labor and materia! costs prohibit- 
ed further absorption of the tax 
by the company. 

M. L. Sloan, vice-president and 
general manager of the lamp de- 


the vehicle with Lincoln 
nnels, measures or can 


ight locations, and oil is 


ing reels. Each control 
easy-to-read, totalizing 





FIRST ILLUMINATED outdoor point of identification signs since the war, the above 
will soon be decorating buildings housing authorized service distributors of Electric 


uw 
~ 


40,000 Mechanics 
Schooled in New 
‘Chevrolet Truck 


DETROIT.—Service personnel of 
|Chevrolet dealers across the na- 
|tion are being schooled in the 
mechanical features of the new 
“advance design” line of trucks 
which Chevrolet will introduce 
next month and by July 1 more 
than 40,000 mechanics will have 
|been trained, Ed Hedner, national 





service and mechanical manager, 
Largest of a complete new group of standardized signs and lighted hy | 2nnounced last week. 
Training courses for service 


: : |personnel, Hedner said, are being 
partment, said at the same time held in more than 450 communi- 
that price adjustments had been (ties under the sponsorship of the 
made on certain lamps to reflect Chevrolet zone offices so that the 
either high volume production or | service managers, shop foremen 
“abnormally increased costs.” The |and other service employes will 
list prices of over 90 percent of | have complete information regard- 
GE lamps, however, remained un- ing the many changes and im- 
changed or were lowered. he said. | jrovements of the new trucks. 


Tucker Sales of Richmond Service employes of fleet opera- 
Tucker Gales, Inc. Richsené, tors of trucks will also be given 


Va., with maximum’ capital of | instruction in their shops and ga- 
$100,000, has been formed to con- | T@gses on the “advance design” ve- 
duct an automobile business. D. M. | hicles as part of the national pro- 
Williamson is president. gram of Chevrolet. 
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NEWLY MODERNIZED service setup of D. S. & D. Motor Co. (Dodge), Baltimore, 
operated by the four Hazelip brothers, provides for customers’ comfort in the air-con- 
ditioned waiting lounge shown in lower right of picture. The most efficient handling of 
all service work is assured by the modern service control tower, nerve center of the 
entire service operation, shown in upper center of picture, with the service manager’s 
office adjoining it at the right. 


Pa. Old Timers 
Meet June 11 


PHILADELPHIA.— Motor car 
pioneers in Pennsylvania, who are 
members of Automobile Old Tim- 
ers, will hold a reunion and lunch- 
eon at McCallisters here June 11. 


A Pennsylvania state council of 


formed, and officers elected for the 
ensuing year. President George 
Conrad Diehl and Secretary Fred- 
erick H. Elliott will be guests upon 
this occasion. 
Munson Promoted 

Harold G. Munson, for 14 years 
with Dowd-Feder (Chrysler-Plym- 
outh), Cleveland, has been named 


the national organization will be'used car manager. 
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Service Ads Draw 


McKay of Seattle Promotes 1-Day Feature, 
Price Specials, Free Transportation 


SEATTLE.—To keep 
busy with service and repair jobs 
the W. O. McKay Co. (Ford) has 
been running a series of front page 
ads in the Post Intelligencer, two 
columns by five inches in size. A 
dual message is carried: One-stop 
service with a price tag on cer- 
tain popular repair jobs. 


As a followup and tieing in with 
this theme is that of the “30 min- 
ute wagon.” This is a special serv- 
ice to customers who may leave 
their cars at the dealership and 
ride downtown to do their shop- 
ping or business, and then get a 
return ride in the “wagon” by a 
wave of the hand. 

The route is scheduled every 
half hour, during week days (ex- 
cept Saturday) and is from the 
McKay establishment through the 
heart of the city. 

The ads have been paying off, 
according to the dealership, which 
reports the shops have been kept 
busy. The special service has been 
used extensively, even though 
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Wel |- Pos ad » « Your NAPA Jobber is well posted on your parts needs and well- 


stocked to meet them. He is in position to save you phone calls, gasoline,and time. Under one roof he 


has parts and supplies of genuine quality which cover the great majority of your requirements for cars 


and trucks of all makes. On parts only occasionally needed there is no waiting for “shipment from the 
factory.” They are quickly available from a nearby NAPA Warehouse. You save your own time, and 
your customers’ time, when you depend on your NAPA Jobber. 
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its shops| started only a short time ago. 
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SERVICE SECTION 


FREE 


for the Convenience of 


Specifically, piston ring jobs, at | Our Customers . 





the price advertised, showed a nice Wibee yes See Te se comsenhte "30: tag Ser 
take you 






spurt following the advertisement. 
Other special jobs were advertised | 
in other ads, such as a “spring 
special” at an attractive price. 

Advertising account is handled 
by Frank Twist of Pacific Na- 
tional Adv. Agency. 


Buffalo Clamps Curbs | 


On Gas Price Signs 


BUFFALO.—Despite sharp at- 
tacks against the measure by sev- 
eral of its members, the Common 
Council has adopted a new ordi- 
nance intended to eliminate mis- 
leading displays on gasoline sales 
signs. 

Opponents of the ordinance con- | 
centrated their fire on the feature | 
to limit the size of the signs which | 
show the base cost of gasoline, the | 
tax and the total price. The new | 
Buffalo ordinance is modeled after 
New York City laws. 


Watch For McKay's Bins end White 
“30-MINUTE hebenr>eg ll 






WILLIAM O. McKAY CO. 


WESTLAKE AT ROY ST. Sérece 2323 











ONE OF William 0. McKay Co.'s front 
page ads in Seattle. 





Court Overrules 


Winnipeg on 
Early Closing 


VANCOUVER, B. C.—The Mani- 
toba Court of Appeal has upset 
a Winnipeg city bylaw enacted to 
force service stations to close 
early. 

The decision will allow gasoline 
stations to open and close when 
they like unless other restrictions 
are imposed on their operations 
by other authorities. 

The decision was given in a case 
concerning Philip Hoot, garage 
operator, who was convicted last 
November of keeping his station 
open after 9 p.m. contrary to the 
bylaw which provided that sta- 
tions close at 7 p.m. weekdays and 
9 p.m. Saturdays. Hoot was fined 
$15 and costs. 

The court held that one relevant 
section of the Shops Regulation 
Act made it an integral part of 
the Municipal Act; consequently it 
applied only to municipalities to 
which the Municipal Act applied 
and not to the city of Winnipeg. 

It held, further, that the Shops 
Regulation Act has not applied to 
Winnipeg since 1903, thus upset- 
ting every bylaw passed by the 
city under the act for the last 43 
years. 


WAA Service Kits 
On Sale at $78.50 


WASHINGTON. Automotive 
service kits, each assembled from 
government owned surplus equip- 
ment costing $323.25, are being of- 
fered for sale to all buyers in sin- 
gle kit units for only $78.50 under 
a new War Assets Administration 
program announced last week. To- 
tal acquisition cost of the equip- 
ment included is about $324,000. 

The offering affords truck and 
bus fleet operators, well drillers, 
construction contractors, farmers 
and other truck and bus owners 
an opportunity to buy essential 
repair equipment at a_ saving, 
WAA said. All orders should be 
sent to WAA, Lordstown Sales Of- 
fice, Warren, O., where the entire 
inventory is located. 








Silt Removal 
| L-O-F Plant Cleans Water 


For Glass Washing 


OTTAWA, IIL—A water treat- 
ment plant which will daily trans- 
form a million gallons of the muddy 
Illinois river into clean water is 
one of the improvements at the 
plant of Libbey-Owens-Ford Glass 
Co. here, a move aimed at im- 
proved quality in laminated safety 
glass for motor cars, according to 
R. R. Nickerson, plant manager, 

The new system removes silt and 
organic matter from the river 
é water and provides improved wash- 
V2) 4 3 : ing of the glass, according to com- 

136 y pany engineers. 
>LORON 


GM Subsidiary to Build 


$250,000 Power Plant 


BROAD BROOK, Conn.—Broad 
Brook Co., a subsidiary of Gen- 
eral Motors Corp. and supplier of 
much of GM’s automobile uphol- 
stery fabrics, is about to begin 
construction of a power plant, to 
cost $250,000. 
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_ Customers Are Willing 


Ohio Dealer Installs Bonded Brake Service 
And Finds No Sales Resistance 


CLEVELAND. — Capitalizing on 
the trend toward bonded brake lin- 
ings, Erdelac Sales and Service 
Inc. (Studebaker) has become one 
of the first new-car dealers in the 
northern Ohio area to install this 
new process. 

The dealership is already moving 
into a program of promotion and 
advertising to boost the process, 
according to J. M. Erdelac jr., pres- 
ident. 

“All our brake jobs are now 
being bonded and customers are 
highly satisfied,” Erdelac said. 
“We spent $600 for installing new 
equipment and, although the cost 
to the customer for bonded 
brakes is slightly higher, not one 
customer has refused to pay the 
difference, one dollar more per 
wheel.” 

Customer education in the oper- 
ation is included in the job of pro- 
moting the new method. 

“When a customer comes in for 
a brake job,” Erdelac said, “we 
show him both the old and new 
methods, explaining the advantages 
of bonded brakes—such as absence 
of rivets and deeper lining use. 

“As a car dealer and service sta- 
tion operator, we are naturally in- 
terested in equipment. We have al- 
ways purchased the best and latest 
for our shop, so it was only nat- 
ural that when we heard about 


Grizzly Markets 
Lining Sets with 
Bonding Agent 


CHICAGO. — Grizzly Mfg. Co., 
manufacturers of Grizzly brake 
linings, last week announced the 
availability of a complete new line 
of brake lining segment sets spe- 
cifically designed for application 
by the bonded brake lining pro- 
cess. 

Bonding agent will be applied to 
the new Grizzly brake linings at 
the time of manufacture, com- 
pletely eliminating the hazards of 
storing, handling and applying 
bonding agents in the field. 

Grizzly said that with the bond- 
ing agent applied in uniform 
stripes to the specially prepared 
shoe side of the new linings, the 
process of bonding brake linings 
in the field will be reduced to 
proper cleaning of the old shoes, 
clamping in place of the bonded 
lining segments and curing, han- 
dling, preparation and cleaning of 
linings and application of the 
bonding agent. 

Operations important to the sat- 
isfactory performance of the com- 
pleted job will be performed at 
the factory under laboratory con- 
trol. Material costs for the new 
type linings, the company said, 
will be comparable to the cost of 
ordinary riveted lining, a factor 
in bringing the final cost of bond- 
ed brake lining replacement work 
down to meet the cost of brake re- 
lining by the rivet method. 


Inquiries should be addressed to 
Joe Brown, sales manager, Grizzly 
Mfg. Co., Paulding, O. 


Service Always 
Brown Uses Ads to Plug 


24-Hour Towing 


BUFFALO.—Brown Motor Sales, 
Inc., has instituted 24-hour-a-day 
towing service and is selling it 
to the motoring public through 
effective newspaper advertising. 

A large ad carried a picture of 
the firm’s new 4-wheel drive tow 
truck and announced: “The service 
of this new equipment is at your 
disposal day and night. Call us 
when you need us... we'll be 
waiting to serve you.” 

Blocked off in the ad is a space 
to be clipped out by readers, say- 
ing: “Put these numbers in your 
wallet: night calls, RI 9132; day 
service, DE 1343.” 


In New Shopping Area 
Automobile dealers who have 
shops in Edmondson Village, a new 
shopping area near Baltimore, are 
Anderson Motor Co. (Chevrolet) 
and City Oldsmobile Inc. 





this new application of brake lin- 
ings we inquired. 

“Upon seeing it in operation, and 
receiving data on tests made and 
actual use in the passenger car 
and truck field, we immediately ac- 
quired a unit. 

“We have already advertised in 
the daily papers. Our belief is 
that the shop without this equip- 
ment will lose a portion of a 
profitable service since car man- 
ufacturers will have bonded 
brakes on new cars.” 

There has been little need for | 
change in the service department | 
due to installation of the new pro- | 
cess, according to Erdelac, and| 
mechanics had little trouble in 
learning the application of bonded 
brakes. 

The dealer purchased his unit 
through Pennsylvania Rubber & 
Supply Co. 

Erdelac pointed out that through 
the use of bonded brakes, riveting 








“Now tell me all your car’s| 
troubles in your own words and I 
will try and help you.” 
is eliminated, thus giving the car 
an additional 15,000 miles service 
on the lining. Elimination of rivet- 
ing also adds approximately 15 
percent to the braking service in 
contact with the drum, Erdelac 
noted. 











British Trade 
Opposes Ban 
On U. S. Tools 


LONDON.—(UTPS)—Determined 
efforts by British garage proprie- 
tors to obtain American and Ca- 
nadian garage equipment and ma- 


|chinery are being persistently op- 


posed by government authorities, 
who refuse to allow the import of 
much needed machinery to replace 
wornout British and North Amer- 
ican prewar equipment. 


The case for importation lies in 
the fact that many of the ma- 
chines and items are exclusive to 
North American manufacturers 
and are claimed to give a vastly 
better performance than do com- 
parable British made machines. 

To the board of trade there is 
no difference between a British 
grinder and an American grinder 
and requests for importation of 
American items have been persis- 
tently refused on the grounds that 
a British piece of equipment is 
available. In actual practice, Brit- 
ish equipment is not immediately 
available and delivery dates are 


39 


as long as 12 months in arrears. 


The net effect of this situation 
is that British garages want new 
North American equipment which 
is available if authority can be 
obtained for its importation. The 
Treasury refuses to sanction im- 
ports and a position of stalemate 
has been reached. 


A hint that the British car in- 
dustry may be nationalized was 
given at a Coventry gathering 
when the local member of Parlia- 
ment indicated that control of steel 
and transport by the. government 
would permit it to apply pressure 
to the automobile industry. If the 
auto makers failed to meet gov- 
ernment requirements there might 
be further pressure applied to in- 
Sure agreement through national- 
ization, it was warned. 


Telephone Notebook 
An attachment for the base of 
handset telephones, which houses 
a sliding metal drawer upon which 
& scratch pad is mounted for ready 
availability in taking messages and 
numbers, is the product of Lanko 
Sales Co. 6774 Taft, Detroit 8, 
Mich. It is priced to retail at $2 

east of the Rocky mountains. 





You specify chrome plating for protection of bumpers, hardware and trim. 
Chrome’s protective quality is our reason, too, for chrome-plating the piston 
rods in Monroe Direct-Double-Action Hydraulic Shock Absorbers. Their 
super-smooth finish* lessens wear... helps maintain efficient tolerances... 
withstands corrosion. The long life of Monroes is a prime reason why 14 top 
cars, trucks and busses are equipped with this precision-built ride control. 


MONROE AUTO EQUIPMENT COMPANY, Monroe, Michigan. 
World’s Largest Maker of Ride-Control Products 


“Monroe specification for chrome finish on 
piston rods is within 10 millionths of an inch. 


MONROE 





DIRECT-DOUBLE-ACTION HYDRAULIC SHOCK ABSORBERS 
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Backshop .. . 


By 


Jack Weed 





(Continued from Page 35) 


needed and then went to their 
source and bought those parts. 
aa * * 

DOUG FOUND that, out of the 
40,000 parts available in the fran- 
chised dealers stocks, the jobbers 
earried less than 1,500 and that 
but 350 were competitive with 
dealer parts. So Doug rearranged 
his prices and discounts and put 
his dealers in a position where 
they could compete favorably with 
the jobber if they went after the 
business properly. 

He then put on a training pro- 
gtam for his dealers, showing 
them the profits they were miss- 
ing by not giving the outside shops 
the customary discounts they re- 
ceived from the jobbers. He point- 
ed out to them that they sold from 


50 percent to 75 percent of their) 


parts at retail—-either with their 
own shop work or over the counter 
even if they did a fairly reasonable 
wholesaling job, and not like tho 
jobber who had to give a discount 
on everything he sold, could spread 
their wholesale discounts over 


How to get more oil 
trom new car drivers 


Right in 





keep it! 















|their entire parts business and 
|still make a handsome profit. 

Today, hundreds of Chevrolet 
dealers, like C'’ark Maple Chevro- 
let in Chicago, sell over $100,000 
worth of Chevrolet parts whole- 
sale every month at very nice net 
profits, due mostly to the pioneer- 
ing that Morgan D. Douglas did 
back in the early thirties. 


* * * 


thew same week I dropped in on 
I. F. Nelis of Fruehauf Trailer, 
who is credited with doing a very 
|nice wholesale accessory business 
|through its many branches, and 
found that here the accessory bus- 


or the drug business. When they 
|put air brakes on a tractor and 
|trailer, the salesman 
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The only accessories this depart- 
{ment handies are those that can 
|be sold with associated idecas-—and 
|as a result they do a nice business. 

* * + 


UST about two weeks ago, I re- 

ceived a friendly ‘ctter from 
my old friend, Frank Schwab of 
Lempco Products, giving me “hell” 
as he says in his letter for being 
so outspoken in my complaining 
that the promoters of the ASI 
show don’t open it up to whole- 
saling franchised dealers and dea}- 
er-engine rebuilders for one or 
two days instead of excluding 
them from the show. 

Frank says in h'‘s letter: “Inso- 
far as the ASI show is concerned, 


|it always was primarily a show 


asks: | 
“Wouldn’t you like to have an air) 


horn, too?” Or if the job is going | 
jon a wholesale route where the | 


driver must get in and out of his 
vehicle many times, they suggest 
a folding step. Where heavy loads 
must be put “on board” the trailer, 
they suggest the power loader, etc. 


~ Ytw_* : 
>a i 


your own neighborhood there is an 


increasing number of new motorists. You 
want their oil business—and you want to 


HUT 


MOTOR OIL 


You know, yourself, 
that Quaker State 
Motor Oil is famous 
for its superior quali- 
ties. Display your 
Quaker State sign. 
Bring those new cus- 
tomers in. 
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for automotive wholesalers and 
never was a wide open show. True 
enough, the 1947 show is a long 


liness is handled like the razor—|W&yY from being wide open, but it 


is decidedly an improvement over 
anything we had heretofore. For 
one thing, I cannot see how it can 
possibly ever be a wide open show 
for all car dealers and independent 
garages unless it is stretched out 
another three or four days.” 

I agree wholeheartedly with 
what Frank says about this year’s 
show. In fact he points out one 
thing that I have missed—at least 


But remember this: many 
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THE NEW SERVICE station, display room and office of Collum Pontiac Co., Blac’: 


ville, S. C. The display room is 38 by 60 


I didn’t know it or I might have 
tempered some of my criticism. 
And that is that “this year’s show 
‘s open to all recognized engine 
and other unit parts rebuilders, 
whether they be car dealers or 
independents.” For that correction 
I wholeheartedly thank him. That 
opening alone wil! let in a large 
part of the dealers I have been 
screaming about. 

He also says that car dealers, 
who are also replacement parts 
wholesalers, are not necessarily 


business 
f 





of these 


people have never before bought 
much, if any, oil. They’ll want oil 
they’ve heard about. Oil with a rep- 
utation ... Quaker State Motor Oil. 





And don’t stop there. 
Tell them Quaker 
State Motor Oil is 
made solely from pure 
Pennsylvania grade 
crude oil. Tell them 
it’s refined by a spe- 
cial process—in 


Quaker State’s own modernly equipped refineries. 


Talk up Quaker State Motor Oil to every newcomer. 
Sell them this oil you know they can depend on. 'That’s 
the way to make new customers... and sleady customers. 


QUAKER STATE SUPERFINE LUBRICANTS 


QUAKER STATE OIL REFINING CORPORATION e OIL CITY, PENNA. 


feet; the parts department, 60 by 80. 


barred if they conduct their whole- 
sale business separate from their 
retail business. It kinda looks like 
I should have had a talk with 
Whit Ruark or John Peters before 
I let go in my last wail, because 
if this is also true, then practic- 
ally all of the wind is taken out 
of my sails. 
* # % 

BUT I DO want to go back to 
the paragraph I quoted from 
Frank’s letter, because, in addition 
to admitting in another part of 
his letter that “there are now 
about 7,300 replaccment parts and 
equipment wholesalers in the Unit- 
ed States eligible for admittance 
to the show,” he emphasizes that 
he cannot see how it can ever be 
possible to be a wide open show 
for all car dealers and independent 
garages. 

I have never advocated that in 
| any co!umn or story. The car deal- 
|er who does not do a major whole- 
saling job has no mofe place in 
|a wholesalers show than an in- 
dependent garage—or a fleet own- 
|er. This ASI show is_ primarily 
a show for those who supply parts 
and working tools to the trade at 
wholesale prices or discounts. And 
the manufacturers, who pay for 
the show with their exhibits, tune 
their displays and sales efforts to 
this pitch. 

After all, it is for these boys 
| who really put the show on, re- 
| gardless of who fosters it, that I 
| have been exercised. They are the 
| customers who must eventually be 
satisfied or the show will cease 
to go on. The ASI show is the 
biggest show in the automotive 
| industry—costs more to put on 
|and man than any other show 
| that I know of, at least. And with 
| due credit to the three associa- 
|tions that have fathered it over 
| the years, has, in my humble opin- 
ion at least, outgrown in impor- 
tance to the industry that of be- 
| ing merely an association member 
| show. 
| During the years of its growth, 
is has assumed an industry im- 
| portance, while the industry since 
| the close of the war has gone on 
a mad merry-go-round of expan- 
sion and change. Some people call 
| it a tendency of people to play in 
| other folks’ backyard. I think it 
is one of those revolutions that 








hit the industry every so often 
|and, according to custom, is up- 
setting many things that “were” 


and bringing new trends into the 
business. 
ok * co 

ONE OF the most important 
|}trends that I note is that of a 
large part of the franchised car 
and truck dealers getting into the 
wholesaling of parts to indepen- 
dent garages and filling stations. 
I have never seen any figures, such 
as are showing up in AUTOMOTIVE 
News’ current dealer activity sur- 
vey, where nearly 16 percent of 
the dealers say they are operating 
|a separate wholesale department 
|} over 5 percent a separate whole- 
sale store, over 14 percent travel- 
|ing parts men, over 11 percent 
operating trucks, nearly 14 per- 
|cent selling independent brands of 
| parts wholesale, and over 53 per- 
cent selling accessories at whole- 
sale. 

The manufacturers of replace- 
ment parts now have to foot the 
| bill of the ASI as well as another 
“chain store show” and_ several 
| sectional shows. Will they have 
|to add another show to franchised 
dealers? 

The NADA plans to hold an 
equipment show in_ connection 
with its annual meeting in Chi- 
cago this year—perhaps a large 
|number of parts and other sup- 
| plies manufacturers will see fit 


|to show in that. The builder of 
| (Continued on Page 41, Col. 1) 
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Backshop . . . 


(Continued from Page 40) 


shop equipment and 
tools cannot very well stay out, | 
since the dealer is by far too} 
large a customer of these firms | 
for them to turn it down without | 
a terrific struggle. 

The only point I make is— 
granted that the ASI show is the 
industry’s biggest and most expen- 
sive and most important—wouldn’t 
it be much better for all if it 
could be made to accommodate 
every interest that could be cov- 
ered by one showing—one expense 

-one laborious week of setting up 
exhibits, collecting fieki men into 
the show city, designing new prod- 
ucts to capture the trade and all | 
of the other items of expense that 
make up this tremendous show- 
ing? 

Maybe Frank’s suggestion is a 
solution—that the NADA hold its 
meeting a week ahead or a week 
behind the ASI, so that those who 
wish to display both shows would | 
have but one setting up to do and 
could keep their men over for the | 
few days extra it would take to 
show to both groups. | 


I don’t know—all I can see is 
that in these days when every one 
should be striving for lowered dis- 
tribution costs if possible, the in- 
dustry seems to be headed for a 
double $10,000,000 showing (if the | 
ASI costs that as variously re- | 
ported), instead of accommodating 
the show to the trends of distribu- 
tion that seem to be in the mak- 
ing. I really believe that the much | 
less stringent entrance regulations 
of this 1947 ASI show is a big 
step in the right direction and may 
go a long way toward solving this 
particular show problem. 

However, if separate shows—like | 
the Chevrolet two-zone equipment | 
show that just closed in Detroit | 
pay their way in volume sales, 
then perhaps all this worry and 
screaming about the cost of re- 
peating the shows is futile—and 
the exhibitors need no champion 
taking up valuable space moaning 
in their interest. 

+ * * 

RECENTLY attended one of 

the nicest tokens of business 
friendship that I have ever had | 
the good luck to be in on, when | 
the space peddlers for the various | 
newspapers and national “mags” | 
gave Cap Kimball of Pontiac Mo- 
tors a party commemorating his 
thirtieth year with that company 
I still don’t know how they hap- 
pened to let a few of us from the 
editorial side of the fence come 
to the “appreciation party,” but 
they did. 

Having grown out of both di-| 
apers and short pants in Pontiac 
—and also being an old Oakland 
employe (for a short time; I got 
fired for disobeying orders before 
I made too much of an impression 
on the company or it on me), I 
have known B. B. for some time. 
My family knew his family sort 
of thing you know. I can remem- 
ber how proud some of the town’s 
bigwigs were when Cap got his 
appointment to West Point—up- 
holding the tradition of the smart 
young fellows going to one of the 
service schools while harum-scar- 
um wild eggs like me went to 
Detroit. 


Cap started officially with Oak- 
land on May 27, 1917. I got fired 
for badly misusing a test car in | 
August, 1909. But Cap as a kid | 
in knee britches was “office boy- | 
ing” his vacations around the ivy- | 
clad brick building across from | 
the P. O. & N. depot even when 
I was saying hello-goodbye to the 
company that Ed Murphy built 
out of the old Oakland Carriage 
Co., and where Mart Pulcher, the | 








builder of Federal Truck, served | 
his time as_ stockkeeper and | 
chaser. 


Cap has the distinction of serv- 
ing under 11 sales managers and 
five general managers during his | 
career—most of which has been 
spent in giving the aforementioned 
Space peddlers a nice  brushoff 
when the budget wouldn’t stretch 
far enough to let their paper or 
“mag” on. They must have liked 
his style though, for in my experi- 
ence, damn few “no” boys have | 
Steak dinners thrown for them, | 


servicing | even if they have been on the job 


for 50 years. 
* + * 


I GOT quite a “kick” out of the 
number of car dealer-engine re- 
builders who attended the Auto- 
motive Engine Rebuilders Assn. 
meeting in Detroit the latter part 
of May.. Many of them wandered 
up to the room which we Boost- 
ers of B-19 had for out-of-town 
firemen, and I got a chance to 
talk with them about their opera- 
tions. One Ford dealer from down 
St. Louis way, in particular, was 
in for the meet. His rebuilding 
shop does only 250 engines a day, 


MUSKEGON ADS IN THE SAT- 
URDAY EVENING POST MAKE 
A PERSONAL CALL ON YOUR 
CUSTOMERS AND PROSPECTS 


and he ships to both coasts. Any 


that some of these boys don’t draw 
at least two heavy strings to their 
| automotive bow. 


He has worked out a simple and 
effective way of taking care of 
the bothersome block charge or 
deposit that engine rebuilders have 
to make. He just averages the 
number of bad blocks over the 
number of blocks he takes in and 
charges them all the average, 
which is actually very low, ac- 
cording to his experience. This 
eliminates all arguing and makes 
his a “sweet” deal. 


Holley Motor Sales 


Charleston, W. Va., has been or- 
ganized with capital stock of $20,- 





000. Principals are A. J. Holley, 


Every MONTH 


one has a hard time telling me| 


A. J. Holley Motor Sales, Inc., | 


Good Boys 


| Safety Award Drivers Cover 
310,827 Miles 


Six commercial drivers rolled up 
accident-free mileage in one year 
equivalent to more than 12 trips 
around the world in taking top 
honors in the new Miles Per Acci- 
dent contest of the National Safe- 
ty Council. The winners drove a 
combined total of 310,827 miles 
from March 1, 1946, to March 1, 
1947, with no accidents resulting 
in property damage or personal 
injury. . 

The contest was conducted by 
the council to give individual 
recognition to top commercial 
vehicle drivers in addition to the 
Safe Driver Awards presented 
to drivers for going a year or 





more without a preventable acci- 
dent. 
| Raymond J. Custard, employed 
| by the Denver-Chicago Trucking 
Co., Denver, drove 97,495 miles 
without an accident to win first 
place in the intercity truck divi- 
sion. Joseph Lambert, a driver for 
the O. L. D. Forwarding Co., An- 
derson, Ind., took second place with 
a record of 93,867 miles. 


Display for Five Makers 

DETROIT.—Frank Haske and 
Walter Scott, of Automotive Equip- 
ment Sales Co., staged a display 
of the products of the Chief Align- 
ment Corp., Midwestern Mfg. Co., 
Narragansett Machine Co., Peter- 
son Welding Laboratories and 
Wheel Equipment Co. during the 
AERA convention here. 


A Paleontologist is a man who 
has spent years in the study of 
fossils. He’s a real specialist! 


“ 


Factory Authorized 


Service Man?” 


Long training 


your “Factory 


and experience make 
Authorized Service Man” 


a specialist, too! A specialist highly 
skilled in keeping your car running 


smoothly and economically. Among 


you need new 


TO TELL THEM WHAT A FINE 
FELLOW YOU ARE TO DO 
BUSINESS WITH! 


Pld te 
Na 


engines by the 


other things, he'll tell you when 


parts like piston rings, 


tested and proved especially for worn 


same men who designed 


your car's original rings. See your 
“Factory Authorized Service Man” soon! 


“THE ENGINE BUILDERS’ SOURCE FOR PISTON RINGS" 
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NEW YORK.—A new program 
designed to aid Texaco dealers in 
building new sales levels and in- 
creased profits through improved 
service station operation was re- 
‘vealed last week by R. L. Saun- 
ders, vice-president in charge of 
domestic sales for Texas Co. 

With the opening of the summer 
travel season, 55 men, to be known 
as representatives-dealer service, 
are being assigned to state sales 
managers to work with salesmen 
and dealers in the solution of serv- 
ice station problems, Saunders 
said. All men have just completed 
extensive training courses conduct- 
ed by division managers and tail- 
ored to local sales problems. 

In endeavoring to increase the 
draw-in power of each service 
station, the men will work with 
dealers on plans for balanced 
buying and selling of products, 
the use of aggressive, convinc- 
ing local advertising, the effec- 
tive use of available space, the 
appearance of station attendants. 

Also included are striking light- 

ing effects for stations, driveway 
appearance, service station visi- 
bility, the use of window displays, 
direct mail and book match adver- 
tising, credit cards and the Texaco 
Touring Service, and station house- 
keeping. 

For those dealers who adopt the 
new registered rest room promo- 
tion, the representative-dealer serv- 
ice will work with the dealer to 
achieve those standards more 
easily. 

All men are topflight personne} 
with extensive sales backgrounds 
ranging from service station oper- 
ation to the supervision of dealer 
training program. Men attending 
the regional programs were trained 
by experts in station housekeeping, 
visual merchandising, customer 
service, customer solicitation and 
follow up, product merchandising 
and dealer training courses. 


They will now work directly 


Gulf Introduces 
Special Series 


Of Motor Oils 


PITTSBURGH.—The Gulf Oil 
Corp. announced here last week 
the introduction of a series of new 
motor oils, each designed to give 
greater service in a specific type 
of motor. 

Gulfpride Motor-is the name of 
the company’s new motor oil, 
which it says incorporates various 
features resulting from extensive 
wartime petroleum research. The 
other new oils in the series will 
be known as Gulfpride ‘Marine, 
Gulfpride Diesel and Gulfpride 
Aviation. 

New additives used in producing 
the new Gulfpride Motor oil, offi- 
cials said, give high resistance to 
oxidation and provide maximum 
protection to bearings, even at the 
highest speeds and temperatures. 

Greater protection to moving 
parts, greater film strength, bet- | 
ter lubrication, unusual resistance ' 
to varnish or lacquer | 







and freedom from stuck piston 
rings are other features claimed 
for this new oil 





To feel the pulse of the industry, con 
sistent reading of Automotive News is a 


necessity. 
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Texaco Dealer Program 


Aides Named to Work With Sales Heads 
Through to Local Station Levels 







G4 
GEE tg 


= 


) 


/)) 









2 
> 


under the state manager. Travel- 
ing with the salesmen to whom 
the station is assigned, they will 
be introduced to the dealer as a 
merchandising and operation ex- 
pert to assist that dealer in ac- 






complishing a better operation 
and developing more easily a 
more substantial and profitable 
business. 

Saunders pointed out that each 
dealer helps or hurts every other 
dealer and that a consistently high 
level of service station operation 
from coast to coast is fundamental. 
The new program is designed to 
help achieve these standards, he 
said. 


Graduates Hear 
Dreystadt, Keating 


DETROIT. — Graduation exer- 
cises for the 40 students attending 
the 17th session of the Chevrolet 
Post-Graduate School of Modern 
Merchandising and Management 
were held last Friday at Hotel 
Statler here. 

Nicholas Dreystadt, general man- 


SERVICE SECTION 
By Fred Kemp of 
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ager of Chevrolet, was the speaker 
with T. H. Keating, general sales 
manager, toastmaster. Graduates 
and their sponsors were guests of 
Keating and T. O. McLaughlin, di- 
rector of the school, at a luncheon 
Friday noon in the Recess Club. 


Brunson-Griffen 
Brunson-Griffen Motor Co., 1001 
Fourth Ave., Yuma, Ariz., has been 
appointed a Buick dealer. Horace 
Griffen jr. is manager. 


Two More New Products of Stewart - 





It’s easy. Anyone can learn to do it. As the wheels are spinning, the dial tells you the DEGREE of 
unbalance —the stroboscopic lamp reveals the POINTS of unbalance. 





A complete, self-contained 
unit with all accessories stored inside. 


Stainless steel top, baked enamel 
finish, chromium trim. 


A Compact, Portable, Wheel Balancing Department 
- ++ Does What No Other Wheel Balancer Can Do. 
Now you can balance wheels to electronic precision while the wheels remain 
on the car or truck in true operating position! 


Without turning a dial or setting an indicator, using only one plug-in, 
you do a perfect job every time, in less time, with less work. 

And because the unit merchandises itself and your modern service, you 
get more wheel balancing jobs. Then, you turn them out better and faster at 
higher net profit. Those extra profits enable you to quickly pay for the unit. 


For a demonstration and complete information contact the nearest 
Alemite Distributor, or write Stewart-Warner Corporation, 1878 Diversey 


Parkway, Chicago 14, Illinois. 


READ THESE EXCLUSIVE FEATURES: 


® Balances for both kinetic (static) and 
dynamic unbalance. 
® Balances front and rear wheels electron- 


ically without removing them from the car, 
or light truck, or heavy truck. 


® Balances wheels while running on their 
own spindles in true operating position. 


® Balances tire, tube, wheel, hub cap, hub 


and brake drum as one unit. 


® Balances wheels at operating conditions 
up to 100 mph. 


® Detects defective or worn parts that can- 
not be corrected by balancing. 





STEWART-WARNER C 
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Buy Lubricants 
By Brand Name, 
Says Oil Expert 


LOS ANGELES. — Recommend- | 


ing purchase of industrial lubri- 
cants according to brand names 
rather than by specifications, an 
oil company expert last week out- 
lined four factors constituting 
standards of performance which, 
he said, should govern such pur- 
chases. 


By this method, said B. C. Vo- | 


shell of the Socony-Vacuum Oil 


Co., Inc., in a paper prepared for | 
lubrication | 


committee of the American Pe- | 


delivery before’ the 


troleum Institute, an industrial 
lubricant purchaser “relies on the 


oil companies’ research laboratories | 


for the development of manufac- 
turing skill and engineering test 
procedures.” 

The basic factors to be consid- 
ered, according to Voshell, are the 
effects of lubrication on produc- 
tion, power consumption, cost of 
the lubricants, and maintenance. 

Voshell urged greater reliance 
by industry on lubrication engi- 
neers, pointing out that “many, if 
not most, of the improvements in 
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DISCUSSING EXPORT service tool and shop equipment market at the Export Service 
Tool exhibit, Miller Mfg. Co., Detroit, during opening of display room were (from left) 


| Ellis Wright, vice-president in charge of sales, Miller Mfg. Co.; Lawrence Ward, ex- 





| operation —increased production, | 
reduced power, less maintenance 
and repairs and savings in the cost 
of lubrication—are achieved by | 


Tire Distributor Named 


J. F. Ferdinando, president 
Superior Motor Rebuilders, 


| port manager, Miller; J. H. Hickey, general parts and service manager, Chrysler Corp. 
of Canada, and Jack Weed, service editor of Automotive News. , 


of 


Inc., 
mechanical or operating changes | has been named tire distributor in 


which are largely independent of | the Greater Cleveland area for the 


the lubricant itself. 


‘‘Dealers Tell Me.’’ by John O. Munn, is | 
an open forum for the expression of deal- | 
ers’ opinions. 


Pennsy'vania Rubber Co. 
outlets for the present will 
limited to 25 associate dealers, 
was said. 


Retail | 


be 
it 
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Gas Pumps Stay Busy 
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Scattered States Show Increasing Tax Receipts 
As Many Consider Levy Hike 


NEW YORK.—Receipts from 
motor fuel taxes, being watched 
closely in view of widespread pro- 
posals for increased tax rates, are 
continuing to trend upward, it is 
revealed by a survey of reports 
from states in widely scattered 
parts of the country. 

Gasoline sales in Vermont to- 
taled 5,385,183 gallons during 
March, an increase of about & per- 
cent over the corresponding month 
a year ago. Tax receipts for the 


month reached $215,407.34, com- 
pared with $199,413.26 in March, 
1946. 

First indication of the revenue 


to be received from a ‘%-cent in- 
crease in the state’s gasoline tax 


| rate, which went into effect May 


1, will not be apparent until May 
figures are compiled July 1. 

A sharp increase in April gas- 
oline tax receipts was reported 
in Iowa, where the total soared 
to $2,272,530.23, compared with 
$1,558,093.33 for March and $1,- 
959,232.32 for April last year. 
Refunds to non-highway users 





Warner tO make you money ! 


The complete Versatal unit 

fits any standard drum. Operates off 
your regular air line or 

compressor. 





CORPORATION 
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READ WHAT USERS SAY: 


Equipment.” 


Another Product of 
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‘‘New and old cars alike represent a market 
for underbody coating. The first 5 months 
, we took in $3700 at an average profit of . . 
334% thanks to the new Alemite Versatal 
(Name on request) 


“Car owners come in and request this pro- 
tection. They like the way underbody coat- 
ing deadens road rumble, squeaks and rat- 
tles. They want to be sure their new car 
won't rust out from below. Our average 


Does the Job Faster, Easier, Better at Greater Profit 


All over America, car service men are discovering a gold mine in the spray 

application of underbody coating. 
Now, the famous Alemite Versatal spraying equipment has been engi- 

neered to do underbody coating work faster, easier than any other make. 


The powerful air operated pump handles coating materials direct from 
original drums, either located in the work area or in some adjoining room. 
There’s no handling of materials—no mess, no waste. 

The hose is light and flexible—easier and less fatiguing to handle. The 
average operator can spray 5 to 8 cars without changing the drum. And, each 
sprayed car represents a net profit of around $17! 


profit on each job is around $20." 
(Name on request) 






Any man can be quickly trained to do a perfect and 
profitable job of applying underbody materials. 


These are just some of the hundreds of 
Versatal users who report phenomena! busi- 


ness, easy sales and high profits on under- 


cago 14, Illinois. 


body jobs. For complete details, costs and 
installation data, contact your nearest Ale- 
mite Distributor, or write Stewart-Warner 
Corporation, 1878 Diversey Parkway, Chi- 





totaled $332,778.55 in April, com- 
pared with $509,889.37 in March 
and $245,400.59 in April last year. 
It was explained the refund fig- 
ures fluctuate according to the 
amount of help available to get 
out the refunds. 


Kentucky’s state road _ fund, 
which began its new fiscal year 
April 1 and is supported mainly 


by gas taxes, received $1,900,466.66 
during April, an increase of $22,- 
547.45 over the same month last 
year. 

The yield from the Texas gaso- 
line tax for the first eight months 
|of its current fiscal year, which 
| Started Sept. 1, was $49,597,688, as 
| against $43,151,180 in the corres- 
ponding period of the preceding 
fiscal year. 

Gasoline tax receipts continue 
to yield increasing revenue in 
South Carolina, with a total of 
$16,129,083 collected during the 
first 10 months of the current fis- 
cal year, compared with $12,665,- 
400 in the preceding year. 

Louisiana’s gasoline tax collec- 

tions for March totaled $2,056,301, 
an increase of $311,152 over the 
same month a year ago. Thus far 
in the current fiscal year, the gaso- 
line tax yield has totaled $19,305,- 
851, a jump of $3,349,394 over the 
same period in the preceding fiscal 
year. 

Arizona’s tax on motor fuels pro- 
duced $633,588.94 in March, a de- 
crease of 4.59 under receipts in 
February and a drop of 2.65 under 
revenue for March, 1946. The de- 
cline, however, was attributed to 
local conditions, including heavy 
| refunds to non-highway users and 
a drop in tourist travel. 









Ads Recommend 
Checkup of Car 
Before Trips 


SYRACUSE, N. Y.— Eastwood 
Auto Sales & Service, 2665 James 
St., is attracting service business 
from car owners planning summer 
pleasure trips with newspaper ad- 
vertising that stresses the impor- 
tance of having motors in tip-top 
condition. 

“Pleasure Trip or Precious Time 
Wasted?” asks an _ eye-catching 
caption. “Summer motor trips can 
be either.” 

“"Make mine a pleasure trip,’ 
you say—but it’s largely up to you. 
We can help though—if you'll 
bring us your car for a tuning-up 
and adjustment before you start 
touring. 

“Remember, it’s a lot better to 
have your car put in good shape 
here at home than to be stopping 
at garages all along your vacation 
route to have the work done piece- 
meak Long-distance. high-speed 
driving has a way of making little 
faults into major troubles. Your 
best assurance of an enjoyable trip 
is to have us correct those little 
faults in advance.” 


Ford Remodels Offices 


For Coast Sales Chiefs 

RICHMOND, Calif.—Remodeling 
of the northwest wing of the Ford 
Motor Co. assembly plant here to 
provide offices for western regional 
executives is scheduled for com- 
pletion by July 1. Cost of the re- 
modeling is estimated at $75,000. 

The wing will house offices for 
the following: A. S. Hatch, regional 
manager; Walter J. Cooper, Ford 
assistant manager; Harry Crim- 
mins, Lincoln-Mercury assistant 
manager; W. C. Anderson, director 
of fleet sales; Ivor DeKirby, super- 
visor of the administrative control 
section, and John Weld, public re- 
lations. 


Fritsche-Koerner 
Fritsche-Koerner Corp. (Lincoln- 
Mercury), Rochester, N. Y., is 


celebrating its first anniversary in 
business. The corporation  pur- 
chased the building formerly 
known as the Powers Ramp ga- 
rage and has remodeled it into a 
sales and service center. George 
A. Fritsche is president and treas- 
urer, and Harold E. Koerner is 
vice-president and secretary. 
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Auto Finance 


Auto-Lite Nets $2 Million; 


Sales Hit Alltime High 

Electric Auto-Lite Co. reports 
net earnings of $2,095,381.72, equal 
to $1.40 per share, for the first 
quarter of 1947 after providing for 
taxes and all necessary reserves. 
This compares with a loss of $1,- 
433,228 for the like period a year 
ago. 

Royce G. Martin, president of 
thé company, stated that increased 
sales for the first quarter of $43,- 
407,985 attained a new high in 
the company’s history. This vol- 
ume compares with the first quar- 
ter of 1946 of $24,249,094, or an in- 
crease of 80 percent. 

+ * * 


Federal Reelects Lippard, 


Reports Record Sales 


Thomas R. Lippard has been re- 
elected president of Federal Motor 
Truck. Also reelected were: Fer- 
dinand L. Ruddon, vice-president; 
Chandler A. Rogers, secretary and 
treasurer. The election of M. L. 
Hudson as assistant secretary was | 
also announced. 

Total sales during 1946 amount- | 
ed to $16,321,006 and were higher 
than any peace-time year in the | 
37 year history of the company. | 
Sales for the first quarter of 1947 
were reported to be approximately 
double those of the corresponding 
quarter of 1946. 


* * * 





Earnings 

Barium Steel—March quarter: 
Consolidated net income, $380,694, | 
contrasted with a loss of $207,449 | 
for 1946 period. Sales reached new 
high record of $8,587,000 this year, 
while unfilled orders totaled $26,- 
500,000 on March 31. 

Humble Oil and Refining—For 
1946: Net profit, $71,831 or $4 a} 
share, compared with $70,895,006 | 
or $3.94 a sharé, the year before 

Pharis Tire & Rubber—For the | 
fiscal year ended Oct. 31 net profit. | 
of $1,562,714, equal to $3.68 a share, 
compared with $145,193, or 54) 
cents, in the preceding fiscal year. | 
Consolidated net sales for the fis- 
cal year ended Oct. 31 were $19,- | 
914,495, against $13,215,908. 

Reynolds Metals—Reported for | 
1946 net profit of $5,336,507, equal | 
to $4.94 a share, compared with | 
$4,396,187, or $4.03, in 1945. Primary 
aluminum production capacity was 
increased from 165,000,000 pounds 
in 1945 to 380,000,000 pounds in 
1946, the report said, and rolling 
capacity was increased 350 per- 
cent. The company spent more 
than $10,000,000 in improving | 
plants, products and _ processing | 
methods. 

Campbell, Wyant & Cannon | 
Foundry — 1946 consolidated net | 
profit, $1,029,452, equal to $2.96 each | 
on 348,000 capital shares, compared 
with $523,636, or $1.50 a share, for | 
1945; net sales reached new high | 
of $19,466,766 and compared with 
$18,632,101. 

Denman Tire & Rubber For 
1946: Net income, $316,140 or $1.56 
a common share, against $163,118 
or 84 cents a share in 1945; net 
sales, $4,267,188, against $3,105,611. 

Sunray Oil — Three months to 
March 31. Net income $2,066,464 
after charges and taxes, equal, 
after preferred dividends, to 38 
cents a common share, compared 
with $1,771,485, or 32 cents a share, 
in the preceding quarter. 

Rubberoid — Three months to 
March 31: Net income $1,077,163 
after charges and taxes, equal to 
$2.71 a capital share, compared 


5 . 

Buyer s Nightmare 
Iowans Pay More for Less 
In °46 Car Buying 

DES MOINES, Ia.—Iowans paid 
more for new cars and trucks last 
year than any year in the state's 
history. Their total 1946 outlay 
amounted to $82,261,750, for which 

they received 64,526 vehicles. 

State tax commission figures 
show that Iowans paid $80,900,000 
for new cars and trucks in 1941 | 


‘and got 85,915 units, or 21,350 more 


than they did in 1946. 


What do you want to buy, sell or trade? 
See Classified Want Ads, inside back cover 
this issue. 


with $226,739, or 57 cents a share, 
in the same period of 1946. 

Purolator Products — For 1946: 
Net income $221,476 or 59 cents a 
share, against $402,293 or $1.05 a 
share in 1945; net sales $8,502,408, 
against $17,041,878. 

Western Auto Supply Co.—March 
quarter: Net profit, $441,089, or 58 
cents a share, compared with $1,- 
504,951, or $2 a share, last year; 
sales, $22,016,946, against $22,209,- 
701. 

Collins & Aikman and its subsid- 
iary—Year to March 31: Net profit, 
$3,628,935, equivalent, after pre- 
ferred dividends, to $6.36 a share 
on the common stock, compared 
with $2,860,099, or $481 a share 


in the preceding year. 


+ * * 


Sells Preferred 


Stockholders of Goodall-Sanford, 
Inc., have approved the issuance 
of 45,000 shares of preferred stock 
to refund outstanding bonds. The 
stock will be sold to insurance 
companies, according to Elmer L. 
Ward, president. The sales price is 
par with a 4 percent dividend. 
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SHOWN DISCUSSING new display and 
promotional techniques for various items 
in the Ford accessories line are Frank 


W. Touhey, of Orange Motor Co. (Ford), 
Albany, and his father, Charlies HH. 
Touhey, president of the dealership. 


Frank W. Touhey was the first delegate 
from the Edgewater (N. J.) district to at- 
tend the Ford Merchandising School at 
Dearborn. 


Fete Marks 25th Year 


Mackenzie, White & Dunsmuir 
Ltd., wholesale automotive and 
electrical supply dealers of Van- 
couver, B. C., recently made pres- 
entations to 75 employes at a ban- 
quet marking the 25th anniversary 
of the establishment of the com- 
pany in British Columbia. 


A manufacturer answers a question: 


or consumer can sincerely deny. 


million cars with our product. 


going to make more Lyon Whitewalls than ever. 


lof Tomorrow,” 
poration felt it could make “a real 





Chicago Hails 
GM’s ‘Train 


Of Tomorrow’ 


CHICAGO. —Generalh Motors 
wrote a new chapter in transpor- 
tation history the other week and 
in so doing became the talk of 
the town. The corporation took the 
wrappings off its new “Train of 
Tomorrow” and put the train on 
public display at Soldier Field. 


Cc. E. Wilson, GM _ president, 
sounded the keynote of this new 
“venture in transportation” at a 
luncheon May 28 when he said 
that the “biggest idea today is the 
development of the nation and 
improvement in its standards of 
living, and this will be accom- 
plished not by pressure groups 
but by the initiative and ingenu- 
ity of scientists determined to 
make things better than ever be- 
fore.” 


Wilson stressed also that Gen- 
eral Motors does not expect to go 
into the business of manufactur- 
ing railroad cars. In the “Train 
he said, the cor- 






| 
|contribution to the safety, pleas. 


SERVICE SECTION 


ure and convenience of the tray- 
eling public, and in that respect 
we are interested in the railroad 


| business.” 


He emphasized also that the 





“What are you people going to do when 
the White Sidewall Tire Comes Back?” 


This is a question which we, at Lyon Incorporated, have had put to us many, 
many times. We believe that now is the time to answer it. 


This question clearly reveals that the person who asks it considers Lyon White- 
walls a substitute for white sidewall tires. Because of the fact that before Lyon 
Whitewalls were placed on the market there was only one type of whitewall 
which the public could buy, it is understandable why this error should exist. 


We believe, however—and the facts of the matter will prove—that the Lyon 
Whitewall is not a substitute at all! 


Any time an idea or a product smproves upon another it cannot be termed a 
substitute. Instead it must be regarded as the new, improved method which its 
superior advantages make it! The Lyon Whitewall is no more a substitute for 
the white sidewall tire than the self-starter was a substitute for the hand crank. 
We believe that the Lyon principle of placing the white circle on the wheel rim 
instead of on the tire wall results in advantages which no manufacturer, retailer 


This principle is sound in theory and in practice. It gives the ultimate in balloon 
tire appearance as sought by designers in the automotive and tire fields, and it 
has solved the problem of greatest consumer resistance to whitewall beauty— 
namely, the damage inflicted by curbs. As a result, millions of American motor- 
ists have bought Lyon Whitewalls who did not buy before the war and who 
could not be sold today any other type whitewall! We have equipped nearly three 


The American consumer has always been most receptive to befter products. 
And we believe that the Lyon Whitewall #s a better product. That’s why we’re 


LYON INCORPORATED 


company’s interest stems partly 
from the job done by its Electro- 
Motive, Frigidaire and Hyatt Bear. 
ings divisions in supplying the 
needs of railroads. 

C. R. Osborn and C. F. Ketter- 
ing, GM _ vice-presidents, also 
spoke. 


N. H. Bill Exempts Towns 


From State Gas Tax 

A measure which would exempt 
11 New Hampshire cities and 225 
towns from the four-cent-a-gallon 
gasoline tax on publicly-owned au- 
tomobiles and trucks, and thereby 
cut expenses an estimated $75,000 
annually, has been drafted for the 
legislature. 

It was explained that the pro- 
posed tax exemption would set up 
a new state policy since municipal 
vehicles presently do not require 
registration fees. They are, how- 
ever, subject to the federal gaso- 
line levy of 1% cents per gallon. 
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SHOP EQUIPMENT DISPLAY for overseas sales recently opened by the Miller Mfg. | 
Detroit, supplier of special service tools for all Chrysler Corp. 


Co., 
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vehicles, Kaiser- 


Frazer and Willys-Overiand. The display offers export buyers an opportunity to see a 
complete line of shop equipment toois and machines as used in automotive service 


stations in this country in one large display room. 


Ohio Dealership Fire 


Causes $20,000 Damage 
NEW RICHMOND, O.—A spec- 


ploded when ignited by sparks 
from short-circuited wiring. 
The dealership is operated by 


|Morris L. Henderson, who report- 


tacular fire which started in the|ed three autos damaged by the 


New Richmond Auto Sales Co., 
caused damage to several other 
structures estimated at $20,000. 
According to firemen, gasoline in 
the tank of a wrecked car ex- 


BOOM YOUR BUSINESS... 


flames. Equipment and decorations 
also were damaged and several 
windows broken. 


Read Jack Weed's ‘‘Backshop’’ for some 
highlights in the service field. 


sore Tae 


New Disposal Procedure. . 


Dec. 31 Is WAA Goal 
For Parts Cleanup 


(Continued from Page 35) 


petitive bid offerings will be 
made by the various holding re- 
gions. Remaining inventories of 
these items consist principally 
of the large sizes of truck, trac- 
tor and grader tires and various 
other off-the-road types, WAA 
said. 

Largest inventories are in the 
Cincinnati, Los Angeles, Philadel- 
phia and New York WAA regions. 
However, varying quantities are 
located in virtually all regions, 
and prospective buyers should con- 
tact their nearest regional office 
or customer service center, where 
detailed information on offerings 
will be supplied promptly. 

Included in the large inventory 
in the Cincinnati region are about 
$3,000,000 worth (reported cost) of 
tire repair patches and approxi- 
mately 12,000 solid industrial tires. 
Offerings of the surplus _ tire 


patches and the industrial tires 
now are being prepared and will 
be announced soon by the Cincin- 
nati regional office, WAA said. 

In the parts sales program, all 
regional offices and the national 
automotive parts office at Detroit 
will combine efforts in an inten- 
sive drive to dispose of an average 
of $26,300,000 worth of parts 
monthly until all are sold. The 
goal requires that regional sales 
average $18,800,000 worth monthly 
and those of NAPO average $7,- 
500,000 worth monthly. 

The new procedure clears the 
way for prompt sealed bid of- 
ferings of large _ inventories 
throughout the nation by all re- 
gions. Regions are authorized 
for the first time to offer all 
parts except engines in their in- 
ventories at bid sales to all 
groups on an equal basis. All 


eae 


SELL ADVANTAGES 


NO WHITE SIDEWALL TIRE CAN POSSIBLY OFFER! 


You're a retailer—is there really any question about this?: Given two items to 
sell . . . one with seven practical advantages for the customer, and that's easy 
for you to stock, buy and install—the other . . . impractical to begin with, bulky 
and expensive to stock, with not nearly the profit potential of the first—which 
would you put your money on? Think it over. 


Prices: Standard Stee! Model (16” Wheels) $6.95 Per Set of Four. De Luxe Steel Model (15” and 16” Wheels) $9.95 Per Set of Four. Sets of Five Priced 
Higher. A Fair Trade Product Sold Under Applicable Fair Trade Las. 


WHITEWALLS are the exclusive trim ring product of Lyon Incorporated. 


7 BIG FEATURES 
OF LYON WHITEWALLS 


SCUFF-PROOF . can't touch curbs! 


EASY TO CLEAN...a few swishes 


with a wet cloth restore their beauty! 


LOW INITIAL COST... less than half 
the price of a single white sidewall 
tire! 


NO UPKEEP EXPENSE .. . cleaned 


free of charge when the car is washed! 


FADE-PROOF ... they stay white! The 
white enamel is baked on bonderized 


(rust-proofed) metal. 


QUICK INSTALLATION ... can be 
snapped on all four wheels in less 


than five minutes! 


BETTER APPEARANCE ... make 
wheels look smaller and tires look 
larger to give cars a longer, lower 
look—the oppearance car designers 


hove always sought! 
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engines in surplus must continue 
to be offered to priority groups 
| at fixed prices before being 
| placed on bid sales. 

| WAA explained that priority 
groups have been given ample op- 
portunity to buy every type of 
| eepeee automotive parts, acces- 
|sories and assemblies at many pre- 
| vious offerings of similar merchan- 
dise to all priority groups. 

While regions are conducting 
|sealed bid sales, NAPO-Detroit 
|will continue to offer at fixed 
prices both its critical property 
|list items—those parts in _ short 
supply and sold exclusively to pri- 
ority groups—and its normal prop- 
erty list, available to all types of 
buyers, through monthly fixed 
price sales. These NAPO fixed 
price sales will continue to be 
supplemented by two national 
sealed bid sales monthly. 


| WAA regions are being directed 
to survey their parts problems im- 
mediately and determine the num- 
ber of sales required to enable 
them to dispose of their. current 
regional inventories. Prompt prep- 
aration of sales catalogs or list- 
ings and a report to the WAA na- 
tional office will follow, it was 

| stated. 

In addition, as each region ex- 
j}hausts its current inventory, ad- 
| ditional available inventories of 
parts stored in locations within 
that region will be transferred 
from NAPO’s inventory for prompt 
offering by the region. In this way 
regions wi!l continue offerings un- 
til their present inventories and 
NAPO inventories stored in their 
areas are exhausted. 


1 


Jamestown Firm 
Stresses 4-Point 


Service Setup 


| JAMESTOWN, N. Y.—Ralph W. 
Austin, Inc., stresses four points 
in his newspaper advertising as 
“a good combination for better 
service.” They are: 

“Trained mechanics: We have 
capable skilled mechanics trained 
to do every type of automotive 
|repair work—just right. 

“Modern equipment: Our equip- 
|ment is up-to-date and complete. 
It assures you of exact precision 
on every service job. 
| “Factory-engineered repair parts: 
Only approved replacement parts 
|are used in our shop. There are 
|no misfits and no sacrifice of 
| quality on our jobs. 
| “Right prices: The _ lowest 
|prices consistent with quality 
| workmanship and top-quality re- 
pair parts prevail here.” 


| Glass Booth 
By DeVilbiss 


| TOLEDO.—A new streamlined 
| type spray booth for automotive 
refinishing has been developed and 
soon will be marketed by the De- 
Vilbiss Co., it was announced here 
| last week. 


| The many innovations incorpor- 
|}ated in the new booth are high- 
lighted by a huge glass observa- 
tion bay which is designed to aid 
in selling the refinishing process 
by permitting prospective custom- 
ers to watch an orderly, attractive 
refinishing job in actual progress. 


RESOLUTE 
FINANCE INSURANCE 
PLAN Offers You 


MAXIMUM 
COMMISSIONS 


plus 
COMPLETE 
PROTECTION 


Oa 
INSURANCE ro 


350 MAIN STREET 
HARTFORD 4, CONN. 


Mba cons. 
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Dealer 





Holmes (Lincoln-Mercury) 


Opens at Waterloo, la. 


Holmes Motor Co. (Lincoln-Mer- 
cury), 75 Commercial St., Waterloo, 
Ia., held an official opening to in- 
troduce its new facilities. 

Manager and principal owner of 
the firm is J. R. Holmes, for the 
last 13 years St. Louis district man- 
ager for Chevrolet. The new dealer- 
ship includes salesroom, 5,000 
square feet of service area and a 
body and fender plant operated by 
Bill Kortemeyer. 

* * + 


American Bantam Names 
Carter in Indiana 


The American Bantam Car Co., 
Butler, Pa., announces the appoint- 
ment of a new distributor for Ban- 
tam Supercargo truck trailers for 
Indiana. The new organization, 
headed by Clarence Carter, is the 
Truck Trailer Sales Co. 209 E. 
7th St., Marion. 


Carter has been associated with 


Doings 


the truck and trailer industry in 
the state for many years and will 
operate a complete sales and ser- 
vice setup at Marion with asso- 
ciates in Indianapolis and other 
points throughout the state. 


McDermott Joins Steudel 


After Service for Dodge 


George E. McDermott, who has 
represented Dodge in the Cleve- 
land-Akron-Canton districts dur- 
ing the last two years, has been 
named sales manager and assistant 
general manager of Steudel Motors, 
Inc. (Dodge-Plymouth). 

At the same time, W. O. Steudel, 
president of Steudel Motors, an- 
nounced that George Marquis has 
been made service director of the 
company. 

* * . 


24-Hour Service Opened 
By Luby in Denver 


A 24-hour sales and_ service 
schedule has been placed in opera- 








tion by the Luby Chevrolet Co., 
Denver. The new service will make 
available, on a day and night basis, 
a stock of Chevrolet truck parts, 
motor repairing, frame and axle 
welding, wheel-balancing and brake 
service, body and fender work, 
paint shop, tire and battery sales 
and service, towing and wrecker 
facilities. 

William Wehrman is truck sales 
manager, and Marion Jones is ser- 
vice manager. A staff of experi- 
enced truck mechanics will be on 
duty at all hours. 

+ 


‘The Name's Blank’ 


Washington Paper Features 
Story on Dealer 


A “large-size” thumbnail sketch 
of Jack J. Blank, president of Ar- 
cade Pontiac Co., 1437 Irving St., 
N. W., Washington, was featured 
recently in the regular column of 
John White, special feature writer 
for the Washington Times-Herald. 

White wrote a humorous account 
of Blank’s activities as an auto- 
motive dealer and referred to the 
fact that, like every automobile 
dealer today, Blank has more 


SERVICE SECTION 





REPRESENTING AN 
plant of Beverly Hilis (Calif.) Ford Co, is an addition to the Beverly Wilshire business 


district, near Los Angeles. 
of the opening. : 
friends and relatives than the aver- 


age citizen can comprehend. 
Blank is also listed as being ac- 





is the Key to TT mele 


HE complete cure for 


anding Success of R 


‘rocking 


chair” action in pistons calls for 


complete stabilization. . 
compensation for cylinder wall wear as 





. complete 


provided by Ramco 10-Up Piston Rings... 
complete restoration of original piston skirt 
size and shape as secured with Ramco Piston 
Skirt Stabilizers. 


So DO THE JOB RIGHT! Recommend Ramco 
Piston Skirt Stabilizers for every collapsed 
piston job! Remember exclusive Ramco 
Ring Features such as the patented inner 
ring ... the Spiro-Seal continuous steel ring 
...and similarly exclusive stabilizer features 


Trademark Reg. U. S. Pat. Off 
Copyright 1947 by Romsey Corp. 


AMCO ENGINE 


uel 


G: 


.. insure a degree of superior piston 
stabilization that is basic to Ramco 








Today.. 


Re-Powering. See your Ramco Jobber 
. or write Ramsey Corpora- 





1 tion, 3737 Forest Park Blvd.,St. Louis, Missouri. 
} Plants at St. Louis; Fruitport, Michigan and 


| Toronto, Ontario, Canada. 


Makers of a complete line of varied designs 
and types of piston rings for all automotive 
and industrial requirements. 


For Re-Bore, Re-Sleeve or Re-Ring...The 
All-Purpose 10,000 Mile Guaranteed 


RAMCO Lb, RE-POWER RINGS 


ant IN SA 


iH if 





INVESTMENT of nearly $400,000, the new showroom and 


Lucky number drawing for a new Ford was a feature 





tive in several civic-business or- 
ganizations. He is a member of the 
Washington board of trade, a mem- 
ber of the board of the Washing- 
ton Automotive Trade Assn. and 
president of the North Washing- 
ton Lions Club. 
* ‘ + 
Dougherty (Dodge) Building 
Garage in Albany, Ga. 
Dougherty County Motors, Inc., 
(Dodge-Plymouth), Albany, Ga. has 
begun construction of a _ service 
garage. J. L. Sloan, general mana- 
ger, expects the building to be com- 
pleted this year. 
+ 


Oliphant Chevrolet Opens 


New Dealership in Md. 


Oliphant Chevrolet Sales Co., 
Salisbury, Md., held the grand 
opening of its new building re- 
cently. President of the new deal- 
ership is Harry Oliphant. 

+ * + 


Culpeper & Remington 


Culpeper and Remington Sales 
Co., Inc., Culpeper, Va., with max- 
imum capital of $25,000, has been 
formed to deal in automobiles and 
other automotive equipment. A. R. 
Reid is president. 

* 7 


Pee Dee Motor Co. 


Pee Dee Motor Co., Inc., Tim- 
monsville, S. C., has been granted a 
charter to deal in automobiles 
trucks, tractors. Authorized capital 
stock is $100,000. C. Ray Smith is 


president. 
* * * 


LaLomia Loses Appeal 


The Buffalo zoning board of ap- 
peals has denied an application by 
Ben LaLomia to operate a used- 
car salesroom and repair shop at 
252 Fifteenth St., Buffalo. The pe- 
tition was opposed at a_ public 
hearing. 

+ * . 


Pierce Joins Woods 


Sid E. Pierce, identified with the 
automobile trade in Dallas since 
1923, has been appointed assistant 
manager in charge of new-car sales 
of Ray Woods Auto Co., distribu- 


tor and dealer for Kaiser-Frazer. 
* + + 


Martin Chevrolet 


Martin Chevrolet Sales Corp., 
Richmond, Va., of which George N. 
Martin is president, has “enlarged 
its purposes,” according to an 
amendment to its charter filed 
with the Virginia corporation com- 


mission. 
* + + 


Bernard Taylor Motor 

Bernard Taylor Motor Company, 
Rocky Mount, N. C., has been 
granted a charter to buy and sell 
automobiles under authorized capi- 
tal stock of $100,000. Principals are 
Bernard H. Taylor, Lucille W. Tay- 
lor and Gandia N. Taver. 


Fred Engle Motor Co. 


Fred Engle Motor Co., Chestnut 
and Main, Bolivar, Mo., has been 
incorporated listing $50,000 author- 
ized capital stock, by Fred E. 
Engle, Frank M. Adams and Ber- 
tha Engle. 

+ * 


* 

I. Goldstein, president of Goldie 
Motors Inc. (Studebaker), East 
Hartford, Conn., has announced the 
appointment of Herbert Suessman 
as service manager. Suessman has 
had 20 years experience in the auto 
repair business, 
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SERVICE SECTION 





Metropolitan Dealer Buys 


6-Story N. Y. Building 

Metropolitan Motors (De Soto- 
Plymouth), headed by Samuel Dia- 
mond, has purchased the six-story 
story and loft building at 1884-88 
Broadway, corner of 62nd St., New 
York City. 

The firm, which maintains used 
car and service departments, also 
owns the four-story adjoining 
building at the southeast corner 
of 63rd St., and now controls a 
250-foot frontage on Broadway 
with a total area of 160,000 square 
feet. Diamond announced plans to 
expand his present quarters, tak- 
ing up most of the space in the 
new building. 

+ * * 
Wood Buys Partnership 
In Centralia (Wash.) Firm 

B. F. Wood, pioneer Lewis coun- 
ty automobile man, has purchased 
a partnership in Nichols Motor 
Co. (Kaiser-Frazer), Centralia, 
Wash. The firm will be known as 
Nichols-Wood Motor Co. 

Wood will be primarily concerned 
with the service department, used- 
car sales and farm equipment, 
while Nichols will manage the of- 
fice and act as sales manager of 
the new car and appliance depart- 
ments. ee 


State Motors Occupies 


New Olympia (Wash.) Home 

State Motors Co. (DeSoto-Plym- 
outh-Diamond T), Olympia, Wash., 
has moved into new quarters 
which provide more showroom 
space, an expanded parts depart- 
ment and a complete automotive 
and truck repair shop. 

Officials include C. R. Rockway, 
president; F. W. Reading, vice- 
president and general manager; C. 
H. Leland, secretary-treasurer; 
Carl Hoffer, service manager; Ed 
Cummings, office manager, and 
William Burch, parts manager. 


* * * 


Graham Spends $90,000 
For Corpus Christi Plot 

Earl S. Graham, partner with 
Don L. Holden in Gulf Chevrolet 
Co., Corpus Christi, Tex., has pur- 
chased a tract of land between S. 
Water and S. Chaparral Sts. for 
the future home of the dealership. 





Straus-Frank Co. 
Starts 78th Year 
As Tex. Jobber 


HOUSTON, Tex.—One of the 
largest wholesale distributors of 
automotive equipment in the South- 
west, Straus-Frank Co. began its 
78th year of business in Texas on 
May 5 as the firm’s Houston branch 
moved into a spacious building at 
4000 Leeland Ave. 

The concern also distributes air- 
conditioning, refrigeration, and elec- 
trical equipment, but the automotive 
division ranks as one of the major 
divisions. Head of automotive opera- 
tions is Ray E. Simpson, vice-presi- 
dent, director and general manager. 

The new building, contemporary 
in architectural style, is constructed 
of Texas shellstone and stucco and 
combines both a reinforced concrete 
frame section and a structural steel 
frame section. 

Fronting 317 feet on Leeland, the 
building broadens to a width of 438 
feet at the back and is 315 feet deep. 
The floor space measures 111,000 
Square feet, and a large parking lot 
has been provided. 

One of the outstanding features 
of the company’s new quarters is 
display room designed in a circle, 
60 feet in diameter and providing 
more than 200 feet of wall space for 
display installations. Illumination is 
achieved with 35 recessed spot lights 
around the outer rim of the circle. 

Straus-Frank is headed by Joe R. 
Straus as president. It has branch 
establishments in Houston, Galves- 
ton, Corpus Christi, Beaumont and 
Port Arthur. 

The automotive division, which 
began operations in 1917, now has 
160 employes with 46 full-time field 
representatives. Through its subsid- 
lary, the Automotive Independent 
Distributors warehouse, it serves 
127 wholesalers operating in south 
Texas, 
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The property is just north of 
the Gillespie Buick Co. building, 
which was purchased for $90,000. 
The land is approximately 190 by 
358 feet. No immediate plans for 
construction are scheduled due to 
the building situation, Graham 
said. 

* o * 
Hardship Ruling Brings 
Hampton (Va.) Building OK 

The Office of Housing Expediter 
has authorized as a hardship case 
the construction for $8,000 of a 
cinder block automobile sales 
building in Hampton by Newport 


News-Hampton Motors, Inc. 
+ + + 


4 ee 
Long Service 
Sound Car Offered Free 


To Group Gatherings 


Al Long (Ford), Detroit, is of- 
fering a courtesy sound car to 
local organizations for their use 
at gatherings—free of charge. 

Installed in a 1947 Ford, the 
modern sound equipment is avail 
able for both inside and outside 








YOUNG BROS. (Studebaker) has made excellent use of its large Salinas (Calif.) 
property to erect a new one-story sales and service headquarters. The circular, glass- 
enclosed showroom commands the attention of street traffic and customers of the firm’s 
filling station. James K. and Clyde M. Young head the dealership. 


events, according to Long. In ad-|cost somewhere in the neighbor- 


dition, a driver is furnished with 
the car, also at no expense. 
The offer is described as another 
“Al Long at your service pleasure.” 
. * + 


Broadway Motors to Build 


Engine Plant in Georgia 
Broadway Motors, Ince., with 
headquarters in Chattanooga, 
Tenn., is proposing to construct a 
large motor rebuilding plant in 
Hapeville, Ga. Tentative plans call 
for construction of a building to 


hood, of $55,000. 


Packard Names Minor 


In Menasha, Wis. 


George R. Minor has been ap- 
pointed Packard dealer at Mena- 
sha, Wis., and is in temporary 
quarters until a new building can 
be completed. 

Minor states he has been in the 
automobile business for about 25 
years, having been connected with 


Packard Motor Co. in an executive 
capacity for 13 years. 


Added Piedad 


Taccetta’s Couples Contest 


With N. H. Inspection 


Taccetta’s (Chevrolet), Ports- 
mouth, N. H., went farther in its 
services than most garages when 
New Hampshire’s automobile in- 
spection period opened on May 1. 

The automobile concern an- 
nounced that its repair department 
would not only give thorough tests 
to help prevent accidents, but 
would give prizes to autoists who 
proved safe and courteous in their 
driving. 


* . * 
Putnam Motors 


Herbert H. Tylee, owner of Put- 
nam Motors, 101 Lemon St., Pal- 
atka, Fla., disclosed that he has 
purchased three lots and will con- 
struct a concrete block Oldsmobile 


showroom and garage. 
* * * 


Melody Motor Sales 

A business name has been filed 
for Melody Motor Sales, 2591 Bailey 
Ave., Buffalo, by Solomon Stern. 


Why many thousands of trips 
Start at TEXACO DEALERS 


’ | ‘HE famous 
“stop here” 


and services. 


And all along the way motorists know 
that ‘Texaco Dealers are headquarters 
for their automotive needs and their 
personal comforts with clean, Registered 
Rest Rooms. These car owners want 
the ‘Texaco products and services that 
are regularly advertised in the maga- 
zines and farm journals, on billboards, 
and over the air on the popular Texaco 
Star Theater program. 

No wonder motorists start their trips 
at Texaco Dealers... 
they see the Texaco sign. No wonder 
Texaco Dealers are such busy dealers! 


THE TEXAS COMPANY 


Texaco sign means 
to many motorists in 
all 48 states. At the start of a trip it 
means up-to-the-minute route informa- 
tion from Texaco Touring Service . . . 
plus pre-trip check-ups, lubrication, 
gasoline and other fine Texaco products 





A Great Line-up * 
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| CHASSIS LUBRICATION - 


Sky Chief and FIRE-CHIEF casounes 


HAVOLINE and TEXACO MOTOR OILS > 
REGISTERED REST ROOMS 

































MARFAK 













TUNE IN... Texaco Star Theater presents the Tony Martin show every Sunday night. See newspaper for time and station. 
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For Wholesale Competition oan 
Dealer’s Parts Position 


Is Termed Strong 


(Continued from Page 35) 


ability possible that puts the dealer 
in a commanding position. 
Discount in itself is not the com- 
pelling reason why many small 
dealers—even associate dealers— 
are today doing a parts business 
in excess of $8,000 to $10,000 per 
month. They get the business be- 
cause they have a comparable dis- 
count to offer their wholesale 
trade, and in addition they have 
made selling to their independent 
shops a part of their merchandis- 
ng campaign. 
Sones, or their parts men, call 
on these customers more or so 
regularly, either in person or 
phone. They pass on to them 
the short cuts in service proce- 
* dure which they are constantly 
getting from their factory. They 
hold clinics for these small shop 
operators once in & while and 
have their service manager and 
mechanics there to answer ques- 


| 


tions on the how-to-do-it prob- 
lems of the garage men. 

Higher discounts to most deal- 
ers would not mean any more net 
profit to them, if they didn’t get 
out and sell as well, it is believed. 
They would lean on the longer dis- 
count to bring the business to 
them without doing any more to 
warrant an increased parts busi- 
ness than many of them have done 
during the past few years. 

Profit a Big Factor 

Besides this, if higher discounts 
were used in this manner, it would 
inevitably bring oh a disastrous 
parts discount war which would 
ruin the parts business for dealers 
as well as the jobbers. 

Factories are just as keen to get 
every dollar’s worth of parts busi- 
ness coming from their dealers as 
possible. During the war years the 
income from parts sales was just 


as welcome to the factories as it|the most, a modest 





was to the dealers, but they want | 


that parts business to be profitable 
for their dealers as well as them- 
selves. 

On a good many items, if dis- 
counts were increased, parts list 
prices would have to be increased 
or there would be no profit for 
either the factory or the dealer, 
it is said. 

The dealer has between 24,000 
and 30,000 parts available in his 
stock, depending upon the make 
of car he sells, while the jobber 
has but approximately 350 items 
with which to compete with 
these “full line” parts stocks. 
Naturally, the jobber has to 
drive on these so-called fast- 
moving items to keep up his 
needed volume of business. 

The dealer, however, not only 
does not have to depend upon 


| these items for his total parts bus- 
|iness—nor upon wholesale busi- 


ness for his entire volume. His 


| wholesale business is a “plus” busi- 


ness—a low cost p!us business that 
should increase his overhead 
but little, if any. He has to have 
a parts department and a parts 
man anyway. To gather in excess 
wholesale parts sales means, 
increase 


in 
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your CASCO 
| HEATING. 
jELEMENT 
DISPLAY 


CASCO REPLACEMENT 
HEATING ELEMENTS 


Make a handsome profit on 12 
Replacement Heating Ele- 
ments mounted on self-selling 
display. They’re easily in- 
screw into present 
Casco-made lighter knob. Ask 


stalled: 





for No. L-16250-1. Retail: $1 8 


each, Fair Traded Price. 
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WATCH 


REMEMBER: Casco backs you up with big national 
advertising—week after week, month after month, 
in the pages of Life and The Saturday Evening 
Post (combined readership: 35,000,000 people!) 


REMEMBER: 1 out of every 3 cars on the road to- 
day needs Casco lighter replacements. 


Order from your wholesaler or write direct to 


CASCO Products Corporation, Bridgeport 2, Conn. 


unuoual alllemalwe accersorien, 


CASCO 


“DOUBLE FEATURE 
| PROFIT STORY! — 


POP-OUT 
LIGHTER 
DISPLAY 




























- Guvecieye 


| “Pm being punished for smash- | 
ling up the tow truck!” 


inventory and a little extra sales 
work, it is said. 

Many dealers pass up these plus 
wholesale parts profits because 
they feel that they should make 
a full list profit on all the parts 
they sell in face of the fact that 
in many cases they haven't the 


room or mechanics to service all | 


of the cars of their make in the 


at| territory, if they were available to | 


them. On some of the older lines 


Ww 





CASCO POP-OUT 
LIGHTER UNITS 


Make a handsome profit on 6 
Pop-Out 
with empty dashboard wells, 
lost lighters. Mounted on self- 
selling display, fit all cars 
with Casco-made automatic 
lighter receptacles. Ask for 
No. L-16680-1. Retail: $1.50 
each. Fair Traded Price. 


Lighters for cars 
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the dealers are getting 
|} but one out of every three into 
|their service stations. The balance 
goes to the independent. 


Dealer Can Meet ’Em 


If he wants to reap a little profit 
on this work that is done outside 
of his shop, he must trade a little 
|to get it just as he has to trade 
to get car sales away from his 
competition during normal years, 
it is contended. 


While it is true that the larger 
jobber gets as high as 50 and 
10 percent discount on many of 
these “fast moving” items, he, 

| unlike the dealer, must give a 
| discount on all of the parts .he 
| sells. Since it costs him approxi- 
mately 25 percent to do busi- 
ness, he must work within a 
gross 30 percent discount to his 
customers. To some of his cus- 
tomers he gives a greater dis- 
count and less to others. The 
jobber’s customary discounts to 
various branches of the trade 
are based on volume business 
and are not only standard in the 
trade but can be met by the 
dealers. 


The average small dealer sells 
|approximately 75 percent of his 
parts at retail or full list, either 
over the counter or with customer 
labor sales. If the dealer was 
forced to give 30 percent discount. 
which he doesn’t have to exceed 
to get most of the wholesale parts 
business available to him, his dis- 
count over the entire line would 
not exceed 7's percent. 


Most of the replacement parts 
business available to the smaller 
dealers is from small independent 
varages and fleet owners who do 
not get any higher discount from 
any source on most of their parts 
purchases. 
| While the dealer has enjoyed a 
very satisfactory replacement parts 
wholesale business during the war 
| years, a great deal of it came to 
him because he had availability of 
needed parts. 

Sound Selling a Must 


To retain most of that business, 
even under keen competitive con- 
ditions, the dealer only has to add 
sound selling to his availability, 
it is contended. He must make an 
effort to get acquainted with his 
logical parts customers and show 
them—as most dealers can-—that 
the jobber’s net price to the cus- 
tomer is often higher than the 
net price from the dealer, regard- 
less of discount. 


Many retail vehicle dealers, with 
no parts distributing contract, are 
using this method of meeting the 
discount bogey regularly. And in 
a great majority of the cases, a 
comparison of a bill of parts to- 
taling eight to twelve or more 
| items will show that the net total 
| bill from the dealer will be con- 
|Siderably less than that from the 
average jobber. 


The dealer has two great ad- 

vantages in selling replacement 
parts outside of the fact that he 
always handles genuine replace- 
ments built for the particular 
car—the independent must come 
to him for many parts that he 
cannot get from any other 
source, and the usual practice 
of the independent is not to buy 
the needed parts until he has 
the vehicle torn down. 
Many dealers have been labor- 
ing under what they have thought 
| was a disadvantage in parts sales 
| in that they only sell parts for one 
| or two makes of cars. Investiga- 
| tions made by Chevrolet parts 
executives some years ago showed 
that it was the practice of the 
average small repair shop to buy 
only the parts needed for the car 
they were working on at the time 
|~that it was very rare that the 
|Small shop bought parts for two 
|Or more cars at a time. 


Thus, if the dealer has availabil- 
ity and is doing a good wholesale 
parts selling job, he can usually 
furnish the entire list of parts 
needed when the small shop buyer 
comes to his parts counter. Some 
of these he may have to sell on 
a lesser margin of -profit than 
others to meet “quick moving” 
parts discounts. But on the total 
bill he should make a nice and 
satisfactory profit. 


The dealer can lose only by 
neglecting this market or by turn- 
ing this wholesale trade away from 
his parts counter. 








—Jack WerED 
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Eye Test a Must in lowa 


New Law Requires Examinations for 1,100,000 
Drivers; 50% Vision Necessary for Permit 


DES MOINES, Ia.—Under a law 
enacted by the 1947 Iowa legis- 
lature, the 1,100,000 motor vehicle 
drivers in that state will have to 
pass eye tests beginning in 1948 
in order to keep their driver's 
licenses. 


Belief has been expressed by 
state public safety department of- 
ficials that the mass check may 
show that several thousand Iowa 
drivers lack sufficient vision to 
drive safely, even though they 
wear glasses. Many others, it is 
believed, will have to obtain and 
wear glasses in order to retain 
their driving privileges. 


Heretofore, Iowa driver’s li- 
censes have been renewed auto- 
matically without examination. 
The first licenses were issued in 
the early Thirties and nobody 
had to take a test for them. The 
result was that hundreds of 
thousands of Iowa drivers never 
have had an examination, visual 
or otherwise. 

New young drivers and persons 
moving into the state, however, 
have been required to take actual 
driving tests and written exam- | 


inations, as well as the sight check. 


Iowa requires that a person have | 
at least 50 percent vision, either | 
with or without glasses, in order | 
to qualify for a driver’s license. | 
That is the standard minimum re- 
quirement in most states, officials 
explained. In cases where a per- 
son doesn’t have as much as 50 | 
percent vision unless he wears | 
glasses, the driver’s license carries | 
a notation that he must wear | 
glasses whenever he drives. 


Of 35,000 drivers involved in re- 
portable Iowa accidents last year, 
3,000 were reported as having had 
defective vision. 


The general vision check to get 
underway next year is expected 
to have the greatest effect on el- 
derly drivers, many of whom have 
never had a vision check for driv- | 
ing purposes. 


Persons who are color-blind as 
far as red and green are con- 
cerned may have trouble only in 
certain areas. Such drivers are | 
given licenses which are supposed | 
to prohibit their driving in areas 
where stop-and-go lights control 
traffic. But if such lights also con- 
tain the words “stop” and “go” 
in sufficiently large letters, the 
color-blind motorist may drive. 


Safety officials have expressed 


Towa Checkup 
To Bring Flood 
Of Minor Repairs 


DES MOINES.—Iowa automo- 
bile dealers are anticipating a 
goodly run of minor repair busi- 
ness as a result of the opening 
last week of the annual equipment 
checkup on automobiles and trucks. 

Alfred Kahl, state public safety 
commissioner, said the highway 
patrol held coordinated checks at 
all parts of the state. Drivers’ li- 
censes, brakes, lights, horns, wind- 
shield wipers and other equipment 
are being inspected. 

Any driver of a car found to 
have serious brake or light de- 
fects will be given a summons 
ticket requiring his presence in 
court, Kahl said. Faulty equipment 
tickets will be given drivers of 
vehicles having less serious de- 
fects. 


A faulty equipment ticket re- | 
quires the driver of the car to| 
have defect repaired within a defi- | 
nite time (usually 48 hours) and 
return the ticket to the highway 
patrol with the signature on it of 
the mechanic or garage which 
made the repair. 





Stevens Joins Stout Co. 

L. W. “Les” Stevens has been 
named sales manager of the Byron 
Stout Co. (Nash), Wichita. Pre- 
vious to the war years, Stevens was 
with two large automobile dealers 
in the Detroit and Chicago area 
as sales manager and later as gen- 
eral manager. 


belief that perhaps five out of 
every 100 drivers taking visual 
tests now have below-par eyes. 
Nearly all in that group are able 
to raise their vision to the nec- 
essary level by getting glasses. 
But about 5 percent of the de- 
fective sight group, it is esti- 
mated, have so little vision that 
glasses won’t help them. 

Under the new laws, Iowa driv- 
ers with license numbers above 
500,000 will have to have their li- 
censes renewed after July 6, 1948, 
within 30 days of their birthdays. 
Persons whose license number is 
below 500,000 won’t have to get 
renewals until after July 5, 1949, 
also within 30 days after their 
birthdays. 

Those whose renewal is in the 
1948-49 year will pay 50 cents for 
new licenses. The renewals of the 
1949-50 year, however, will cost 75 
cents because those drivers will 
travel an extra year on their old 
licenses. Thereafter, the two-year 
licenses will cost 50 cents uniform- 
ly, unless changed by legislation. 











Top Business Tops 


With Dealer Archer 
ROCHESTER, N. Y.— Ray 
Archer, one of the state’s lead- 
ing Ford dealers, is doing a 
good business in installing con- 
vertible tops. He features tops 
for any make car at $39.50, plus 
$10 for the installation. An easy 
payment budget plan is offered. 





Debtors Slower to Pay, 


More Checks ‘Bouncing’ 

NEW YORK.—More checks are 
“bouncing” today than at any time 
since before the war, according to 
credit men throughout the nation 
who gathered here last week to 
attend the convention of the Na- 
tional Assn. of Credit Men. 


Customers are also slower to 
meet their bills and _ collecting 
agencies have increased their bus- 
iness 200 percent since December, 
credit experts said. 

They said the strong demand for 
cars has put the automotive in- 
dustry into the best position finan- 
cially. 


To feel the pulse of the industry, con- 
sistent reading of Automotive News is a 
necessity. 


Lift for Each Mechanic... 





VALUABLE PAINTINGS and other pieces of art are features of the showroom of 
B. W. Biaushild Motors, Inc. (Dodge-Plymouth), Shaker Heights, 0. 





NEARLY 13,000 SQUARE FEET of floor space are used for service by B. W. 


Biaushild (Dodge-Plymouth), Shaker Heights, 0. The dealership employs nine me- 
chanics, each of whom has his own twin-post lift. 





~_2> 
GD ThiPic-FirteRine 


THREE WORDS WILL CONVINCE YOUR 
CUSTOMERS WHY WOLF’S HEAD IS BETTER 


“Three Steps Ahead.’’ There in a nutshell is the 
explanation of Wolf’s Head superiority. Wolf’s Head 
Motor Oil is made from the world’s best crude— 
100% pure, premium grade Pennsylvania. In addi- 
tion, Wolf’s Head is refined these 3 steps further than 
ordinary motor oils: 


i EXPERTLY CONTROLLED DEWAXING— keeps 
Wolf’s Head free flowing even in cold weather, with- 
out sacrifice of important lubricating qualities. 


2 DOUBLE DISTILLING—concentrates the supe- 


eo 
GD verry controwwep 
DEWAXING 





ee 
GBP» overt vistiune 


rior qualities of Pennsylvania motor oil — makes 
Wolf’s Head richer, tougher, more heat resistant. 


3 TRIPLE-FILTERIN G—removes all free carbon and 
other unstable, trouble-making impurities from 
Wolf’s Head Motor Oil—eliminates objec- 
tionable sludge, varnish and gum deposits. 


Wolf’s Head extra refining steps are 
profits steps for you. When a customer 
asks why Wolf’s Head is better—give 
him the answer, “‘Wolf’s Head is 3 
steps ahead of ordinary oils.’’ Wolf’s 
Head Oil Refining Co., Inc., Oil City, 
Pa., New York 10, N. Y. 





WOLF'S HEAD 





100% Pure Pennsylvania 
“Premium Grade 


P.G.C.O.A, 
Permit No. 6 
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s . 40~Coupe, SOE SOTO ‘S84 door, $400. 
s ar uction Frrices wr, $1,800;' 4° door,’ $2,078; convert < emed 
door, $1,885; 4 door, $2,075; csaverthie, '42——-4 door, $1175 oe 
CONCORD, MASS. DODGE WILLYS : , DODGE ’46-—4 door, $1,665; 4 door, $1,570; club 
Concord Auto Auction Sales. E. LeRoy| '46—4 door, $2,020. '47-—Station wagon, $1,570. '47—One-ton, ae coupe, $1,710 
Cox, mana Auctions ‘eld ev ° 42—4 door, 050. ’41—Cow “an *46—Pickup, ae, $1,550 ; 42— 3 door, $1,000. "48 
, ger. ns every Mon “0-4 4 pe, pickup, $1,410; im $100 ’41—2 door, $850; 4 door, $775; 4 d > 
day. Prices are for May 26.) s-2 _ . RUCKS ai-Coupe iris, 4 “ase $035 ; r, ; oor, 
BUICK joor, $550. Chevrolet: 47 Tinos pickup, $1,440; . : 4) — eT 
FORD ; : . FOR - 40—4 door, $655. 
-6—Ciub coupe, $3,100 Ricks, 4 a '41—~Sportemen, 93,488 cam ek $1000 panes, a) gine Half-ton ; ‘a1 Come, $1,975; 2 door, $1,885; 4| °39—4 door, $300. 
uper oor, oor, “ ’ ? . ’ us, 5 . 200 ; ; ; ‘48 
$1,180. “| | '46—Club coupe, $1,050; 2 door, $1,620;|" Dodge:, '87_ Pickup, $890. Coos Oe tienen’ Gee: ken | 41-4 coer, a 
40—Club coupe, $780. 4 door, $1,580; 2 door, $1,505. Ford: '47 School en, $2,025; °41 Half- $10: two-ton, i seo , : ’46—2 door, # 190; 4 door, $2,180. 
CADILLAC 42—Convertible, $1,400; 4 door, $1,200.| ton pickup, $650; " Sedan delivery, $250;| '46—Pickup, $1,360; pickup, $1,280;| °42—2 door, $1,105; club coupe, $1,110 +46 
'41—Sedanette, $1,675. ’41—4 door, $995. '36 Half-ton panel, club coupe, $1,780; 2 door, $1,610; 4 door '41—2 door, $870; club coupe, $1,020 42 
CH EVROLET 40 2. door, $1,060; 4 door, $885; 2 IHC: °’41 Half-ton . ie $800. $1,700; station wagon, $1,880; convertible, 40—4 door, $720 aa $1,12 
'42—4 door, $900. oe, eS a Plymouth: 41 Sedan delivery, $770. $1,875; convertible, $1,800. '88—4 door, $390; 4 door, $790. 91 a0 
"414 door, $950; 4 door, $1,350; 4| 32 door, $700. Willys: ’47 Jeep, $975. 42—1%-ton, $1,025. ‘ STUDEBAKER —— 
ae '41—Club coupe. $873; 4 door, $780 OKLAHOMA CITY ‘—_ewn | Sa e ‘46 
CHRYSLER —Club coupe, ; oor, 30. oor, oor. i 
'40—Saratoga 4 door, $950. '40—4 door, $640. (A. L. Pollock) see ee es 6 ome, $775; 2 door,| ’41—4 door, $1,000; 2 door, $795. $2,071 
ison oe n~cs o h sa iiugtion held on Wednesdays, Prices for | 35” station wagon, $685 LANSING, MICH a 
— , $950. lu oupe, 175. ay 26. : 7 . ’ . "41 
MC i 
DODGE MERCURY BUICK ‘ . G (Capitol City Pontiac Co., G. H. Row- 40- 
'47—Coupe, $1,925. '47—4 door, $2,265; 4 door, $2,175. 46-4 door, $2,350. BH reo, SLE. ley, president. Auctions held on Wednes- 
‘40-4 door, $725. '46—4 door, $1,860; convertible, $2,110.| ;42—2 door, $990. a%-ton, ery $1,780. Gaye, Petes ore See Ee, %.) 

'20-—Pickup, $450. '40—Convertible, $900; 2 door, $800. | ,, 41-52 door, $075; 4 door, $1,010; 4 ‘41 Prekup. $620. ‘04 door, SO (Se 
han ~itieieaeo meso '87—Pickup, $425. | "394 door, $700. St., ¢ 
2 ’ \e -——4 door, ’ ° . 
scll-<Bjgkun, “#640; 2 door, $060; 2] 40—Club ‘coupe, 00. 42-61 4 door, $1,825, 46-4 door, $1,000, | ann 4 ao CADILLAC ll 

door, 5. "f onvertible, 10. . - oor, $1, ; sedanette, $1,- IH 3 oor, 800. 

~-- 4 suse ooue dae PONTIAC 500; 4 door, $1,775; 4 door, $1,550. “44—K-5, $1,925. 0° ; CHEVROLET ‘41 
ommadore oor, mM). : oor, CHEVROLET MERCURY ‘47—-FL 2 door, $1,960. "40 

k _MERCURY 46—2 door, $2,000. ’47—Club coupe, $2,080; coupe, $1,975; "47. Club coupe, $2,115. 41—Club Coupe, $960; 2 door, $1,110; 

47-—C ouvert, SCOLM ae LT BOUTE $1503 $2, 140; 2 does, $2,040; FM sedan, at =. on ae e 91.608: on ss 41 

“ ct : - oor, $1,530. 550; club coupe. 200. —Club coupe, oor, oupe 5. : 

46 cone care $4,700. '42—Ciub coupe, $900; coupe, $900 "46-4 door, $1,740; 2 door, $2,040; 1%4-| 2 door, $960. 462 door, 1OQPoF _— 

- 4 oor, $1,080; 4 deer, $975; 4] ton, 13 ton, 1,640. oor, $1,050. ’46-—2 door, $1,760. ‘ 

41—“600" 4 door, $900. door, $910; coupe, $895. '42—Pickup, $850; 2-ton, $1,180; 2 door, "B9—4 door, $790. | ‘"37—4 door, $275. 47- 

: OLDSMOBILE ’40—Station wagon, $800; 4 door, $875. | $1,075; 2 door, $1,030. NASH | FORD $1,900 

*42- Club coupe, $1,175. ’89—Coupe, $575. *41—2 door, $1,045; 2 door, $1,150; 4 *46—Coupe, $1,475. "46-2 door, $1,650. _ 

ai san we $1,050. ao as done an: door, $1,080; 2 door, $970; pickup, $1,060. | 40—Coupe, $450. 41—2 door, $930. ote i 

39— , . _'47—Commander 2 door, $2,445; am CHRYSLER OLDSMOBILE *40-——(60) 4 door, $510; coupe, $710. 40 

PLYMOUTH pion 2 door, $1,875. "474 door, $2,950. 42 - door, $900. (Continued on Page 51. Col. 1) =aaen 








'42—4 door, $975; 2 door, $1,150; 4 a 
door, $850; 4 door, $1,125. 

-'41—4 door, $1,125. 

40—Convertible, $1,150; 4 door, $775. 

’B9—2 door, $700. 

PONTIAC 
’42—4 door, $1,275. 
*41—4 door, $1,080; 4 door, $1,085. 


TOLEDO, OHIO 
(Doc Grainer) 
(Auctions held Thursday. Prices are for 
May 15. Colonel Carl Marker, auctioneer.) 





BUICK 
"46 “one 4 door, $2,350; Super 
4 door, $2,29 
“CHEVROLET 


'47—2 door, $1,885. 

'46—FL 2° door, $1,960; FM 4 door, 
$1,820. 

’42—Coupe, $745; FL 2 door, $1,125. 

*41—-Coupe, $950; 2 door, $900. 


*40--2 door, $785; 2 door, $850. 
CHRYSLER 
'42—-New Yorker 4 door, $1,040. a 
FORD 
'46—Station wagon, $2,025; 2 door, 
$1,585; 4 door, $1,710. 
GRAHAM 
"B9—4 door, $425. 
HUDSON 


’46-—4 door, $1,600. 
"41—4 door, $890. AVY ' 





MERC | 
'46-—2 door, $1,775. 

PONTIAC 
'46—Convertible, $2,300; convertible, | 

$2,450. 

PLYMOUTH | 

*41—-2 door, $1,010. 
STUDEBAKER 


’47—Champion 4 door, $1,885; Cham- 
pion 4 door, $1,800. 
WILLYS 
'46—-Station wagon, $1,475; station 
wagon, $1,525. 


VALDOSTA, GA. 
Tom Hewitt Auto Auction Sales, auc- 
tions every Friday. The prices quoted below 
are said to be representative of sellings for 


May 23). 
BUICK 


’42—4 door, $1,135. 
’40—4 door, $1,010. 
CHEVROLET 
’47—Aero akan $2,210; pickup, $1,600. 
’42—2 door, $1,180. 
"42-2 door, $1,180. 
*41—4 door, $765. 
’40—4 door, $775. 
"392 door, $560. 
DODGE 
*47—Convertible, $2,500. 
"46—4 door, $2,000. 
*B9—4 door, $510. 
FORD 
'47-—1%4-ton, $1,800. 
’41-—Pickup, $510; 4 door, $1,005; 4 
floor, $650. 
’40—Convertible, $1,050. 
HUDSON 
*46—Coupe, $1,850. 
MERCURY 
"46 —2 door, $1,850. 
"40-2 door, $975. 
PONTIAC 
’47—-(8) Station Wagon, $2,797. 
STUDEBAKER 
’41—4 door, $680. 


INDIANAPOLIS 
(Ken Schaefer Co.) 
oo held Thursday. Prices for May | 


BUICK | 

*47—Convertible, $3,500; convertible, 
$3,810; station wagon, $3,200; Super 
door, $2,780; Special 2 door, $2,550. | 


Her 
free 
stor 
ther 
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'42—-Super 2 door, $1,370. 
’41—4 door, $1,200; 2 door, $1,100. 
CADILLAC 
*41—62-S 4 door, $1,575. 
HEVROLET 
"47—Convertible, $2,475; FL 2 door, 
$2,275; FL 2 door, $2,200; SM Club 
# doo $2,180; FL 2 door, $2,165; FL 
r, $2,155; SM - door, $2,100; FM 
2 door, $2,000; FL 4 door, $2,025. 
'46—FL 2 door, $1,895; FL 4 door, 
$1'500. FM 2 door, $1,795; SM 2 door, 
"42-2 door, $1,100; 4 door, $900 
eos door, $1 200; 2 door, $1,055 ; 2 


1,080. 
sory *’ door, $1,000; 2 door, $910; 4 
$850. 





$630. 
CHRYSLER 
'47—-Convertible, $3,035. 
"42-—4 400 


door, $1,400. 
"41--Club coupe, $1,120; station wagon, 
maser? 
'4#%—Suburban, 
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N 
a BUICK 
. e *47—Roadmaster 2 door, $2,750. 
r ti n r ’46—Roadmaster 2 door, $2,460; Super 4 
door, $2,400. 
’40—Super 4 door, $1,125. 
(Continued from Page 50) ‘ *89—Special 4 door, $900; Century 4 
lub oor, 
HUDSON DESOTO CHEVROLET 
'42—4 door, $860. *87—Convertible sedan, $845. "47—-FM 2 door, $1,900; coupe, $1950; 
oor, MERCURY DODGE SM 2 door, $1,900. 
'40—4 door, $810. *41—4 door, $725. *46—Convertible, $2,275. 
OLDSMOBILE FORD *42—Pickup, $600. 
nial b Cc 00 *47—-Convertible, $2,330. '41—4 door, $855. 
‘46 76 Club Coupe, $2,100. '46—2 door, $1,665. *40—Coupe, $980; 2 door, $825. 
41 76 4 door, $1,070. "42 a Coupe, $1,010. CHRYSLER 
PONTIAC '41—2 door, $880; 4 door, $860. '41—Royal 4 door, $1,025 
28 ‘42--(6) Coupe, $1,180; (8) coupe, *40—Convertible, $1,050; 2 door, $975; . DODGE | 
20 $1,125. coupe, L . z 
‘41--(8) Coupe, $1,000; (6) 4 door, | “"38' Coupe, $455. 42 as aer, S15 a 
$1,105. HUDSON 41—Coupe, $550. 
PLYMOUTH | '40--2 door, $355. '40—2 door, $805 
'46—4 door, $1,730; station wagon, MERCURY 7: ’ FORD 
$3,008. '46—Club coupe, $1,805. '47—Coupe, $1,925; pickup, $1,540; 4 
STUDEBAKER "39—Convertible, $1,010. door, $1,995; 2 door, $1 950. , . FORTY EXPERIENCED parts managers of Chevrolet dealers in the Omaha sone 
‘47—Commander 2 door, $2,400. OLDSMOBILE '46—Coupe, $1,725: pickup, $1,275; con-| attended a two-day school there as part of the nationwide program of Chevrolet to 
’41—Club coupe, $675. '42—2 door, $1,280. ————— so keep service personnel abreast of the latest developments in the field. 
low- '40—Commander 4 door, $725. PLYMOUTH ‘aioe Gane $1 a0. 
nes- *42—2 door, $1,010; 2 door, $800. 40 Coupe, $660: 4 door, $845 
NEW ALBANY, IND. ‘41-2 door, $710. ' HUDSON | 
(Schaefer-Connell Co., Inc., 108 W. Main ‘40—2 door, ). 46---(6) 2 door, $1,455 WwW rt 
St., Col. R. V. — =. Auc- *39—4 door, ee STIAC ee MERCURY 00 oO on Xx oO Ss 
tions held every onday. rices are for ; ’47-—4 door, $2,150. ‘ . 
May 96.) o-8 Ont, ‘41-4 door, $1,075; convertible, $900. Borg-Warner Aide Sees U. S. Losing Markets 
BUICK : WILLYS *39-—-Convertible, $1,075. s 
‘41-2 door, $1,005. '46—Station Wagon, $1,400. OLDSMOBILE Due to Delay on Shipments 
"40—4 door, $1,010. a : twee . $775 "47—76 2 door, $2,345. 
110; CADILLAC evrolet: ” alf-ton pickup, 5. "42-76 4 door, $1,300. ia " © 
’41—61-S 2 door, $1,700; 61-S 2 door,| Dodge: °’47 Half-ton pickup, $1,525. PACKARD CHICAGO. — Hundreds of fac-|tive for Borg-Warner International 
$1,460. Ford: ‘41 Half-ton pickup, $825; half- 40—120 4 door, $875. tories now springing up in Eu- Corp. in Europe. 
CHEVROLET ton pickup, $505. PLYMOUTH rope testify to the near-fatal de- ‘Many of these factories would 
‘47—FM 2 door, $2,020; SM 2 door, "47—4 door, $1,975. never be built if Europe were able 
sata DURHAM, N. C. '46—4 door, $1,875. lay: of American manufacturers in ie. bap Aaaeionn snaetienaanl 
*46—Club coupe, $1,830. (Durham Auto Auction, Homestead Sales PONTIAC taking advantage of the export ds i fficient tity t t 
’41—2 door, $1,025; 2 door, $825; coupe, | & Service. J. B. Leathers, manager, and *46—(6) 4 door, $2.825; (8) 2 door, market, according to Olaf Haug, goods in su cient quantity to mee 
$775. C. W. Mills, auctioneer. Auctions every | $2,250; convertible, $2,250. i her needs,” asserted Haug. 
7 "40—2 door, $1,085; 4 door, $810. Thursday. Prices are for May 29.) ’41—Convertible, $1,325. newly appointed sales representa- “American industry has been 





Here are facts about Super Pyro Anti-rust Anti- 
freeze that made millions of motorists in 1946 
stop, look, listen and buy — facts that will have 
them back buying even more this year... 


1) 


Super Pyro’s new strong formula gives 


greater anti-freeze protection! 
2) Super Pyro has strongest anti-rust pro- 
tection! 
3) Super Pyro offers new freedom from 


odor! 
4) Super Pyro’s retail price is only $1.00 a 


gallon! 














Add Super Pyro’s high-visibility gold-and- 


purple can ...a stepped-up schedule of new 
national advertising . . . in Collier’s ... The 
Saturday Evening Post — in newspapers in 
your sales area — plus new outdoor posters in a 
program of greater coverage than ever before! 

Put it all together and you'll see why Super 
Pyro is rapidly becoming America’s fastest- 
selling anti-freeze! 

Be super-safe yourself! Call your jobber 
quick for your supply of Super Pyro Anti-rust 


Anti-freeze ... get set for... 


U. S. INDUSTRIAL CHEMICALS, INC. 


Super-sales! 
Super: 


profits ! 


too slow in allocating a fair 
share of its production to over- 
seas markets,” Haug said. “As a 
result, we have actually forced 
Europe to compete with us in 
| many fields where there would 
| have been no competition if we 
| had played our foreign trade 
ecards right.” 

Haug, who soon will return to 
his Oslo headquarters, believes 
heads of American companies 
should go personally to Europe to 
look after their own interests and 
to “view first-hand the diversified 
foreign market that is open to us.” 


Holland, which traditionally has 
given preference to American cars, 
still is the brightest spot in our 
automotive export picture, Haug 
said. “Portugal and Switzerland, 
who prospered during the war, also 
are good markets for American 
automotive manufacturers.” 


Numerous orders for our auto- 
motive equipment, he said, are be- 
ing slipped underneath the iron 
curtain by Soviet-dominated Bul- 
garia and Yugoslavia. Belgium was 
described as only a “fair” trade 
prospect. = 

Norway should be well off eco- 
nomically and a good customer 
within two or three years, Haug 
predicted. 

“Sweden has gone back econom- 
ically,” Haug said. “Her imports 
|are very severely curtailed by the 
commercial agreement Soviet Rus- 
sia imposed on her in the closing 
months of the war. American busi- 
ness men should bring pressure on 
her old trade agreements with 
them.” 


American business  representa- 
tives traveling in Europe are 
pleased to find most of the pre- 
war importers and distributors of 
American goods “still doing busi- 
ness at their old stands,” Haug 
| reported. 


| Dodge Trucks 
Add Shot-Peened 
Rear Axle Shafts 


DETROIT. — Shot-peened rear 
axle shafts, which are said to more 
|than double the fatigue life of 
ordinary shafts, are now being 
used on all of the 175 basic chas- 
sis models of Dodge “Job-Rated” 
|trucks, according to L. F. Van 
Nortwick, director of truck sales 
of the Dodge division of Chrysler 
Corp., who added that the im- 
provement is being made without 
|any increase in cost to truck buy- 
ers. 
| In the process of shot-peening, 
j}axle shafts are bombarded with 
| thousands of small, steel shot, di- 
rected with terrific force. Each 
shot makes a slight indentation 
in the surface of the metal when 
it strikes and causes a slight but 
permanent stretching of the metal, 
both on the surface and to a slight 
| depth below the surface. 

This acts to strengthen the sur- 
face zone of metal by changing 
ithe shape and orientation of the 
grains of the metal so as to more 
effectively resist fracture. 
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ROCHESTER, N. Y.—(UTPS)— 
A greater volume of service work 
turned out per mechanic than ever 
in the history of the organization. 

That is what construction of a 
huge new building and installation 
of latest, complete service equip- 
ment has done for Heinrich Mo- 
tors, Inc., giving it one of the lead- 
ing service departments in Chevro- 
let’s eastern region. It advertises, 
“Rochester’s only super automo- 
tive plant.” 

The new service department, 
which has 25,000 square feet of 
floor space, has enabled Heinrich’s 
to double its 1941 volume of work. 
Along with that increase has come 
a large boost in parts sales, ac- 
cording to Jonathan Heinrich, 
president, and Howard Chrissy, 
secretary-service manager. 

To contrast with that, the firm 
has 100 employes now, 85 of 
them in service work, compared 
with 125 in 1941. With the labor 
market of trained auto mechan- 
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More Output Per Man 


Dealer Heinrich Finds Time-Saving Devices 
Double Service Output Over ’41 
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ies as dry as it is here, that “vol- 
ume-per-man” ratio is vital to 
continued good business for the 
firm. 

How was that record attained? 
Primarily, explains Chrissy, by 
time-saving devices. 

The elevated service dispatcher, 
or “tower” system, for example, 
which enables the man at the mike 
to keep in touch with all repair 
jobs—getting a car to the brake 
department when. the carburetor is 
fixed without wasteful standing 
around. 

Another big help has been in- 
stallation of 12 Weaver twin-post 
lifts, which take the “ups and 
downs” out of a mechanic’s job— 
the laborious, time - consuming 
crawling under cars. 

Entrances and exits are sepa- 
rate, too, and the 16-by-14-foot 
overhead doors are remotely con- 
trolled. There’s a large parking 
space outside (the entire building 
has a 261-foot frontage) so time 
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isn’t frittered away moving cars 
to get at one. 

There are but three roof-sup- 
porting posts in the shop, so huge 
trucks can be maneuvered without 
any trouble. The body and paint 
shop is separate, in a special lower 
level area, 120 by 90 feet. Four 
lubrication stalls with a_ single 
sunken tile-floored level will ac- 
commodate any size vehicles. 

Nine molds equipped for any 
tire from 5.25 to 10 inches are con- 
stantly in use at vulcanizing and 
recapping work. There are two 
front-end machines and two wheel 
balancers. 

Construction of the service de- 
partment addition was completed 
and the plant opened in Septem- 
ber, one of the city’s first postwar 
expansions. 

The original service depart- 
ment of Heinrich’s was opened 
in 1929 at the same 241 Lake 
Ave. lot. Older part of the build- 
ing was remodeled in 1938 and 
a modern showroom added. 
What formerly was the service 
shop is now a used-car show- 
room. 


Indication that mechanics like 
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THIRTY-TWO YOUNG MEN, selected by 32 Ford dealers for future key positions, 
are attending the second six-week session of Ford’s new merchandising school. The 
school opened last March. Left to right: Lawrence B. Lathrop jr., Auburn, N. Y.; John 
D. McBeath, Boston; Harold Galloway jr., Newburg, N. Y.; Joseph G. Kossick jr., 
Springfield, Mass.; Frank H. Myers, Petersburg, Va.; Robert B. Wright jr., Moultrie, 


Ga.; Joseph H. 


Leonard jr., Cincinnati; Marshall H. Eskridge, Baltimore. Back 


row: 


Gerald Zuckerman, Bronx, N. Y.; Richard E. Hell, Worthington, 0.; Robert G. Birrell, 
Kinsman, 0.; Dan Dupree, Athens, Ga.; George D. Harris, Lansing; G. C. Foxworthy, 
Indianapolis; Robert F. Pulliam, Columbia, 8. C.; Lynn D. Timmerman, Lima, 0.; 


John C. Housenick, Bloomsburg, Pa., and Ed N. Parkes jr., Lawrenceburg, Tenn. 


started with the firm in 1929 are 
still there. Biggest share of the 
employes are on an incentive basis, 
so whatever speeds up work, helps 
them. 

Jonathan Heinrich’s first boy- 


the system is shown in the fact | hood was washing cars and sweep- 
90 percent of the mechanics who |ing the floor in his father’s place 
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18 MILLION TIMES EVERY MONTH 


to increase your sales of replacement blades 


tigi’ @ Your customers...and motorists everywhere ...are going to see these 
fm new blade-selling Trico ads many, many times during 1947. 

Month after month, they are appearing in 18 million copies of LIFE, 
the SATURDAY EVENING POST, TIME, COUNTRY GENTLEMAN, 
and COLLIER’S. 


a. Our aim is to make millions of car owners think of “TRICO” every 


time it rains...and to urge them to buy from you BEFORE it rains. 


Ask your jobber for our newest counter and window displays and for 
the newest assortments of Trico Blades and Arms. With this new campaign 
in full swing; you'll sell more Trico replacements than ever before. 


Vistou 


through Harnessed ‘Air Power 


Trico Products Corporation, Buffalo 3, N. Y. 








on East Ave. That was 1918, short- 
ly after William Heinrich, now de- 
ceased, began selling Gardner au- 
tomobiles. Jonathan became per- 
manently affiliated with the com- 
pany in 1931, going into the service 
department. He assumed the presi- 
dency after the death of his broth- 
er Lawrence last year. 

After the Gardner came the 
Kissel, then the Hudson-Essex, 
and in 1932 the fourth and final 
franchise, Chevrolet. With a live 
advertising program, the firm 
has been telling Rochester that 
it offers “The Best Deal in Town 
—Ask Your Neighbor!” and pro- 
moting “Chevrolet—The Heinrich 
Way.” 

In the late 1930’s, Lawrence 
Heinrich broke away from the old 
idea that the dealer with the most 
salesmen sold the most cars—to 
relatives, friends and neighbors. 

Instead of keeping 15 commis- 
sion-basis salesmen, he got five 
top men, guaranteed them good 
salaries and bonuses, and watched 
sales grow. The same policy, with 
a five-man sales force, is still fol- 


lowed. 
Here's How 
‘Specialists’ Tell Way 
To Steal Cars 


At the state prison in Waupun, 
Wis., the largest in that state, a 
“popularity contest” was held, a 
survey having been made to learn 
what car thieves considered the 
easiest way to steal a car. As only 
experts were questioned, the re- 
sult is considered worthy of note. 

Those questioned were newly ad- 
mitted inmates, sent up for car 
thefts. Out of 38 only one did not 
attribute his imprisonment for car 
theft to drivers having left the 
car keys in the ignition while cars 
were parked. 

The survey was conducted under 
the auspices of the Milwaukee 
metropolitan crime commission. 
During spring, the Milwaukee po- 
lice department had attempted to 
have an ordinance passed, making 
car drivers subject to a fine where 
cars were parked with the keys 
left in the ignition, but for some 
reason the common council did 
not see fit to put such an ordi- 
nance or regulation on the books. 


2 Steel Firms Join Hands 


In Making Stainless Steel 

PITTSBURGH.—Jessop Steel Co., 
Washington, Pa., and Alan Wood 
Steel Co., Conshohocken, Pa., have 
completed a working agreement 
whereby the technical and manu- 
facturing facilities of both com- 
panies are to be used for large ton- 
nage production of stainless-clad 
steel sheets, according to officials 


| of both companies. 


The agreement between the two 


| steel companies is expected to con- 
| tribute greatly to meeting the cur- 


demand for §stainless-clad 
sheet in automobile acces- 


rent 
steel 
sories. 


’ Burger Buys Property 

Andy Burger Motors, Inc. (Ford- 
Mercury-Lincoln), St. Louis. which 
has occupied the two-story sales 
and service building at the north- 
east corner of Grand Blvd. and 
Winnebago Ave. for many years, 
has purchased the property for 
$190,000. The building is a concrete 
structure finished in Moroccan 
style and occupies a 100 by 125-foot 
lot. 
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WASHINGTON.—A considerable 
amount of information that may 
be of interest to Automotive News 
readers has been compiled by the 
various divisions of the Department 
of Commerce and is now available 
upon request. In some cases there 
is a small charge but in most in- 
stances the papers and booklets 
are free. 

Here is a recent listing of ref- 
erence material that may have 
some special value to businessmen 
in the automotive trade and its 
kindred lines: 

Establishing and Operating a 
Trucking Business. 20 cents. 

Establishing and Operating a 
Service Station. 35 cents. 

Filling Stations—Operating Ra- 
tios. Gratis. 

Establishing a Service Station. 
Gratis. 

Establishing and Operating an 
Automobile Repair Shop. 35 cents. 

Automobile Dealers — Operating 
Ratios. Gratis. 

Opportunities for Establishing 
New Business in Aviation. 40 cents. 

Establishing and Operating a 
Small Business in Aviation. Gratis. 

Establishing and Operating a 





Wyo. Exchanges 
Reciprocity Data 
With Other States 


CHEYENNE, Wyo. — Attorney 
General Norman B. Gray announced 
last week that letters of inquiry 
were being sent to the truck licens- 
ing departments of all other states 
to acquaint them with changes made 
by the 1947 Wyoming legislature in 
the state motor vehicle reciprocity 
law. 

“Tt has occurred to this commission 
that perhaps your legislature has 
likewise made changes in reciproc- 
ity,” the attorney general’s letter 
explained, “and because of a mount- 
ing, concerted, nationwide effort to 
bring about a more extensive use of 
motor vehicle reciprocity agree- 
ments, it might be beneficial to 
exchange such information.” 

The synopsis of Wyoming’s reci- 
procity authority which followed 
pointed out that “state registration 
fees” and “county registration fees” 
in lieu of “ad valorem taxes” can be 
waived but not “compensatory fees” 
for the use of the highways. A sched- 
ule of fees and legal definitions was 
given. 

“The commission is authorized,” 
Gray said, “if the exemptions grant- 
ed by the other party are equivalent, 
to negotiate agreements that may 
include all types and classes of ve- 
hicles, irrespective of whether or 
not the state, county or province is 
contiguous to the state of Wyoming. 
For other than contiguous states, a 
formal agreement is necessary. 

“The commission is not desirous 
of throwing up unsurmountable ob- 
stacles to a nationwide program that 
might appear to be in the public in- 
terest.” 


First Quarter Use 
Of Crude Rubber 
Sets Record 


NEW YORK.—American rubber 


manufacturers continued their 
record-breaking consumption of 
raw materials in March, running 


use of crude rubber to a new 
quarterly peak of 296,818 long tons. 

This figure for the first three 
months of 1947 included 167,435 
tons of American-made rubber and 
129,383 tons of natural rubber, the 
Rubber Manufacturers Assn. said 
in its monthly report on consump- 
tion. In addition, the industry used 
79,351 long tons of reclaimed rub- 
ber in the first quarter. 

Consumption of rubber by type 
for March, with the percentage 
of increase over February was re- 
ported as follows: 

Natural rubber, 43,072 tons, up 
5.10 percent; American-made rub- 
ber, 55,350 tons, up 3.81 percent; 
and reclaimed rubber, 26,152 tons, 
up 2.62 percent. 

The figures on American-made 
rubber included: GR-S, 43,972 
tons; Neoprene, 3,787 tons; Butyl, 
7,219, and GR-A types, 372 tons. 


Whys and Wherefores 


Dept. of Commerce Offers Many Booklets 
On Auto Trade Operations 
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Year-Round Motor Court. 25 cents. 

Tourist Courts and _ Trailer 
Camps—Basic Information Sources. 
Gratis. 

Industry Report—Domestic 
Transportation. Gratis. 

Business Aids. Principally ab- 
stracts of articles appearing in 
trade magazines and case studies 
of proven solutions to problems 
which have been answered by in- 
dividual businessmen. 

53—-Market Analyses and Sales 
Planning by the Automobile Dealer. 

119—Operating an Automobile 
Accessories and Parts Store. 

154—-Facts on Welding Shops. 
168—When Are Transportation 
Risks “In Transit?” 

181—Facts About the Auto Ac- 
cessories, Tires and Battery Store. 

191—Preparing the Tourist 
Court’s Income Tax Return. 


Paved Surfaces Required 


For Detroit Parking Lots 
DETROIT.—An ordinance speci- 





















DESIGN ECONOMY for service department and salesroom using floor to ceiling win- 
dows is incorporated in this new building of Ray Motor Sales (Kaiser-Frazer), Lebanon, 


Ind., owned and operated by James F. Ray. 


fying the type of construction for 
offices on parking lots and requiring 
hard surfacing of parking lot areas 
was adopted here last week by the 
Detroit common council. 


The law stipulates that lots in the 
downtown areas must be hard-sur- 
faced and must be inclosed by posts 
of a specified type. It also prohibits 
the use of streets and alleys for 
shifting the positions of parked cars. 
Lot operators will be given several 
months to comply. 


To feel the pulse of the industry, con- 
sistent reading of Automotive News is a 
necessity. 





Germans Used 
Zinc Alloy Wire 
In Brake Linings 


WASHINGTON. — German fric- 
tion brake linings were made with 
a strong zinc alloy wire reinforce- 
ment, according to a report on 
German asbestos products made 
public last week by the Depart- 
ment of Commerce. The zinc alloy 
wire was appreciably stronger 
than the pure zinc wire familiar 








Take the cap screw that’s up 


the free operation of the tool. 


ness that stands up under the 


a tough job. 


them do a better job, faster, 
and with greater safety. 


nationwide, direct-to-user tool 
Snap-on man. 


8082-F 28th AVENUE 


buretor . . . on many cars, it’s tough to handle 
. . . but not with this Snap-on combination. 
Simply use a Snap-on ratchet, extension, and 
Flexocket containing a hidden spring to hold the _ 
socket at any desired angle. The Flexocket is so 
designed that the spring will not interfere with 


The result is easy-working action 


nut-turning . . . and flexibility that simplifies 


This is but one of many applications when 
“you’re glad you have a Snap-on”, the choice 
of better mechanics who want tools that help 


Snap-on tools are available through Snap-on’s 


SNAP-ON TOOLS CORPORATION 


KENOSHA, WISCONSIN 
INTERNATIONAL DIVISION: KENOSHA, WIS., U.S.A. 
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to the British investigators who 
studied this industry. 

German brake linings were in 
general found inferior to American 
and British products. Because of 
the wartime shortage of long sta- 
ple -asbestos, most linings were 
molded with phenol-formaldehyde 
resins or with buna rubber. 


In addition to short staple re- 
claimed asbestos, filled materials 
included cellulose fibers, slag wool, 
glass silk, steel wool and brass 
and other metal particles. Aircraft 
brake linings were usually molded 





| of steel wool and buna rubber. No 


wartime substitutes were consid- 
ered equal in performance to fric- 
tion linings made of long staple 
asbestos. 

German experts had high regard 
for spun glass as a substitute for 
asbestos in heat insulation and 
electrical insulation tapes. Produc- 
tion was highly developed, accord- 
ing to the investigators. Standard 
types of spinning and weaving ma- 
chinery were employed. Flyer spin- 
ning was generally used for coarse 
yarns and ring spinning for finer 
types. 

High speeds were achieved in 
weaving, one plant operating at 
the rate of 220 picks per minute. 


hom youre glad you have a 
Snap-on 
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NEW PRODUCTS 











A NEW underbody coating service pump 
for handling the wide variety of materials 
used in the underbody coating of automo- 
biles has been announced by Gray Co., 
Inc., Minneapolis. Air operated pump is 
designed on the same job-tested principle 
as the company’s lubricant supply pumps 
and incorporates many unusual features 
for applying the various underbody com- 
pounds to car and truck chassis, fenders 
and underhood points. The pump handles 
material directly from original containers 
and has three adjustable hand screws 
which adapt the pumping unit to fit the 
many different barrel sizes. A solvent cup 
mounted on the drum cover holds spray 
gun when not in use and prevents ma- 
terial from hardening in the nozzle. The 
pumping unit has 25-foot air and material 
hoses to permit complete car coverage 
without moving drum. It comes complete 
with drum cover, gages and regulators, 


with spray gun optional. 
* * * 





& SALES ©o., 
Michigan Ave., Chicago 16, announces the 


BERG MFG. 1909 8. 
introduction of new Model 1500 Shur-Lift 
hydraulic curb jack. It is all steel con- 
struction, composed of a heavy sheet metal 
carriage and elevating frame with over- 
sized elevating levers. 
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12% 


KIRSPEL Safety Valve Kaps consist of 
|a rubber nipple attached to a threaded 
ring which screws inte the valve stem 


and stays on, the maker, Kirspel Indus- 
tries, Inc., 15 Pearl Row, N. Y., states. 
The caps are available in standard car 
colors. 





AN APPLICATION of Piexigilas as a 
coach rear window. The manufacturer, Lee 
Plastics, A and Lippincott Sts., Philadel- 
phia, states that Plexiglas can be formed 
inexpensively, costs the same as safety 
glass but cuts down breakage costs and 


can be formed inexpensively. 
* * * 





A 4/10 HP AIR. MOTOR has been add- 


ed to its line of Knock-Out valve seat 
grinders, according to K. 0. Lee Co., 
Aberdeen, 8S. D. This motor, manufac- 


tured by Aro Equipment Corp., operates 
on 80-90 pounds air pressure and its 
speed is variable from 1,500 to 17,000 
rpm. 


Promote Your Seals...They’ll Push Your Service 














































MODEL 244 Lincoln electric motor-oper- 
ated lubrigun is the newest addition to 
the company’s line of lubricating equip- 
ment. This high pressure grease gun is a 
streamlined, portable unit equipped with a 
positive displacement pump, powered by a 
standard make % hp. universal motor for 
110-115 volts AC or DC, Unit is mounted 
on two large rubber tire casters and one 
ball-bearing swivel caster for maximum 
portability. Capacity of lubricant container 
is 30 pounds. A seven-foot high-pressure 
hose assembly with control valve, and a 
12-foot electric plug-in cord are standard 
equipment on this model. The manufac- 
turer is Lincoln Engineering Co., 5701 Nat- 
ural Bridge Ave., St. Louis 20, Mo. 

* * * 





NEW CHROME 
partment in tube, 


smoker with ash com- 
no glass tray, triple 
heavy weighted base, entire tube 
acts as ash collector, opened by a twist 
of the wrist. Latest addition to the 
Chromaster line of chrome showroom fur- 
niture featured by Kay-Davis Co., 886 


plated, 


Gerard Ave., New York 52. 





Look at your customers’ tires for missing caps. 
Valve cores should be protected with Schrader 
Standard Caps that not only protect the core from 
dirt and grit, but give a positive air-tight seal to 
the valve mouth. 

Here’s protection against costly underinflation 


Schrader 


PRODUCTS 
CONTROL THE Aik 





Sell a Schrader Gauge for Every Vehicle 
THE COMPLETE LINE—ONE SOURCE ONE RESPONSIBILITY 


Tire Vaives, Vaive Caps, Valve Cores, Tire Pressure Gauges, 
Chuck Gauges, Couplers, Blow Guns, Air Chucks, Vulcanizers, Serv 
ice Tools, Hose Fittings, Spark Plug Pumps, Accessories 

Order from your regular supplier today 


that burns up tires, causes flats, blowouts. You 
know the story; your customers are learning 
about it through Schrader advertising in national 
consumer and farm magazines. Tie in with this 
advertising ... call attention to missing caps and 
you'll be well repaid in repeat business. 









ey 


VALVE CORE al a d 
Sell them by the box of 5 





A. SCHRADER’S SON, Division of Scovill Manufacturing Company, Incorporated, BROOKLYN 17, N. Y. 


Originators of the Comparative Air Loss System for Flat Tire Prevention 


| 





NEW PLASTIC dye for renewing the 


appearance of old tires, dyes in 20 min- 


utes, waterproof and will not scuff or rub | 


off, the company claims. Made by Arndt- 
Paimer Laboratories, 16106 Ecorse Rd., 
Allen Park, Mich. 





we 


THE TRUE-VIEW mirror is designed to 
give the driver a wider rear view range, 
according to George C. Knight & Co., 409 
Griswold St., Detroit 26. 





THIS 
neatly 
into hard surfaces. 


STREAMLINED marking tool 
cuts initials, names and designs 
Permanently engraves 
metal, glass, wood or plastic. It vibrates 
7,000 strokes per minute, with a knurled, 
adjusting collar to vary the intensity. 
New Britain Machine Co., New Britain, 
Conn., is the manufacturer. 


* * * 


A NEW TYPE of hose reel for dispen- 
sing motor oil, gear oll, chassis grease, 
air or water, is announced by Balcrank 
Inc., Cincinnati. According to the manu- 
facturer, this new Retrak unit provides 
gentle pull-back of hose—eliminates jerk- 
ing, tugging and dangerous ‘‘whip return.’’ 
The reel holds 20 feet of hose. Compactly 
enclosed in an attractive housing finished 
in white Permaplastic enamel, the _ reel 
may be used as an individual unit or 
mounted in batteries as floor, wall or ceil- 
ing installations. 





| 





THIS NEW tool provides a quick meth- 
od of acquiring the diameter of a brake- 
drum, according to Charlies R. Crowder, 
manager of the automotive division of Van 
Norman Co., Springfield, Mass. Then, he 
| points out, having acquired the diameter 
of the drum in thousandths of an inch, 
| you can readily set the micrometer dial on 
the Van Norman brake shoe burnisher to 
duplicate this diameter on the brake shoe. 
| How to hold the Diam-A-Gage so it can 
| be easily placed in the drum and a reading 
| readily acquired. Pressure being applied 
|with thumbs to force the Diam-A-Gage 
against the Internal diameter of the brake 
drum to obtain an accurate reading over a 
range of 9 inches to 16% inches, 

Crowder advocates these three operations 
for a complete job on any brake drum; 
(1) On a Van Norman No. 303 brake drum 
lathe, simultaneously turn and grind each 
drum on each brake job to the same size. 
| (2) Measure diameter of the ground drums 
with the Diam-A-Gage. (3) On a Van Nor- 
|man No. 350 brake shoe burnisher, burnish 
lthe lining to the exact are (diameter) of 
| the newly greund drums. 
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HYDRO-AIR spray «xun is made by D. 
& M. Products Co., 4220 Long Beach Ave., 
Los Angeles 11. It provides a 15-minute 


car washing service and will not splash, 
according to the manufacturer. 








A NEW NAILABLE steel flooring designed to slash maintenance costs for railway 


freight cars, trucks 


and trailers has been announced by Great Lakes Steel Corp., 


Detroit. The new floor consists of steel channels between which ordinary nails may be 
driven, Nails driven into grooves formed by parallel flanges of curved steel are de- 
formed and held more securely than when driven into wood, the company states. Thus 
the equipment can handle freight customarily secured by blocks nailed in place to 
wooden floors. Because of the large volume of freight which must be blocked in place, 


. high percentage of floors must be nailable, a feature heretofore obtainable only 


SERVICE SECTION 


















































le 


A N 
juster | 
Burney 
Made : 
varnish: 
tapered 
steel in 
dust’ t 
on all : 
shaft f 
enablin, 
and sts 
chanic 
ance. I 












ION 





meth- 
brake- 
owder, 
f Van 
en, he 
ameter 
inch, 
lial on 
her to 
. shoe, 
it can 
eading 
ipplied 
\-Gage 
brake 
over a 


rations 
drum: 
) drum 
i each 
pe size. 
drums 
n Nor- 
urnish 
er) of 








by D. 

Ave., 
ninute 
plash, 














SERVICE SECTION 


NEW PRODUCTS 


BW TIRE Equipment Co., Glendale, 
Calif., recently announced that its engi- 
neers have developed a new white sidewall 
mold. This custom mold has been under- 
going tests since 1941 and enables recap- 
ping shops to turn out a white sidewall of 
fall prewar quailty, = —e states. 





HAZELITE 
lenses converts 
into fog lamps. Contact lens snap in and 
out on three prongs. No tools required. 
Fits all 40-30 sealed beam headlights man- 
ufactured since 1940. Amber lens made of 
polystryrene plastic. Snap in and out like 
hub caps. List price $2.95 per pair. Man- 
ufactured by Hazelite, Inc., 15 Park Row, 
New York 7. 


clip-on amber 
beam 





USE OF an aluminum housing and 
aluminum alloys in engine parts help make 
Hollup Corp.’s ‘‘Sureweld’’ what is said 
to be the lightest portable welder on the 
market. The generator and engine are di- 
rectly connected formiing a single compact 
unit. Descriptive literature is available 
from National Cylinder Gas Co., 205 W. 
Wacker Drive, Chicago. 

* * * 





A NEW, 
juster is being distributed by A. D. Me- 
Burney, 939 W. Sixth St., Los Angeles 14. 
Made as a complete unit composed of a 
varnished hardwood handle and polished, 
tapered, hollow steel shank, with hardened 


simplified valve tappet ad- 


Steel inset screw driver, the new ‘“‘Spee- | 
Just’? tappet adjuster is suitable for work 
on all overhead valve engines. The hollow 
shaft fits over the valve adjusting nut, 








enabling the inset screw driver to engage 
and stay solidly in place while the me- 
chanic carefully sets tappets for clear- 
ance. It sells for $1.25. 





A POLARIZING safety sun visor for 
bus and truck fleets has just been an- 
nounced by Samuel Moore & Co., Kent, 
0. Known as the ‘‘Rub-Bub Polaroid 
Safety Sun Visor,’’ the new product is 
now in full production. Quantity deliv- 
erles can be made immediately. Through 
the use of Polaroid film, mounted between 
clear plastic sheets, the visor absorbs re- 


flected polarized glare and passes only 
the soft, normal light. rn 
* + 





Graham fiashlight-screw- 


THE 
driver has been designed to increase the 
efficiency of any hobbyist or craftsman by 
focusing light directly on the screw head. 


NEW 


One hand holds the screwdriver and 
focuses light, freeing the other hand. 
Graham Mfg. Co., 4781 W. Fort St., De- 
troit 9, produces it. 


That Bendix is the world’s 
largest manufacturer of 
automotive brakes is com- 
mon knowledge in the 
trade. Bendix engineering 
experience over the years 
serves as concrete assur- 
ance of better things from 
Bendix in the future. Ex- 
pect the best from Bendix 
—Brake Headquarters for 
the automotive industry. 


CENTERMOUNT PARKING BRAKE 


HYORAULIC REMOTE CONTROLS 





* FT WILL BE easy for motorists to miss 
this trailer unit—miss running into it, that 
is, because night drivers can’t miss seeing 
the brilliant striping of ‘‘Scotchlite’’ as it 
reflects the trailer outline. The photo shows 
@ tractor semi-trailer equipped with 
*‘Scotehlite’’ as part of the 
paign of Boutell Driveaway Co., Flint. The 
same reflective material is being used on 
highways throughout the nation to give 
night legibility to traffic signs and is now 
coming into use on motor transport for 
night traffic protection. ‘‘Scotchlite’’ is a 
product of Minnesota Mining & Mfg. Co.. 
St. Paul, Minn. 





THE VERMILLION pneumatic tire tool, 


made of aluminum alloy, weighing 14 
pounds, is designed for removal of all 
passenger car tires, including safety 
wheels. H. E. Furman Mfg. Co., 633 W. 


Davis St., Dallas, is the manufacturer. 


















“Bendix 
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KEY-JECT, a key case is claimed to 
make it practically impossible to set the 
stage for benders and hot-car addicts. It 
is a spring-action plastic case which ejects 
the key from the lock back into the case 
when the ignition switch is cut. Further 
details may be obtained from Robert Heth- 


Sons, Inc., Sharon Hill, Pa. 


* * * 


New Car, Truck Color Guide 


By Rinshed-Mason Co. 


A new 40-page automotive 
color index guide has just been 
published by the Rinshed-Mason 
Co., automotive paint manufac- 
turers, 5935-71 Milford Ave., De- 
troit 10, Mich. 

The index lists all passenger 
car and truck R-M lacquers and 
enamels for the years 1939 


erington & 


ECLIPSE MACHINE DIVISION of 
ELMIRA « 


NEW YORK 
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through 1947. Colors can be 
found quickly because the list 
is presented in three complete 
and separate sections. 

Heavy Duty, 3-Volt Battery 


Introduced by Bright Star 


A three-volt heavy duty battery, 
the “Dual Six” model engine bat- 
tery, has been introduced by the 
Bright Star Battery Co. to replace 
smaller types. 

Further information is available 
from the company at 200 Crooks 
Rd., Clifton, N. J. 


Benwood-Linze Announces 


New Battery Charge Method 


The Benwood-Linze Co., 1811-19 
Locust St., St. Louis 3, Mo., claims 
that its new B-L model 300 fast 
battery charger offers an exclusive 
“HydroThermatic” method of bat- 
tery testing and fast charging. 

The company says the new meth- 
od offered will save time, insure 
maximum accuracy and provide 
fool-proof operating procedure. 


‘“‘With reference to our ad for Chevrolet 
ring gear and pinion, the response was 
very good, in fact, we received more re- 
plies than we needed. If at any time we 
are in need of parts that are hard to se- 
cure, we assure you that we will use a 
classified ad in your paper to obtain same.’’ 
-—-Scarbrough Buick Co., Pine Bluff, Ark. 


Experience is the reservoir of precedent that hoids many of the 
answers to problems of the future, and makes it possible to avoid 
errors of the past. The most promising plan can go astray in one 
tiny error that experience would have forestalled. And in the auto- 
motive field —where experience is the keystone of success —Bendix* 


can point to thirty years’ cooperation with a progressive industry. 


*REG. U.S. PAT. OFF. 


AVIATION CORPORATION 


HYDROVAC* POWER BRAKING 
B.K.* VACUUM POWER RELAY VALVES 
TRAILER VACUUM POWER BRAKES 
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At Chevrolet Show... 


Barwick Buys Site | for $75,000. Chip Barwick, is presi- 
Chip Barwick Chevrolet Co., 740 | dent; William Pryor, is vice-presi- 
Union Ave., Memphis, Tenn. has | dent and L. B. McCormick is secre- 


purchased its site from the owners tary. 


AN AUTOMOBILE DEALER SPEAKS 
TO ALL DEALERS 


“This System Will Save You 
Thousands of Dollars Each Year— 
| Know It Has Done It for Me” 


THE 


COLLINS 
VIS-U-LIZER 


The only constantly up - to - the- 
minute, visual, covfidential inven- 
tory of the automobile dealer’s 
complete operation. * 
Jimmy Collins, for over 30 years 
a successful automobile dealer in 
Detroit and the inventor of the 
Collins Vis-U-Lizer, says, “Why 
not let the Collins Vis-U-Lizer 
serve you too? These are a few of 
— " the things it does for me: 
TELLS ME AT A GLANCE: Trade-in value of the used car; estimated recon- 
ditioning cost; estimated selling price; whether or not the car has been 
reconditioned; actual reconditioning cost; actual selling price; whether or 
not the car is ready for resale; how many days it has been on my lot. 


ALL OF THIS LOSS-SAVING PROFIT-MAKING INFORMATION 
AT A GLANCE—PLUS 
THESE VITAL FACTS ABOUT YOUR NEW CARS! 
New cars on hand. Demonstrators on hand and who is using them. New 
car sales for various periods. Models, purchaser's name, etc. 
PRACTICAL: It keeps you constantly informed of every detail of your busi- 
ness—and saves you time and money doing it! 
USEFUL: Ten-day and monthly reports; monthly quotas; sales comparisons 
with previous periods; information for sales meetings; quick decisions on 
deals requiring them and many, MANY more. 
SIMPLE: A stenographer can operate it in a few minutes each day. 
PRICED TO EARN YOU ITS COST IN THE FIRST MONTH YOU USE IT 
THE COLLINS VIS-U-LIZER WILL DO JUST THAT! ORDER YOURS NOW! 


COLLINS SALES ENGINEERING CO. 


2005 NATIONAL BANK BLDG. DETROIT 26, MICH. 


THE FINEST AUTO AUCTION IN THE WORLD 


cyePS OUT 


TO GIVE YOU STILL 


BETTER SERVICE 


Starting TUESDAY—MAY 20th 


2 BIG ivciox SALES 


CHEVROLET OFFICIALS visit the two-zone shop equipment display in Detroit's 
Convention Hall. H. P. Sattler, Detroit zone manager; Nicholas Dreystadt, general man- 


ager; Tom H. Keating, general 
ager of Milwaukee International Co., 


sales manager; 
and L. 


R. G. Feaster, assistant sales man- 
E. Reeve, vice-president, Milwaukee In- 


ternational, look over a modern wheel balancer in the service tool display. 


VARIOUS MANUFACTURERS’ equipment 
length of Convention Hall in Detroit during 
equipment show, which all dealers and their 


Stephens to Build 
W. R. Stephens Co. (Buick), 
Minneapolis, is planning a new 
service garage. 








EVERY 
WEEK 


TUESDAY & WEDNESDAY 


SALES INSIDE OUR NEW MODERN BUILDING 


CHOICE 


WE SELL A CAR EVERY 70 SECONDS 


See and Hear “PAT” PATTERSON—AUTO AUCTIONEER—IN FULL SWING 


GUARANTEED 


Our Reputation Is Your Guarantee For Honest—Impartial and Efficient Service 


REGARDING US CALL ANY BANK OR FINANCE 
FOR REFERENCE COMPANY IN INDIANAPOLIS 


SEE 
THE 


mm 12 Sceh © 


Central Daylight Saving Time 


EVERY 
CAR 


BUY 
WITH 


CONFIDENCE © 


CARS IN 
THE COUNTRY 





STUART « _RAMP, INC. 


1011 N. Pennsylvania 


Riley 8781 


was displayed in two long rows the entire 
the week of the two-zone Chevrolet shop 
service managers attended in groups. 

* * 


Sales Reported 
High at Detroit 
Chevrolet Show 


DETROIT. — All manufacturers 
exhibiting in the two-zone Chev- 
rolet shop equipment display, held 
here for a week, reported good 
sales to the more than 750 dealers 
and service managers who at- 
tended. 

It was reported that over 4,500 
individual sales were made to the 
dealers, with one dealer just open- 
ing up a new dealership making 
the top purchase of $18,000 worth 
of equipment. Wheel balancers 
and twin-post hoists seemed to be 
the heaviest in demand. 

The showing covered some 37,000 
square feet, with 42 manufactur- 
ers of service shop equipment ex- 
hibiting. More than 400 different 
pieces of equipment were included 
in the display. 

The exhibitors’ committee, work- 
ing under the direction of H. B. 
Sattler, Detroit zone manager, in- 
cluded E. E. Fitch, Sun Electric 
Co.; C. C. Tatham, Bear Mfg. Co.; 
Harold Snyder, Automotive Equip- 
ment Co., and George Scheel, Max- 
well Equipment Co. 


Warning First 
Defective Cars Halted 


In Rochester Drive 


First warnings, then tickets. 
That’s the way Monroe county, 
N. Y. (Rochester) traffic law en- 
forcement officials are conducting 
a new safety campaign aimed at 
getting every improperly equipped 
automobile or cars with defective 
safety devices, off the county high- 
ways. 

All deputies and town and vil- 
lage policemen are armed with 
special red warning cards. They 
halt trucks and cars, check 
brakes, lights, windshields, wip- 
ers, mufflers, rear view mirrors, 
steering equipment and tires. 

If there’s a minor defect, the 
motorist gets a red card. He must 
return it to law enforcement office 
within 48 hours showing receipts 
for work correcting the defect. 
Failure to appear will bring arrest. 

If the vehicle is in too dangerous 
condition, it is ruled off the road 
immediately. In the first evening 
of the drive, 100 cards were issued, 
and more than a score were or- 
dered into garages for immediate 
repairs—mostly new lights. 





SERVICE SECTION 


Hope Metal Bins provide 
quick, orderly expansion for 
parts departments. Patented 
slip-in shelf dividers require 
no bolts, screws or clips. Bins 
shipped built-up according to 
your specifications—ready for 
immediate use. Sturdily con- 
structed for long, rugged use. 
Used by leading auto dealers 
everywhere. Write for folder 
showing various models. 


Early Delivery 
HOPE METAL 
PRODUCTS, INC. 


1508 Rockwell Ave. 
Cleveland 14, Ohio 


A BIG SELLING POINT: 


ha AL aa 
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MOTOR OIL 


See your AMALIE Distributor or write Dept. V 


AMALIE DIVISION 
L. SONNEBORN SONS, INC. 
88 Lexington Avenue, New York 16, N. Y. 
Refineries: Petrolia and Franklin, Pa. 
Plant: Nutley, N. J. 
in the Southwest: 
Senneborn Bros., Dallas |, Texas 


Station Wagon Bodies and Driver 
Cabs for Jeep 
Vehicles 


$138.56—FOB o. 
Immediate Delivery a in U.S.A. 


STATION WAGONS INC. 
6615 Kueiid Ave. Qevetend 8, 0 
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Truman Gets Labor Bill . . 
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Negotiations Continue 


At Ford, Briggs 


(Continued from Page 2) 


pending the outcome of negotia- | 
tions. 


The principal issues in the 
Briggs deadlock were company- 
union disputes over overtime 


pay, UAW dues drives and the 
effective date of a general wage 
hike. The union has tentatively 
accepted Briggs’ offer of a 15- 
cent hourly raise. 

A Briggs shutdown, involving 
20,000 production workers, would 
cripple Chrysler Corp. and Pack- 
ard production operations here and 
in Evansville. Chrysler spokesmen | 
said the Los Angeles plant might 
be able to remain open in the 
event of a strike. 

Seek Coal Talk Renewal 

The government, preparing to 
relinquish control of the _ coal 
mines June 30, sought to effect a 
renewal of negotiations between 
mine operators and John L. Lewis’ 
United Mine Workers-AFL. The 
soft coal contract is scheduled to 
expire at the end of the month. 

Negotiations broke down last) 





weekend when the owners rejected 
what they termed “fantastic de-| 
mands” made by Lewis. Among | 
these demands, it was disclosed, | 
were a 35-cent-an-hour raise for | 
the 400,000 bituminous miners and | 
a boost in the management levy 
for the union-controlled royalty | 
fund from 5 to 10 cents a ton. | 

Some observers were inclined | 
to minimize the collapse in dis- 
cussions. They contended Lewis | 
was waiting to see what the fate 
of the Taft-Hartley labor bill | 
would be in view of the proposed | 
clause allowing the government | 
to obtain injunctions against 
“national paralysis” strikes. 

The measure, after clearing the 
joint conference committee and | 
the House and Senate again in re- | 
vised form, will be sent to Presi- 
dent Truman this week. 

Odds still favor a veto, although 
such a staunch Truman supporter 
as Senator Hatch, New Mexico 
Democrat, urged the Chief Execu- 
tive last week to sign the bill. 
Hatch, who voted for the legisla- 
tion on first passage, said he would 
vote to override a veto. 

Senator Taft, Ohio Republican, 
and Rep. Hartley, New Jersey Re- 
publican, co-sponsors of the bill, 
both ‘predicted it would become | 
law, veto or no. Taft expressed | 
confidence the bill would be ap- 
proved by the necessary two-thirds | 
majority necessary to defeat a 
veto. 

A close veto vote is expected in| 
the Senate, inasmuch as the House 
gave the bill a whopping majority 
on first passage. If other Admin- 
istration supporters who favor the | 
bill follow Hatch’s lead and defy | 


Willys 


(Continued from Page 1) 
southwest regional sales manager 
with headquarters in Dallas, Tex., 
where his family has resided since 
1936, and was appointed western 
Sales manager a year ago. 

Born in 1903 at Winona, Minn., 
where he attended grade and sec- 
ondary school, Lund completed his 
education at the University of 
Minnesota, Minneapolis, and State | 
Teacher’s College, Winona. 

He entered the automobile busi- 
ness in 1927 with the Chevrolet | 
Motor Car Co., serving as office | 
manager, district manager, car 
distributor, business manager and | 
truck and body manager there | 
until 1936. At that time he joined 
the Packard Motor Car Co. in a 
Sales capacity. He then served as 
4 regional sales manager for Pack- 
ard, covering the northwestern 
United States until 1942, when he 
resigned to enter the Army, where 
he served as combat intelligence 
officer for the 15th Air Force in 
North Africa and Europe. 


Goodwin and McDowell 


Goodwin and McDowell Motor 
Co. Inc. 340 S. Spring, Cape 
Girardeau, Mo., has been incorpo- 
Fated listing $40,000 authorized 
‘capital stock by Van B. and Doro- 
way L. Goodwin and Lloyd C. and 
(Neraldine A. McDowell. 














a presidential veto, it is likely the 
veto will be overridden in the Sen- 
ate as well. 

Buffalo Foremen Quit FAA 
No new meetings or counter- 

proposals were reported in the 
foremen’s dispute at Ford. The 
strikers, members of the indepen- 
dent Foremen’s Assn. of America, 
voted last Sunday to continue their 
2%-week-old walkout in spite of 
withdrawals of support by AFL 
truck drivers and UAW transpor- 
tation workers. 

At Ford’s Buffalo assembly 
plant, 52 of 60 foremen listed as 
FAA members resigned from the 
supervisory union. No company 
branch plant outside the Detroit 
area has been affected by the 
FAA strike. 

Other labor developments: 

1. Nash Motors increased its pay 
scales by 1% cents an hour to 
bring its 1947 increase up to the 

General Motors-Chrysler pattern. 


Nash, which granted a 10-cent in- 


terim raise in March, also agreed 
to compensate workers for six 
| holidays a year. 

| Of the auto assembly concerns, 
jonly Ford, Studebaker and Pack- 
ard have not announced wage set- 
|tlements this year. 

2. White Motor Co. became the 
second independent truck maker 
to reach a wage agreement with 
the CIO. The pact grants 6,000 
hourly-rated employes increases of 
11% cents an hour and pay for 
six holidays. The first truck in- 
| dependent to settle with the union 
| was International Harvester. 

3. C. M. Hall Lamp Co., Detroit, 
concluded a wage agreement with 
the UAW providing for a general 
wage boost of 15 cents an hour, 
retroactive to May 1. 

The UAW executive board, 
however, still had not formu- 
lated a policy on wage settle- 
ments with the automotive parts 
industry. Some locals have re- 
quested permission to sign con- 
tracts granting less than the 15- 
cent “pattern.” 

4. Seiberling Rubber resumed 
production after a 36-day strike 
of CIO workers. Union officials 
finally accepted the company’s of- 
fer of an 11%-cent raise retroac- 
tive to Feb. 2, the same terms 
agreed upon by the union in its 
settlement with the Big Four tire 
makers. 
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SPECIAL TRUCK facilities were provided in the new building just occupied by Kuhn 


Auto Sales & Service (Dodge-Plymouth), 


765 Carlisle St., Hanover, 


Pa. The service 


shop, 65 by 116 feet, was set back 80 feet from the street so that tractor-trailers do 


not block the street before the 14-foot electrically-operated door opens. 


Another en- 


trance is at the rear. A second building 60 by 115 feet houses the showrooms, offices, 
parts department and machine shop. The 12 mechanics include six whose experience 
on Dodge cars and trucks ranges from 15 to 25 years. A used-car lot 200 by 300 feet 
adjoins the service shop. A. 8S. Kuhn is president. 


Insurance Bill 


o ° . 

Up Again in Ohio 

COLUMBUS, O.—The committee 
on insurance has recommended the 
Adams bill for passage by the sen- 
ate which would provide educa- 
tional qualifications for fire and 
casualty agents. Opposed by Ohio 
dealers, the bill requires that all 
applicants for agent or solicitor 
licenses shall have taken a course 
in insurance of at least 50 hours 
in class room or correspondence or 
shall have worked with an insur- 
ance company or an agency at 
least one year. 

A ruling made by the Ohio de- 
partment of insurance that auto- 








mobile salesmen as a class cannot 
be licensed as insurance agents 
was set aside by the common pleas 
court and later the court of ap- 
peals upheld the ruling. The pur- 
pose of the present bill is to off- 
set the court decisions. 


Safety Award 

RICHMOND, Va.—The Suburban 
Coach Co. has been awarded a 
safety trophy by Safety Service 
for the 1946 record of the com- 
pany, J. L. Arnold, president of 
the Virginia Passenger Bus Assn., 
has announced. 


What do you want to buy, sell or trade? 
See Classified Want Ads, inside back cover 
this issue. 
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The Purolator Line is the Longest 
Line of Original Equipment 


PUROLATOR PRODUCTS INC., Newark 2, N. J. In Canada: PUROLATOR PRODUCTS (Canada) LTD., Windsor, Ontario 
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Obituaries 
Beardsley Dies; 

One of Founders 


Of Sealed Power 


MUSKEGON, Mich.— Paul 
Beardsley, treasurer and one of 
the founders of Sealed Power 
Corp., died May 31 after an ex- 
tended illness. He was 77. 

In November, 1911, Mr. Beards- 
ley left a job as bookkeeper in a 
department store to organize the 
Piston Ring Co. with Charles E. 
Johnson, present president of the 
company. The firm’s name was 
changed to Sealed Power Corp. in 
1932. Mr. Beardsley served as sec- 
retary and treasurer until 1940, 
when his son, Raymond R. Beards- 
ley, was elected secretary. 

The executive management of 
the company was in the hands of 
Mr. Beardsley for 25 years. 

For many years, Mr. Beardsley 
was known as Muskegon’s “First 
Citizen” because of his leadership 
and interest in civic affairs. He 
served on the committee that drew 
up the commission-management 
government for the city and was 
drafted as the first mayor under 
the new charter. He served on the 


city commission from 1920 to 1932. 
* * * 





Price, Purchase Agent 


For Goodyear, Dies at 57 

AKRON.—George E. Price jr., 
57, purchasing agent for Goodyear 
Tire & Rubber Co., and associated 
with the company 25 years, died 
May 30 in a hospital here following 
a short illness. 

Native of New London, Conn., 
Mr. Price joined the company’s 
purchasing department in Akron, 
March 6, 1922, and had been pur- 
chasing agent since 1936 and has 
directed the purchasing activities 
of all Goodyear plants in this coun- 
try. He is survived by a son, Rob- 
ert, who is associated with Good- 
year’s aviation products division in 
Akron; a brother, Maj. William T. 
of Rochester, N. Y., and one sister, 
Mrs. H. J. Bishop of Philadelphia. 

2S 
Shelley Zed Downs 

BIRMINGHAM, Ala.—Shelley Zed 
Downs, president of Downs Motor Co., 
died here May 25 after an illness of two 
months. Mr. Downs was in the automo- 
bile business in Atlanta and Jacksonville 
before opening his establishment here. 

* * * 
Leon A. Potts 

SYRACUSE, N. Y.--Leon A. Potts, 50. 
manufacturers’ representative in the auto- 
motive field and a member of the Motor 
and Equipment Manufacturers Assn., died 
recently here following a brief illness. He 
had been a resident of Syracuse for more 
than 25 years. 


* * * 
Anthony DeBiasi 

ST. LOUIS.—Anthony DeBiasi, 47, chief 

engineer of the McCabe-Powers Auto Body 

Co., died of a cerebral hemorrhage in St. 

John’s hospital here. A native of Italy, 

DeBiasi had been with the company for 
the last 25 years. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. & PRODUCTION ONLY) 














Week Week Final Total Total 
Ended Same Ended Total Jan. 1 to Jan. 1 to 
dune 7, Week May 31, May, June 8, June 7, 
1947 1946 1947* 1947* 1946* 1947* 
GENERAL MOTORS .. 30,165 9,687 27,208 120,452 113,671 604,412 
RG 0 ESOC caw eae 5,476 2,581 4,309 20,624 18,870 108,187 
SS eee 1,280 447 1,036 4,609 5,639 24.567 
GPUNOENO coc cievcsess 15,543 4,059 14,173 61,810 53,118 298,173 
Oldsmobile 4,011 1,417 3,306 15,025 16,112 81,097 
Pontiac .. 3,855 1,183 3,884 18,384 19,932 92,388 
CHRYSLER ........... 16,318 12,4385 13,588 58,837 211,525 324,240 
40.4508 Keun betes 1,702 1,671 1,376 5,145 25,607 32,040 
ED vey Visine ss 040-80 5,128 5,079 4,392 16,586 71,047 90,353 
i: 4, eee 7,273 4,523 5,969 30,300 86,723 159,061 
CE § ¢évveedvsce ave 2,215 1,162 1,801 6,806 28,148 42,786 
Ere rT 14,480 eevee 11,4385 62,655 134,450 322,976 
dba Vea ss bev eee ee 11,774 9,563 50,220 114,464 255,460 
Lincoln eee 593 477 2,653 2,449 13,484 
<< cb ON eh boa be 2,118 ‘de 1,395 9,782 17,5387 54,032 
EEE ¢gb.0 vhs vues 353 41 334 1,404 69 7,639 
Lt), ~~ 2,610 2,317 2,114 10,605 29,119 54,426 
KAISER a 969 étus 587 3,023 . oo 
FRAZER 1,383 1,541 7,364 cons §6=695O ST 
ae 66.69 3.0 ON vas 08 2,049 ohes 1,632 8,908 33,522 51,267 
PACKARD ......... 1,034 948 832 3,424 8,283 19,868 
STUDEBAKER ....... 2,356 569 1,932 10,702 20,232 538,395 
UMMM ~ ki cvceesceses 748 494 2,745 eee 14,161 
Total Cars, U. S. .... 72,465 25,997 61,647 290,119 550,871 1,491,903 
*Station wagons. *Revised. 
* * * * * * 
COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 
Week Week Final Total Total 
Ended Same Ended Total Jan. 1 to Jan. 1 to 
June 7, Week May 31, May, June 8, June 7, 
1947 1946 1947* 1947* 1946* 1947* 
ELA aie Bilin Se Sai Gian 6,148 er 5,007 26,354 64,936 135,796 
CHEVROLET .......... 1,287 5,918 607 2,827 63,608 123,633 
Pee eee 3,994 1,053 2,961 15,381 49,622 80,351 
INTERNATIONAL .... 3,103 2,687 2,556 12,602 38,756 64,262 
MEE. “Svs 6606 00ceecs 1,952 1,773 1,654 8,159 24,542 39,351 
STUDEBAKER 1,360 1,043 1,087 5,667 13,389 29,101 
re 896 15 1,049 6,508 4,177 32,222 
EGG SD whiee Gu ee evn e 450 284 384 2,043 5,117 10,5382 | 
EE eiton 6 6 okt e 04 ae 389 68 147 1,088 5,167 7,898 
EE thdiihig 0464 609 000s 461 419 2,054 3,241 9,208 
a 288 ree 184 1,133 3,748 7,166 
FEDERAL ............ 253 44 167 835 2,252 4,116 
CEE 245.0 n kd aes 66 151 73 122 524 1,283 2,437 
MISCELLANEOUS 502 472 3380 1,762 11,587 2,810 
QEUEMEE ce sceccess 135 ohen 67 431 or 1,161 
Total Trucks, U. S.... 21,369 13,590 16,791 87,368 291,425 550,044 
Total Cars, Trucks, 
GM ib sasewereaena ds 93,834 39,587 178,488 377,487 
Total Cars, Trucks, 
GREED. Sctesdeccessre 5,314 5,174 5,146 22,045 65,335 110,974 
Grand Total, Cars and 
Trucks, U. S. and 
0 EY eer Te 98,148 44,761 83,584 399,532 907,631 2,152,921 


Note: Combined U. S. and Canada car and truck output in the com- 
parable week of 1941 was 126,086 units. 


*Revised. Miscellaneous includes Autocar, Divco, Marmon H., Brockway, 


Four-Wheel Drive, Sterling, etc. 





2 Millionth Unit Off Line; 
93,834 Built in Week 


(Continued from Page 1) 


the recall to work of Nash’s second 
shift, which was laid off early in 
May. 

R. A. DeVlieg, vice-president in 
charge of Nash manufacturing, 
said that if no major supplier 
strikes intervene, “further in- 
creases in daily rates of produc- 
tion are hoped for in July and 
major expansion of output is pre- 
dicted for August or September.” 

The American Iron and Steel In- 
stitute reported that steel com- 


panies were producing at 97 per- | 


cent of capacity last week, com- 
pared with 95.4 percent the week 
before and 90.6 percent the first 
week in May. 

Meanwhile, a survey of the 
scrap situation found that the 
postwar boom in that business 
has collapsed amid a rapid drop 
in prices. Supplies of copper, 
lead and zinc scrap are reported 
to have exceeded smelter pro- 
duction capacity. Purchasers of 
scrap metals are said to be hold- 
ing up big orders in the expecta- 
tion of further price drops as 
the supply piles up. 

Divisions of General Motors pro- 
duced 30,165 cars last week, com- 
pared with 27,208 the previous 
week. Cadillac exceeded its sched- 
ule of 250 a day, while Oldsmobile 
topped 800 a day. Pontiac was held 
to the equivalent of four days’ 
operations because of supply scarc- 
ities. 

Chevrolet, producing an estimat- 
ed 15,543 cars last week, will move 
past the 300,000 mark for 1947 pro- 








| fore. The total included 11,774 Ford 


duction this week. Through Friday 
Chevrolet output for the year was 
estimated at 298,173 cars. 


Truck production was also step- 
ped up at Chevrolet last week as 
the division neared the completion 
of a changeover to new truck mod- 
els. Chevrolet built 1,287 trucks 
last week, more than double the 
previous week’s yield of only 607. 
Resumption of volume production 
is not expected until later this 
month. 

The four passenger-car divi- 
sions of Chrysler Corp. rolled 
out an estimated total of 16,318 
cars during the week, against 
13,538 the previous week. Chrys- 
ler Corp.’s 1947 output—324,240 
cars—moved into second place 
behind GM as Ford divisions 
dropped to third with 322,976 
cars. 

Ford, holding its production | 
steady despite the foremen’s strike 
at the Rouge plant, built an esti- 
mated 14,480 cars during the week, 
compared to 11,435 the week be-| 


cars, 593 Lincolns and 2,113 Mer-| 
curys. 

Crosley assembled 353 passenger 
cars last week, as against 334 the 
week before. Crosley car output 
for the year totals 7,639. 

A total of 2,610 cars rolled forth 
from the Hudson plant. The previ- | 
ous week’s total was 2,114. 


Kaiser-Frazer reported a new | 








output record for June with pro- 
duction of 3,023 Kaiser Specials 
and 7,364 Frazers. The Willow Run 





plant last week built 969 Kaisers 
and 1,383 Frazers. 

The 50,000 mark for the year’s 
output was passed by Nash last 
week. The company, operating 
on reduced schedule, built an es- 
timated 2,049 cars, compared to 
1,632 the week before. 

Packard accounted for 1,034 cars 
last week, including an increasing 
number of 1948 model convertibles. 
Production the previous week to- 
taled 832. 

Studebaker reported production 
of 2,356 cars last week, compared 
to 1,932 the week before. The South 
Bend concern led_ independent 
makers in May car output with a 
total of 10,702. 

Station wagon output at Willys- 
Overland was estimated at 748 
units for the week, compared to 
494 in the previous week. 

The Canadian department of 
trade and commerce reported that 
Dominion output in April totaled 
13,251 cars and 9,153 trucks—a to- 
tal of 22,404 units. This compares 
to 21,830 units in March. 

Canadian output for the first 
four months of 1947 was estimated 
at 84,089 units, in contrast with 
44,182 after the same period of 
last year. 

Mac Gorpon 





Croy Motor Sales 


Croy Motor Sales, Inc., Pearis- 
burg, Va., with maximum capital 
of $50,000, has been organized to 
conduct an automobile business. 
John W. Croy is president. 





What do you want to buy, sell or trade? 
See Classified Want Ads, inside back cover 
this issue. 





SERVICE SECTION 


Chrysler Holders 


To Meet July 8 
On Stock Split 


DETROIT.—Chrysler Corp. noti- 
fied stockholders last week of a 
special meeting to be held at the 
company’s offices here on July 8 
to consider and act upon splitting 
up Chrysler stock so that two new 
shares of $2.50 par value each will 
take the place of one present share 
of $5 par value. 


Stockholders will vote upon 
amending the certificate of incor- 
poration to provide for changing 
the total number of authorized 
shares from 6,000,000 having a par 
value of $5 per share, of which 
4,484,375 now are issued, to 15,000,- 
000 having a par value of $2.50 per 
share. 

The purpose of the proposed 
stock split-up is to make the num- 
ber of shares outstanding more in 
keeping with the growth of the 
corporation and the wider public 
interest in its products and opera- 
tions, Chrysler spokesmen said. 

StockhoHlers will also be asked 
to authorize the board of directors 
and officers of the corporation to 
take such action as may be neces- 
sary or advisable to carry the 
amendment into effect. 








Weisman Redecorates 


Weisman Motor Sales Co., Inc. 
(Chrysler - Plymouth), Royal Oak, 
Mich., has renovated its dealership. 


| Michael Weisman is president. 








An Intensified Training Program 


in 
TOP-BRACKET SALESMANSHIP 


is now available to Salesmen, Supervisors, Trainers and Exec- 
utives during the two week period Monday, July 7th through 
Friday, July 19th. Previously available only to residents of the 
Detroit Metropolitan area, the course is now open for registra- 
tions from other sections of the country. 





sx22020197;/ ADVANCED SALESMANSHIP 


is taught through the use of 40 TALKING 
MOVIE PICTURES, SOUND SLIDE FILMS, and 
the Blackboard, used in CONFERENCE TYPE 
MEETINGS in which everyone participates 
many times in every session. 

The AUDIO-VISUAL method enables those 
present to literally SEE and HEAR the RIGHT 
and the WRONG methods of selling and han- 
dling people, in hundreds of different situations 
—more situations than most salesmen could 


D. L. Beck possibly personally participate in, in months of 
Director. actual selling. 
Training in 


BUSINESS SPEAKING 
and 
CONFERENCE LEADERSHIP 


is a vital part of this concentrated course. 


AUTOMOBILE SALESMEN iearn how to make SALES PRESENTATIONS 
that sell, how to MEET OBJECTIONS and make them STEPPING STONES to the 


SALE, the TECHNIQUE of the CLOSE. 


PARTS MANAGERS learn the Secrets of Merchandising and Management. 


How to profitably increase parts and accessories sales. How to organize the 


efforts of their assistants. 


SERVICE MANAGERS lear how to handle the customer the way he 
wants to be handled, how to raise the dollar volume per work order, the right 
attitude to take towards complaints, as well as towards their mechanics. 


SALES MANAGERS are schooled in the sales techniques necessary for 


meeting the competitive market which is rapidly approaching. 


| OFFICE MANAGERS lear better supervision techniques and how to 


better cooperate with their organizations. 


The PROSPECT’S POINT OF VIEW is kept in mind at all times. The basic 
necessity of analyzing the “pros and cons” of every sales and supervision prob- 
lem is emphasized. Not only is the "WHAT TO DO” demonstrated and dis- 
cussed, but also the actual technique of the “HOW TO DO” is clearly and 


forcefully portrayed. 


The Course is extremely practical, designed to build a solid base for the 
future sales and management growth of all who participate. It is supervised by 


| Daniel L. Beck who brings to it the experience of 26 years as a Retail Sales- 


man, Sales Manager, and Factory Sales Executive, selling Cars, Trucks, Parts 


and Accessories. 


Tuition is $75.00 per man, with NO extras. Each group is limited to an enroll- 
ment of 25. Class Rooms are AIR CONDITIONED for summer comfort. 


Write, Wire, or Telephone. 
Executives Selection & Training Institute 


956 Maccabees Bldg., Detroit 2. 


Phone TEmple 1-1551. 
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| SERVICE SECTION 
| At SAE Meeting . . . 


gines were designed and run on 
tests so that operating engines 
could be used to solve the prob- 
lems of high efficiency engines. 

Meantime, science and art de- 
bated tomorrow’s automobile be- 
fore the SAE’s summer meeting 
and reached similar conclusions. 

Said science: “Tomorrow’s car 
will be functional and beautiful!” 

Said art: “Tomorrow's car will 
be beautiful and functional!” 

Kenneth A. Hopkins, of the 
George W. Walker Organization, 
Detroit, insisted that automobile 
design is an art, since the appeal 
of efficiency alone has come to a 
standstill and an automobile must 
incorporate beauty to sell. 

Virgil M. Exner, of Studebaker, 
declared that automobile design is 
a science, and that beauty is in- 
adequate unless based upon sound 
engineering. Both agreed that au- 
tomobile design primarily must be 
functional and that tomorrow’s au- 
tomobile can be both functional 
and beautiful. 

Hopkins visualized tomorrow’s 
car as being better proportioned, 
lower for safety at high speed on 
super-highways, incorporating air- 
eraft characteristics, and using 
lighter, stronger engines. Shorter 
hoods, expanded interiors with 
lounge-car seating arrangements 
and seats converting into berths, 
refrigerated compartments for food 
and drink, beautiful appointments, 
are additional features, he added. 

Exner predicted that tomor- 
row’s car will borrow from air- 
craft design by eliminating pro- 
jections and structural abrupt- 
ness to reduce wind resistance, 
will incorporate lower bodies and 
greater visibility, will reveal gen- 
uine streamlining, and will com- 
bine beauty with function. Light- 
er engines, he added, can be | 
mounted in the rear—or any- 
where else. 

Tomorrow's automobile will re- | 
semble a means of transportation, 
but not an artist’s nightmare, Ex- 
ner reported. He said postwar 
“dream cars” have not material- | 
ized because they were too freak- 
ish for the public taste and eco- 
nomically impossible to manufac- 
ture. Drawing a picture of a car 
and mass-producing automobiles 
are vastly different techniques, he 
explained, commenting that de- 
signers are inclined to recommend 
new materials without considering 
their suitability to manufacture 
and repair, whether they are ob- 
tainable at reasonable cost, or 
even whether they are available 
at all. 

“An automobile, like a building,” 
said Exner, “must be designed 
with an eye toward its ultimate 
function, the material that is 
available for constructing it, and 
the ecoromics which enter into 
its manufacture. Like a _ building 
it must also be soundly engineered, | 
for good design can be guaranteed | 
only by adherence to basic engi- | 
neering practices. Designs which 
ost profoundly satisfy our senses 
are those which have been cre- 
ated with the keenest realization 
of the functions for which they | 





































AMERICAN BANTAM CAR CO.’S new Supercargo tandem axle closed van. Distrib- 
tors and dealers now are introducing this model, as well as other models in the tandem 
Various body styles, lengths and capacities, 


xle_ series. 
vailable. 








Big Advance in Engines 


‘Described by Kettering 


(Continued from Page 6) 


ciples must be so expressed and 
emphasized 
that the observer becomes uncon- 
sciously aware that they exist in 
the object he admires. 

“The big responsibility of the 
automobile stylist of the future, 
as today, is not to predict what 
the motor car will look like many 
years from now, but to solve the 
more exacting problems of next 
year’s models,” he asserted. 

* + * 


Uses Little Fuel 


Development of unconventional 
types of engines—one consuming 
little fuel, the other producing tre- 
mendous power at slow speeds— 
was reported. 

A fuel-injection engine with 
spark ignition and a compression 
ratio of between 7 and 10 to 1, 
was described by Allan M. Starr, 
of Starr & Sweetland, Piedmont, 
Calif., as operating economically 
on a wide variety of fuels, start- 
ing easily, and weighing little. 


Starr said this engine propels a} 


3,400-pound vehicle 35-45 miles on 


one gallon of fuel at 40 miles an| 


hour. 
The engine was described as 
having intake and exhaust valve 


heads flush with the cylinder head | 


and close to the piston. Adjacent 
is a cone-shaped combustion 
chamber, comprising the compres- 
sion space, into which a nozzle 
injects fuel. The fuel mixes with 
a residual charge and the combi- 
nation is fired by a spark plug. 
When the engine operates on light 
loads, fuel and spark automatic- 
ally cut out and only half the four 


|or six cylinders function. 


Development of a “slant en- 
gine” of the “barrel” type, with 
opposed pistons in horizontal cy- 
linders parallel to the main shaft 
and employing the diesel cycle 
to transmit power to two “slant 
plates” instead of a crankshaft, 
was reported by T. L. Sherman, 
of Steel Products Engineering 
Co., Springfield, O. 

Sherman said this compact, light 


engine will serve power-production 
needs 
power range lying between inter-| 
nal-combustion and steam engines. | 


in the 2,500-10,000 horse- 


Old engineering ideas refash- 


ioned anew, and new engineering 
ideas 
before the meeting. SAE members 
were invited to reconsider the pos- 
sibilities of adapting 
vapor, engines to commercial mo- | 
tor vehicles, 
about tomorrow’s plastic automo- | 
bile. 


realistically applied, came 


steam, or 


and also to think 


The idea of the steam car,| 


broached periodically before SAE 
meetings since the steam-propelled | 
vehicle ceased manufacture some 
20 years ago, was presented in a| 
new light by Edmund B. Neil, con- | 
sulting engineer, of Columbus, O. 


Neil said that modern materials | 


and design principles make pos- | 
sible the development of steam, 
or vapor, engines for motor trucks | 
and buses with such advantages 
as one-half to one-third present 
powerplant sizes and highest en- 
gine efficiency. 
shortcomings of the early “steam | 
were intended. Engineering prin-! automobile” now can be corrected, 


He indicated that 
















automatic 
viewed by Harold Nutt and Rich- 
ard L. Smirl, of Borg & Beck di- 
vision, Borg-Warner Corp. 


including chassis only, are 


A U' 


in automobile styling 
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MORE THAN 100 OLDSMOBILE dealers from the Cleveland zone attended a meet- 
ing in that city to hear top executives of Oldsmobile set forth production and sales 
plans for the balance of the year. Left to right: 8. E. Skinner, general manager; D. J. 
Towell, Akron; D. E. Ralston, general sales manager; D. A. Heindel, Youngstown, and 


Texas Senate 





throttle openings. 


K. F. Whiteleather, Canton, 0. 





DETROIT.—George 
managing director of the Automo- 
bile Manufacturers Assn., declared 
last week that 
production is the only effective so- 
lution to the practice of custom- 
ers’ reselling new models at pre- 
mium prices. He made the state- 
ment in a detailed AMA report 
on auto distribution. 

“Today’s black market in new 
ears results primarily from manu- 
facturers and dealers selling cars 
below prices many people are will- 
ing to pay,” he said. 

“That is why manufacturers 
have concentrated their energies 
and ingenuity since the war in 
|attaining the maximum possible 
new vehicle output. Only the re- 
turn of normal unlimited compe- 








explaining that virtually none of 
today’s commonly-used materials, 
such as high-strength cast irons 
and alloy steels, then were avail- 
able. 

Design from the ground up and 
development along radical lines of 
a reinforced plastic automobile 
which “breaks with horseless car- 
riage tradition” were described by 
Louis A. Werner, engineering con- 
sultant, Detroit. Werner said the 
chassis-less vehicle is suspended 
on air bellows fed from an expan- 
sion tank which controls ride soft- 
ness and maintains constant road 
clearance. 

Approaching elimination of the 
automobile’s manual gear shift 
and its replacement by automatic 
transmission and control were pre- 
saged. 

It was revealed before a sym- 
posium on automatic transmis- 
sion components that the change 
is likely to be a stage operation, 
for engineers scarcely have be- 
gun to approach unanimity of 
opinion on the successor mecha- 
nism. They are agreed, appar- 
ently, that gear-shifting can be- 
come automatic; even that a 
continuously-variable ratio trans- 
mission might be developed. 

However, some prefer fluid cou- 
plings, others like transmissions 
with hydraulic control and gover- 
nor, still others seek different 
methods and mechanisms to ac- 
commodate varying torque require- 
ments. - = o 

Fluid Coupling 

A. Elliott Kimberly, of Chrysler, 
championed the fluid coupling, or 
combination of fluid coupling and 
gearing which, he insisted, makes 
passenger cars easier to operate, 
protects the drive mechanism, and 
contributes to smoothness of power 
flow. Furthermore, he added, the 
fluid coupling is highly practical 
and can be mass-produced at rea- 
sonable cost. 

O. K. Kelley and M. S. Rosen- 
berger, of General Motors, pre- 
sented the case for the automatic 
transmission, which changes gears 
without conscious effort on the 
driver’s part. 

“We feel,” they explained, “that 
there should be nothing new for 
the driver to learn; that he should 
be allowed merely to hold his foot 
on the accelerator to the degree 
of performance he wishes and the 
automatic control should do the! 
rest.” 

A simple hydraulic governor was 
said to make all gear shifts pro- 
portional to car speeds and to 
Engineering 
progress in developing clutches for 
transmissions was re- 





Resales Explained 


Increased Production Solution to New Car Rackets, 
Romney Says in Defending Dealers 


Romney, 


increased new-car 





tition in the production and sale 
of cars can be relied on to re- 
establish conditions that will elim- 
inate practices of which some cus- 
tomers are complaining. 
“Meanwhile, special depart- 
ments have been established by 
automobile companies to check 
on abnormal distribution prac- 
tices and work with dealers to 
eliminate these practices.” 

Romney said that most dealers 
have consistently sold new cars to 
customers at factory recommend- 
ed prices, even though they com- 
mand higher prices on the open 
market. 

The automobile is the only im- 
portant consumer product made in 
volume being sold by manufactur- 
ers and dealers at prices below 
what a great number of people 
are willing to pay, he stated. 

The report was documented with 
specific examples of multiple pur- 
chases and new-car resales. 


Ford ‘Satisfied’ 
With West Coast 
Purchase Plan 


DEARBORN. — Denying reports 
that Ford Motor Co.’s plan for pro- 
curing $50,000,000 more _ supplies 
and parts on the Pacific Coast an- 
nually has encountered apathy 
among western manufacturers, L. 
C. Disser, the company’s West 
Coast purchasing representative, 
said last week that he is “more 
than satisfied” with results ob- 
tained thus far. 

“However,” Disser added, “this 
is not a project which can be ac- 
complished overnight and requires 
much long-range planning before 
the ultimate objective can be at- 
tained.” 

Supporting Disser’s views, Albert 
| J. Browning, vice-president and 
director of purchases for the com- 
pany, explained that it takes ap- 
preximately nine months after 
blueprints have been approved on 
an item for the company before 
production is actually begun by 
the supplier. 

More than 3,000 manufacturers 
expressed interest in becoming 
suppliers for the Ford and Lincoln- 
Mercury plants in Richmond, Long 
Beach and Los Angeles and applied 
for blueprints. 

Of the 450 quotations already re- 
ceived, at least 65 are “in line or 
lower” than present costs of items 
now being purchased, and several 
large orders have already been 
placed with California manufac- 
turers. One of them, an order for 
150,000 wheels to be used in Cali- 
fornia assembly plants, amounted 
to almost $1,000,000, Disser said. 




























Dealer Escapes Injury 
When Wall Collapses 

SYRACUSE, N. Y.—Paul MT. 
Henson, Inc., auto dealership at 
825 E. Genesee St., has been roped 
off after a wall collapsed last week 
narrowly missing several pedes- 
trians. 

The brick wall came tumbling 
down while workmen were exca- 
vating in an adjoining lot. The 
workers fled to safety as tons of 
rubble crashed. Henson, president 
of the dealership, had just left his | 
office in a corner of the building | 
when the section fell. He said $12,- | 
000 to $15,000 would be a “con- 
servative” estimate of the damage. 
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Urges Probe of 


Franchise Setup 


AUSTIN, Tex.—An investigation 
by the state attorney general into 
contracts between Texas automo- 
bile dealers and manufacturers was 
proposed in a_ resolution passed 
May 29 by the Texas senate. 


The resolution was _ introduced 
as a filibuster against another bill 
and passage by the senate does not 
reflect the true sentiment of the 
senators in regard to the investi- 
gation since they voted for the 
resolution in order to break the 
filibuster, political observers here 
said. 

In other words, observers here 
said, the investigation was pro- 
posed and discussed as a means 
of keeping another bill from be- 
ing considered, and stands little 
chance of final passage. 

Author of the resolution was Sen. 
T. C. Chadick, of Quitman, who 
with Sen. Wardlow Lane, of Cen- 
ter, conducted the two-man fili- 
buster against a vote on a bill that 
would circumvent anti-trust laws 
and permit voluntary pooling 
agreements for the development of 
oil fields as a unit. 

The filibuster lasted four hours 
during which Sen. Lane discussed 
all phases of the proposed auto- 
mobile dealer-manufacturer con- 
tract probe in answer to lengthy 
questions propounded by _ Sen. 
Chadick. 

The resolution asked that the at- 
torney general be authorized to 
determine whether contracts de- 
manded by manufacturers were in 
violation of the anti-trust laws. 

Sen. Lane said the proposed 
investigation should determine 
whether local dealers in Texas 
were being denied the right to 
recover possible losses and dam- 
ages because of the contracts. 

It was pointed out that some 
manufacturers retained the right 
to cancel contracts, but did not 
give this same right to local deal- 
ers. 


<WIKEN> 








daz, $575 


The merits of VIXEN SPARK PLUG 
CLEANERS are numerous. Its size, its 
mechanical features, its economy and effi- 
clent performance at once establish a nat- 
ural appeal. The service station operator 
and small garage owner see its advantages 
at once, because of the space required. The 
Authorized Dealerships and large garages 
see the possibilities for group installations. 
It is economical and does not use valuable 
space, and is conveniently placed for faster 
service. During the past fourteen years, 
thousands of VIXENS have been placed 
into service; In many instances, two, three, 
six and as many as eighteen in single 


establishments. 


Ask Your Jobber, or Write 
EDMUND J. WUDEL 
6422 S. Central 
LOS ANGELES 1, OALIF. 





Auto Showroom 
Available 
RIVERDALE SECTION 
BRONX, N. Y. 


New Taxpayer for Sale 
6,700 Sq. Ft. Plus Full 
Basement 
Available to Buyer-User 
Refer to 
JACK H. PANSKY 
c/o Morris Katz 


125 East 170th St. New Yerk 52 
Tel. JE 6-0700 





Finest steel heat 
treated for maxi- 
mum strength 
and hardness. 


JOHNSON Self- 
Locking Screw 
maintains accu- 
rate adjust- 
ments. 


Holes for span- 
ner which keeps 
‘tappet from turn- 
ing when adjust- 
ment is being 
made. 


Body of special 
quality iron for 
strength and 
lightness. 


Yes, and there’s profit in replacement with 


Hard chilled 


JOHNSON Tappets! For Ford and Mercury V-8's 


face for long it's the JOHNSON Adjustable Tappet (shown 
wear. above). . . . For other popular makes of cars and 
trucks Genuine JOHNSON Replacement Tappets 


are also available. 


DISTRIBUTED TO N. A. P. A. JOBBERS 
By BALKAMP, Inc. of Indianapolis 
CALL YOUR N.A.P. A. JOBBER TODAY 


PRODUCT 


MUSKEGON, 


Al re OTe Le 


200 Madison Avenue,New York 16, N.Y. 


sa 


MICHIGAN 





| Signs: 


Nash Gets 26.32 MPG 


AUTOMOTIVE NEWS, JUNE 9, 1947 TRUCK SECTIOY 


Nash 


(Continued from Page 1) 

of the race, Holland was flashed 
a signal, “EZY,” by the Blue 
Crown Special pit crew, servic- 
ing both Holland and Rose. 

Then Rose got the go signal. 
Rose flashed by as Holland took 
it easy. On the next round, Hol- 
land got the signal “OK” from | 
the pit. Later, Holland said that 
he thought that he had won the 
race. 

Just what happened may never 
be known, but there was some 
speculation that Holland’s car was 
involved in the accident in which 
Cantlon met his death, and that 
he might be disqualified for failure 
to stop at his pit for inspection. 

However that may be, it was 
Mauri Rose who drove the win- 
ning car down Victory Lane. 

There is, of course, another 
side to the story. It is that 
Owner Lou Moore did not want a 
duel between his two drivers 
which might have been disas- 
trous to both. So, this story goes, 
as Rose started to move up on 
Holland, both drivers got the 
“EZY” sign. But Rose, figuring 
it was every man for himself, 
kept pouring on the heat and 
passed Holland. 

This seems the more logical ex- 
planation, although Holland prob- 
ably was in no mood to accept it. 

Preston Tucker, who has an- 
nounced plans to enter the pas- 
senger-car field, had three cars in 
the race, none of which finished. 
Al Miller in the Tucker Special 
went out of the race with magneto 
trouble in the 34th lap. Charles 
Van Acker’s Tucker Partner Spe- 
cial tangled with Paul Russo’s car 
coming out of the northwest turn 
and both cars went out of the race 
in the 25th lap. Another Tucker 


Partner Special dropped out of the | 


race at 372 miles. 
+” * * 


ROM the view of an auto deal-| 


ers’ publication, perhaps the 
most interesting point in the race 
was the widespread participation 


of dealers in the event started by | 


Carl Fisher, one of the pioneer 
auto dealers. 

Several hundred Nash dealers 
from many parts of the country 
were on hand. Dealers in several 
makes contributed lap prizes and 
helped out with equipment. Many 
gave unsparingly of their time. 
For instance, there was Dealer 
Tom Frost, of Warrington, W. Va., 
who as a member of the AAA 
contest board, was there days 
ahead of time, spending long hours 


/on the track inspecting cars. 


Nash dealers all over the 
country displayed miniature race 
cars in their windows, and later 
gave them to crippled childrens’ 
hospitals and to kids who rubbed 
their noses against the show- 
room window. 

Billboards tied in with dealers 
across the nation, ,reporting that 
Nash was setting the pace. A fol- | 
low-up poster will hail the winner | 
of the race. There were spot ra-| 
dio announcements, programs of | 
the race, airplanes with loud| 
speakers and streamers. 

« + a | 

NASH gave a duplicate of the| 
pace-setter to the winner, | 
while the original, signed by all | 
the drivers, will tour the country | 
on exhibition. 

Mason drove a fine pace-setting 
lap, once he got Shaw into the 
car. Shaw still had a foot on the 
track when the gun went off. The 
pacemaker was hitting about 104 
miles an hour as it flashed across 
the line after the lap and sped 
up on the apron, out of the way 
of the race cars. | 

Nash made the most of its day. 
“verywhere you looked, there were | 


“Nash Sets the Pace.” 


* * ~ 


In Speedway Test 

INDIANAPOLIS. —E. G. (Can- 
nonball) Baker, veteran independ- 
ent race driver, last week turned 
in an outstanding nonstop per- 
formance for a _ gasoline-powered 
car without refuelitg at the In- 
dianapolis Motor Speedway by 
driving a stock Nash 600 trunk- 
model sedan 538 miles on a tank 
full of regular non-premium gaso- 
line. 

Under the supervision of the 
Contest Board of the American 
Automobile Assn., Cannonball was 





started on the long run at 5:52\of fuel at an average speed of 
a. m. by Todd Stoops and made 215| 36.02 miles an hour for the i4 
circuits of the famous 2%-mile| hours, 56 minutes and 2.95 seconds 
oval before he rolled to a stop|which the run required. Exactly 
one-half mile beyond the starting | 20.4375 gallons of fuel were used. 
line at 8:48 p. m. Harry A. Bennett, who served as 

Chester S. Ricker, director of | ehief steward at the annual au‘o- 
timing and scoring for the annual |mobile classic at the same couse 
500-mile race, supervised the AAA | last week, rode the entire distance 
sanctioned test number 10-CT-47,| with Baker. Ted Nowiak, a fourth 
and Raymond House, assistant| AAA official, was the track ob- 
chief timer, announced that the|server of the test from start to 
car averaged 26.32 miles to a gallon | finish. 


THE CATALOG 


Neat from the customer's side! User has 
catalog data at correct reading angle 
with both hands free. Binding in 1-inch 
sections permits instant pick-out and 
replacement. Each section has its 
place, cannot slide. To change sheets, 
you handle only 1 section; section 
instantly removed and instantly 
replaced. Order additional sections 

as your needs demand. 


Save Time, Temper, Money! | 4A 

Do you use loose leaf data in buying, selling, speci- Vl , SIMPLE AS 

fying? Then you need EVER READY. Every cat- Vi A R C 

alog sheet is instantly available and in place. No a \ B 

delay, no annoyance, no chance to mislay any sheets \ ny 

or to miss related sheets and items. Each section . 

holds one inch of punched sheets. Each section stays 4 

in place, yet is removed or replaced instantly. ———— 4 

Remove any single section for page replacement ‘ \ 

without disturbing the balance of the whole set. Cc 

EVER READY is lifetime built, handsome. Tens A. Open Section 8. Replace sheet, 

of thousands in use. Order yours today! close section C. Replace section 
my A) SN EE WR Egy Te TEA EF WE FT IS ea A CER a 


ORDER TODAY! ALL SHIPMENTS EXPRESS , 


Geneva Mfg. Co., 410 Stevens St., Geneva, lil. 
Gentlemen: Please ship me: 

No. 12 EVER READY Holder. 15 in. wide, Compeny_.............-.-.-.-----. ------ ae 
12'4 in. deep, 5'% in. tilt. Sturdy steel, 

dork green boked enamel. Capacity, 12 sec- 

tions. With wings and 2 sections: $5.65 Eo. 

Ne. 24, like No. 12. With wings and 2 
sections. 29 in. wide, 12! in. deep. Capac- 

ity, 24 sections. $8.50 Ea. 

....Add'l Sections, $1.00 Eo. 

NOTE: Check Kalamazoo 4-post 1, Ring Binder 3-post 0 


i 
MONEY BACK GUARANTEE! 


oo<= 








PAINT BOOTH 
VENTILATING SYSTEM 
REDUCES HAZARDS! INCREASES PROFITS! 


The answer to your problem of paint shop fumes solved by a 
ventilation engineer. Available in a packaged kit, ready to install. 
Helps keep employees by eliminating headaches and sinus attacks. 


Reduces finish damage with filtered 

ce ns air currents. Safety and health fea- 

s tures approved and recommended by 

$] §750 abinnwe, insurance, fire and health authorities 

everywhere. Makes the paint shop 

most profitable department of your 
business. 

Write for Circular 


PAINT SHOP DIVISION 
The National System of 


Garage Ventilation, Dept. 3-C 
330 N. Church St. Decatur 27, IL 


WORLD’S LARGEST MANUFACTURER 
OF EXCLUSIVE 
GARAGE VENTILATING EQUIPMENT 


Dealers!!--Increase Jeep Sales 


Here is just the accessory you have been 
waiting for. A good looking step designed 
for the convenience of women and short 
men. Made of heavy gauge steel—heavier 
than the Jeep itself—completely welded 
and painted. Attaches with only 4 bolts— 
any mechanic can do the job in a few 
minutes. The step has a neat appearing 
rubber mat on the top. Write for prices 
. today: 
Liberal Discounts to Dealers 
oe KANDU STREAMLINER CO. 


6815 SUPERIOR AVE. CINCINNATI, OHIO 
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SERVICE SECTION 
Research Pioneer Still GM 
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Director ... 





McCuen Takes Post 


Left by Kettering 


(Continued from Page 1) 


electrical engineer temporarily 
shattered, Kettering returned to 
his home to wait for his eyes to 
recover from the strain to which 
they had been subjected. 

In 1898, when he was 22, Ketter- 


ing’s eyes had recovered sufficient- | 


ly to permit him to register in the 
engineering school. 


In the midst of his freshman| 


year, Kettering’s eyes failed again, 
and he found it necessary to in- 
terrupt his education once more. 

In 1901, he was working as a 
laborer with a telephone-line gang 
near Ashland. His eyes regained 
much of their strength and that 
fall, instead of returning to the 
university, he was engaged to in- 
stall one of the first central-battery 
telephone exchange systems in 
Ohio. 

In 1901, Kettering returned to 
Ohio State University as a sopho- 
more. In 1904, he was graduated 





THIS TIMELY BOOKLET 


if IR 8 8 


Here’s a booklet that’s as timely as 
tomorrow—jam packed with proved 
ideas for promoting your Service De- 
partment. It contains methods, forms 
and materials necessary to make in- 
telligent customer follow-up pay you 
dividends in sales and profits. 

Get this booklet, or any of the 9 other 
R & R files containing information re- 
garding forms and materials on their 
vital subjects. You don’t even need to 
write a letter—just check off your 
wants on the list below, attach it to 
your letterhead, and mail to 


© The Reynolds & Reynolds Company 
. Dayton 7, Ohio 
o 
Please send information on the 


® subjects checked: ° 

® () Selling Your Service De- e 

. partment . 
[] Service Dept. Operating 


° Forms 


e () General Office Forms ” 
e (| Accounting Aids e 
. [] Paper Tools for Handling 
Car Sales ° 
* (© Parts & Accessory Control « 
e (J Credit and Collection Forms 
e C Dealer Stationery & Checks , 
~ I Payroll Systems and Forms 
() Factory Designed Account- 


e ing Systems 


















mechanical electrical engineer- 
ing. He became associated with 
the inventions department of the 
National Cash Register Co. at 
| Dayton and his first assignment 
was to develop an electric drive 
| for the cash register. The elec- 
tric cash register today is essen- 
tially unchanged from the orig- 
inal model he designed in 1904. 

By 1909, Kettering had organized 
his own laboratory, the Dayton En- 
gineering Laboratories Co., later 
abbreviated to “Delco,” 
aided in the development of igni- 
tion and starting systems for the 
Cadillac and other cars during 
the infant days of the automobile 
industry. So successful was his 
device that 12,000 self-starters were 
installed on Cadillac cars in 1912. 
In 1916, Kettering and his part- 
ner sold their interest in the Delco 
starting, lighting and ignition sys- 


| at the age of 28 with degrees in 


which later became part of Gen- 
eral Motors. They then established 
the Dayton Research Laboratories 
in Dayton which was _ taken 
over by General Motors in 1920 
and moved to Detroit where it 
was combined with other research 
operations adjacent to Detroit as 
the General Motors Research Lab- 
oratories. 

One of the contributions to 
transportation made by Kettering’s 
research laboratories is the two- 


lined trains,, diesel 
marine installations and stationary 
power plants. 


In 1941 General Motors became 
the largest producer of locomo- 
tives in the world. More than 90 
percent of the diesel passenger 
locomotives now in service were 
built by General Motors. 

In the military field, Kettering’s 
research laboratories functioned in 
the same way as they did in pre- 

war commercial activities. They as- 
sisted the armed services and have 
cooperated in the development of 
such things as the marine pro- 
peller, aerial torpedo, gyro flight 
control instruments, heavy duty 
lubricants, earth inductor compass, 
pedograph, metallurgical problems 
and others. 

Kettering’s widespread activities 
have led him into many fields of 
endeavor, although industrial re- 
search is still his most absorbing 
interest. The C. F. Kettering Foun- 
dation for the Study of Chlorophyll 
and Photosynthesis was founded 
in 1925 at Antioch College to study 
the problem of, as Kettering calls 
it, “why grass is green.” 


Another fundamental. research 


Reserve Board 
Fails to Act on 
Regulation W 


WASHINGTON.—It appears now 
that any hope for elimination of 
consumer credit controls rests with 
Congress, since the Federal Re- 
serve Board took no action last 
week. 

It is expected that the board’s 
chairman, Marriner Eccles, will 


undertaking sponsored by Ketter- | 
ing is the Fever Therapy Research 


tem to the United Motors Co.,| 


cycle diesel engine, used in stream- | 
locomotives, | 


where he} 


| Project at the Miami Valley Hos- 
pital, Dayton. One of the products 
of this project was the invention 
|of the Kettering Hypertherm, used 

in fever therapy work by many of 
|the leading hospitals of the coun- 
| try. 

Kettering has also added his sup- 
port to the Sloan-Kettering Insti- 
| tute for Cancer Research in which 
he and Alfred P. Sloan jr., chair- 
man of GM, linked themselves as 
| co-sponsors and active trustees. 


The project has been given 
financial support of the Alfred 
P. Sloan Foundation to the ex- 
tent of $4,000,000 including a 
$2,000,000 research building to be 
provided in conjunction with 
Memorial Hospital in New York 
City. 

McCuen, Kettering’s 
was born at Stockton, Calif., 





in 


tion in San Francisco and was 
graduated from the Polytechnic 
College of Engineering at Oakland, 
Calif., in 1911. In 1934 this college 
conferred an honorary degree on 
McCuen. 

McCuen joined the engineering 
staff of the Packard Motor Car Co. 
in Detroit in 1915. In 1922 he be- 
came an experimental engineer for 
the Rickenbacker Motor Co. and in 
1926 joined the engineering staff 
of the Olds Motor Works at Lan- 
sing, Mich., where he designed the 
F Series six-cylinder and the L 
Series eight-cylinder Oldsmobile 
engines. 

He was promoted to be chief en- 
gineer of Olds and director of en- 





gineering, and in 1932 was made 
technical assistant to the general 
manager of the Olds and Buick 
divisions of General Motors. In 
1940, he became vice-president of 





ask Congress to make permanent | 
its credit-control powers. At pres-| 
ent they are administered by the | 


board under the trading with the| 


enemy act of World War I. 

However, the House 
and Currency committee 
sidering 
require the reserve board to relin- 
quish Regulation W. 

New and used car dealers and 
finance companies, among others, 
are seeking elimination of Regula- 
tion W, asserting that it soon may 
interfere with production by slow- 
ing sales. 

Reserve board officials have said 


that the board would end remain- | 


ing controls unless it received spe- 
cific authority from Congress to 
continue them. However, this is| 


Banking 
is con-| 
legislation which would | 





not expected to happen before | 
Congress adjourns, unless definite 
legislation is passed. 

















WHEEL ALIGNERS A 
BALANCING TOOLS 












successor, | 


1892. He obtained his early educa- | 


General Motors Corp. 
engineering. 

Crawford was born 
apolis in 1886. 

In 1906 he became draftsman 

for the American Motor Car Co., 
Indianapolis, advancing to the po- 
sition of assistant chief engineer a 
few years later and in 1913 he 
joined the Chalmers Motor Co., in 
Detroit. 
In 1917, he became chief engi- 
neer for the Allen Motor Co., 
Fostoria, O., remaining there until 
1922. He became assistant chief 
engineer for Chevrolet in 1927, and 
was made chief engineer in 1929, 
a post he remained in until 1945, 
when he took over his _ present 
duties. 

Hogan was born in Torrington, 
Conn., in 1896. 

In 1920 he joined the legal staff 
of General Motors and has been 
associated with that department 
ever since. In 1937 he was named 
assistant general counsel. 


Retain Wartime 


Gas Levy in Pa. 


HARRISBURG, Pa. — (UTPS)— 
Governor James H. Duff signed 
House Bill 787 continuing for an 
additional two years the tempo- 
rary one-cent a gallon gasoline tax 
shortly after it was given Senate 
approval here last week. 

Gasoline dealers were immedi- 
ately notified by the revenue de- 
partment that the tax would go 
into effect last Tuesday. The meas- 
ure is designed to raise $35,000,000 
during the biennium. Of _ that 
amount $10,000,000 is allocated to 
second class townships, $10,000,000 
to cities, boroughs, towns and first 
| class townships, and the remainder 
| to the State Highway Department. 


in Indian- 












in charge of 


in | 
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‘Surprise in 748,’ 


Ford Tells 


Dallas Dealers 


DALLAS.—Promise of a surprise 
package for the automotive field 
in 1948 was given here last week 
when Henry 
Ford II announc- 
ed that the Ford 
Motor Co. would 
produce a car 
unlike any Ford 
product previous- 
ly seen. 

Speaking be- 
fore a gathering 
of Ford dealers 
from throughout 
Texas, Ford said 
that the new 
models would not be revolutionary 
nor light cars capable of achiev- 
ing 70 miles to the gallon, but 
would represent the best design- 
ing and _ engineering skill of 
which their creators are capable. 

“Tt won’t surprise you when I 
tell you that we at Ford have a 
great objective these days,” Ford 
said. “We plan to get to the top 
of the low-priced automotive field. 
It is not going to be an easy job 
but we are determined to get 
there.” 

“Much of our success in the 
competitive struggle ahead will 
depend on our efficiency,” Ford 
said. “And so we are spending a 
great deal of time and money in 
an effort to better our relation- 
ships with our employes. Over the 
past year, we have been able to 
measure some little success in this 
field.” 


Henry Ford Il 


Read Jack Weed’'s ‘‘Backshop’’ for some 
highlights in the service field. 


New Accuracy-New Speed-New Sales Appeal 


You get a triple value when you install the New John Bean VISUALINER 





in your Steering Service Dra uae Mere lo ltt cutting working time 
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JOHN BEAN MFG. 


DIVISION OF FOOD 


MACHINERY 
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LANSING 4, MICHIGAN 


ND CORRECTION TOOLS 
WEIGHTS 


WHEEL BALANCERS AND 
STEAM CLEANERS 


CAR WASHERS 


If manufacturers are found a party 
to loading of accessories on new 
ears, this would violate FTC’s tie- 
in sales ban, it was pointed out. 

According to NADA Legal Coun- 
selor Robert Deo, who went im- 
mediately to the Maryland metrop- 
olis to get the court facts on the 
ground, “the press reports were not 
entirely correct.” 

“The action of the court,” said 
Deo, “was the overruling of a 

motion made by the dealer’s 
counsel on a point of law. The 
case will come on for trial some 
time in the future.” 

“Cases of this same _ general 
type,” he added, “have been de- 
cided before by other courts, and 
in those cases the dealers have 
been successful. There are other 
suits of this same type pending in 
courts throughout the country.” 

The Washington Automotive 
Trade Assn., next door neighbor 
of the Baltimore Circuit Court, was 
quickly on the ground to get the 
facts following early newspaper ac- 
counts of what happened. 

Walter Guy, legal counsel for 
WATA and long identified with the 
retail motor car trade, went into 
action promptly for his organiza- 
tion. Here is his report, in part: 

“There was no written opinion 
or finding in the case. An exam- 
ination of the court file showed: 

“Complaint stated that plain- 
tiff had on Nov. 15, 1945, agreed 
to purchase and dealer had 
agreed to sell a specified type of 
new automobile, and dealer had 
further agreed that he would de- 
liver to plaintiff first automobile 
of that type which he received 
after he filled two previous or- 
ders then on his books. Agree- 
ment was not in writing but a 


AUTO BOOKS 


That Should Be in 
Every Dealer’s Library 


These books should be in the library 
of every franchised dealer—available 
to his mechanics and salesmen—the 
knowledge they contain will be valu- 
able when the ‘‘chips are down’’ and 
real competition arrives. 


AUTOMOTIVE MECHANICS. Wm. E. 
Crouse. A comprehensive and basic course 
on the subject of fundamental automotive 
mechanics. Cloth binding, $4.50 postpaid. 


DETROIT IS MY OWN HOME TOWN. 
Malcolm Bingay. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid. 














FABULOUS HOOSIER. By Jane Fisher. 
A story of Carl Fisher, early pioneer of 
the automotive industry. $3 postpaid. 





FASTEST ON EARTH. By Capt. George 
an 





Eyston. Complete history of every 
speed record from 1898 to the present. 
Paper-bound, $2; cloth-bound, $3. 
FLOYD CLYMER’S MOTOR SCRAP- 
BOOKS. Order Edition No. 1, 2 or 3 in 
paper cover, $1.50 each Deluxe cloth- 
bound, $2.50. Steam-car edition, $2, or 


cloth-bound, $3 postpaid. 
HENRY FORD—HIS LIFE, HIS WORK, 








HIS GENIUS. By Wm. A. Simonds. Re- 
printed by Floyd Clymer. Deluxe edition, 
$4 postpaid. 

INDIANAPOLIS RACE HISTORY—1909 
TO 1946. 852 pages, 1,000 illustrations. 
Deluxe edition, $5 postpaid. Paper bound, 
$3.50. 


LABOR MONOPOLIES OR FREEDOM. 
By John W. Scoville. Popular edition, $1 
postpaid. 

MOTOR MEMORIES. 
gears by Eugene W. 
paid. 


A saga of whirling 
Lewis. $3.50 post- 





BOOK DEPARTMENT 


AUTOMOTIVE NEWS 


DETROIT 26, MICH. 








HELP WANTED 








Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 

; AUTOMOTIVE NEWS 





Juggling Rule Confused 


Baltimore Case Still Hasn’t Come to Trial; 
FTC May Widen Resale Probe 


(Continued from Page 1) 
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deposit of $50 was made. Com- 
plaint charged that dealer had 
made deliveries of automobiles 
of that type after filling said two 
orders and to persons who had 
placed their orders after date 
plaintiff had placed his order. 





















defendant to make 


tiff had received his. 


had effect merely of raising legal 
question as to whether 
was entitled to reef, assuming he 
proved facts to be as stated in his 
complaint. 

“Only decision so far rendered 
is that demurrer should be over- 
ruled, that is, the court has de- 
clared that, if plaintiff proves facts 
to be as stated in his complaint, 
he is entitled to relief, presumably 
delivery of the car. Dealer now 
has opportunity to file an answer 
in which he either admits, denies 
or explains facts and no order will 
be entered against him until he 
has had an opportunity to present 
his side of case. 

“It boils down to this: The 
court apparently will require an 
automobile dealer to deliver au- 
tomobiles in order in which he 
contracts to deliver them. (This 
will not apply to names carried 
on a waiting list). Each case will 
depend upon whether there has 
been an agreement to deliver at 
a particular time or in a particu- 
lar sequence.” 

Meanwhile, another piece of 
news -calculated to startle motor 
car dealers hit the daily newspa- 
pers. This report was not in error: 

The Federal Trade Commission 
is now investigating dealer trade 
practices. 

While only a few men are on the 
job and are operating only in New 
York City and Washington, if con- 
crete evidence of sharp trade prac- 
tices are brought to light, the in- 
quiry likely will spread through- 
out the country. 

The FTC investigators are check- 
ing to see if dealers are guilty of 
such practices as: 

Forcing a customer to buy extra 
equipment and refusing to sell him 
the car if he does not take it. 

Forcing a customer to trade in 
his old car at prices considerably 
below the market level. 

The FTC also is checking into 
the drainage of new cars into the 
used car market after almost 
negligible use. 

Going into the inquiry quietly 
after persistent complaints of 
tie-in sales, the FTC, it was 
learned, has made a pretty thor- 
ough sampling of dealer prac- 
tices over the past several weeks 
and likely will have a _ report 
ready within the month. 

Should the FTC investigation 
dredge up cases of misrepresenta- 
tion and fraud in day-to-day trade 
practice, a widespread inquiry will 
follow, and the retail motor car 


trade will be called before the com- | 


mission to show cause why a cease 
and desist order should not be is- 
sued. The FTC has plenty of au- 
thority to act with directness and 
penalty in cases where sharp trade 
practices are proved. 


Casey-Folsom 

John Casey, owner of Casey-Fol- 
som Co., Hartford, Conn., has ap- 
pointed Robert T. Johnson sales 
manager. Associated with the auto- 
mobile industry for several years, 
Johnson was formerly with the 
Behr-Manning Co., Troy, N. Y. 





“HELP WANTED 
PARTS MANAGER, Chrysler product dea! 





er, Amsterdam, N. Y. Excellent oppor- | 
tunity for right man. Write Box 247, 
Amsterdam, N. Y., stating references 


and experience. 
SERVICE MANAGER wanted by large 
dealer in Virginia. Must have thorough 


“Plaintiff asked court to require 
delivery to 
plaintiff of an automobile of type 
ordered and to restrain dealer from 
delivering any -cars of that type 
to any other purchaser until plain- 


“Dealer filed a demurrer which 


plaintiff 


i¢ 


HELP WANTED 

HSTABLISHED DEALERSHIP in progres- 
sive south Georgia city, 12,000 popula- 
tion, wants individual capable of man- 
aging new and used car sales and serv- 
ice. Must be live wire, reliable, sober, 
dependable and a producer. This is a 
No. 2 spot with future in the business 
for the right man. Give age, marital 
status, education, a complete history of 
your automobile experience, and refer- 


ences. Your reply will be held in strict 
confidence. Box 1770, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER, Chrysler product 
dealer, Amsterdam, N. Y. Excellent op- 
portunity for right man. Write Box 247 
Amsterdam, N. Y., stating references 
and experience. 


ACCOUNTANT, OFFICE MANAGER-—-Ex- 
cellent opportunity for young man with 





good education and accounting experi- 
ence. Automobile agency with several 
branches expanding. Need expert ac- 


counting and tax man. Salary open. 
Davis Motor Company, Sherman, Texas. 





SALESMEN—Manufacturer woven plastic 
seat covers desires representation. North- 





ern, Western, Southern States open. 
Write Decco Co., 246 Fifth, New York 
City. 

| 


_ 
Two Used Car Salesmen 
Excellent opportunity with one of the 
largest volume used car dealers in Metro- 
politan New York area. Must be capable 
used car men, experienced in large volume 


sales. Salary plus profit sharing arrange- 
ment. Splendid, well trained pleasant or- 
ganization. We will cooperate in every 


|} way with men who can qualify for this 
|opening. All replies strictly confidential. 
For interview, write or phone for appoint- 
ment. 8S. R. Benson, c/o Queens Auto 
Mart, 138-10 Hillside Avenue, Jamaica, L. 
1. Phone Jamaica 6-6481, Jamaica 6-0106. 
Give full resume of past experience and 
reference. 





AUTOMOBILE MANUFACTURER WANTS 
a service traveler for Latin America. 
Position requires good education, ability 
to speak Spanish and knowledge of auto- 
mobile service and parts department 
operations. Single man preferred. Give 
full particulars in first letter. Box 1751. 
c/o Automotive News, Detroit 26. 


AUTOMOBILE MANUFACTURER WANTS 
service traveler for work in India. Must 
have thorough knowledge of automobile 
mechanics. Excellent salary. Age 30 to 
35, single man preferred. Give full par- 
ticulars in first letter. Box 1752, c/o 
Automotive News, Detroit 26. 





MALE HELP WANTED—Production Su- 
perintendent, to have complete charge 
of production in new modern plant re- 
building engines, carburetors, distribu- 
tors, etc., for Ford dealers. Must have 
production experience and thorough 
knowledge of Ford engines and parts. 
Present production approximately 400 
engines per month and 30 employes. This 
is excellent opportunity for right man 
to advance with new company. Write 
Box 1761, c/o Automotive News, Detroit 
26, giving experience, age, marital] stat- 
us and expected salary. 


POSITION WANTED 


GENERAL MANAGER, available now. 
Have broad experience in dealership 
management, merchandising of passen- 
ger cars, trucks, automotive equipment 
and automotive products, with large 
metropolitan dealers. Desire affiliation 
with large new car dealer or would con- 
sider proposition with smaller dealer in 
a suitable territory. Will furnish satis- 
factory references and records of sales 
activities. Box 1764, c/o Automotive 
News, Detroit 26. 


SALES MANAGER-MANAGER. The kind 
of man dealers need but have trouble 
finding. Experienced all phases manage- 
ment, specialized salesman training, clos- 
ing, appraising. Thoroughly familiar 
present used car merchandising. Family 
man, very trustworthy. Box 1763, c/o 
Automotive News, Detroit 26. 


SALES MANAGER—18 years experience, 
capable of training and supervising sales 
personnel, handling appraisals and re- 
conditioning used cars. Familiar factory 
dealer procedure. Box 1754, c/o Auto- 
motive News, Detroit 26. 


|SALES OR GENERAL MANAGER, pre- 
fer Ford with opportunity later buy part 
interest. Veteran, age 29, wholesale, re- 
tail experience, present supervising sales 
24 dealerships Latin America for major 
manufacturer. Write Box 1784, c/o Au- 
tomotive News, Detroit 26. 


POSITION WANTED 


Manager auto agen- 


cy, 20 years experience. Sober, indus- 
trious. Have worked all departments 
except accounting. 49 years old, in good 


health. Box 1779, c/o Automotive News 


Detroit 26. 
' DEALERSHIP WANTED __ 
CHEVROLET DEALERSHIP WANTED 
Wil) pay cash, plus bonus for good will, 
for Chevrolet dealership, 150 to 400 car 
contract, provided franchise can be 
transferred. All correspondence strictly 








knowledge of automobiles, be able to 
handle men and meet the public. Appli- 
cant must be willing to instruct men 
and work on cars at times. Good sal- 
ary. Give age, experience, education and 
references. Replies kept confidential. 
Box 1774, c/o Automotive News, De- 
troit 26. 


confidential. Box 1781, c/o Automotive 
News, Detroit 26. 


WANTED TO BUY 150 to 250 car dealer- 
ship. Pay cash, can get factory approval. 
Prefer to lease real estate. All replies 
confidential. Box 1758, c/o Automotive 
News, Detroit 26. 





Salina, Kansas 



















































































NEW CARS WANTED a 

area meme ee 

WANTED FOR IMMEDIATE DELIVERY, 
100 1947 cars, all makes, any model 
sedans, coupes and convertibles. Phone, 




































______ DEALERSHIP FOR SALE 

TRUCK DISTRIBUTORSHIP, located in 
east Texas. Showroom, parts room, re- 
pair shop. New car dealership available. 











Also good used car operation. Reason- wire or write Irvin Sachs, 4539 Chestnut 

able lease. Good reason for selling. For St., Philadelphia 39, Pa. 

quick disposal, $9,500 cash. Box 1780, | GALIFORNIA dealer wants 1044 and ioat 

c/o Automotive News, Detroit 26. aie nee ik adios wa po a 
GARAGE AND AGENCY located on US| 0 make delivery to Los Angeles. For 


particulars telephone Buster Kelley at 


31 and US 55 on the outskirts of Manis- 
PRospect 1225 or write 1225 South Fig- 


tee, Mich. Kaiser-Frazer and Reo agen- 


cies, owners will release their franchise ueroa St., Los Angeles, Calif. 

subject to factory and distributor ap- — 
proval. Excellent repair business. Newly USED CARS WANTED ep 
constructed 50x80 building of modern | WANTED EARLY MODEL Stutz or Mer- 
design. Included are over $5,000 worth cer touring or runabout. C. W. Reed, 


17 Battery Place, New York City. 


USED CARS FOR SALE 


AUTO BUYERS—Best wholesale deal at 
LEO ADLER, INC., DeSoto-Plymouth, 
3000 Fenkell, 7 blocks east of Livernois. 
Detroit, Mich. UN. 3-7400. 


FOR SALE—Wholesale or retail, two un 


of brand new tools and equipment. $27,- 
000 plus merchandise inventory. W. B. 
Taylor Co., Realtor-Builder, 4031 S. US 
31, Muskegon, Michigan 


DEALERS WANTED 





used Crosley Ss, 
DEALERS WANTED shipment, not driven. Crawford & ‘Hol 
To Sell land, Manistique, Michigan. 


COMET MOTOR SCOOTERS 


Comet Pickup and Delivery Vehicles 
IMMEDIATE DELIVERY 
Write or Wire 


FOR SALE—1940 Chevrolet 66 passenger 
low headroom superior body, 1942 Ford 
42 passenger high headroom Wayne body. 
1942 Chevrolet 48 passenger low head. 
room Superior body, 1940 Chevrolet 42 
passenger low headroom Superior body, 
1942 Ford 42 passenger high headroom 
Wayne body, 1942 Ford 42 passenger 
high headroom Superior body, 1944 Ford 
40 passenger low headroom Superior 
body, 1942 Chevrolet 42 passenger high 
headroom Superior body. D 60 Interna- 
tional 120 passenger Wayne body, 30,- 
000 actual miles, two-speed transmis- 
sion, tandem. Pendley Body Co., 2404 
Avenue G, Lubbock, Texas. 


. * 
Comet Distributors. Ine. 
Distributors for Ohio 
22480 Lake Shore Blvd. 
EUOLID, OHIO 








MANUFACTURERS REPRESENTATIVES 








PLASTICS 

Nationally known plastic firm has open- 
ing for sales representative to cover man- 
ufacturing trade. The possibilities of Plas- 
tics are unlimited in creating new applica- 
tions by the extrusion method. Can be 
handled as sideline. Should be an asset 
to your present line. Full sales cooperation 
available. 
BOX 7064, 217 SEVENTH AVE., N.Y.C. 


_ 


BUSINESS OPPORTUNITIES _ 
FOR SALE—<Automobile dealership, one 
of most popular lines autos and trucks. 





AUTO AUCTION 


(Inside) 
Every Monday—12:30 O’clock 


Dealers Only 


Good Place to Buy 
Good Place to Sell 


Over 100 Cars—Join the Crowd 





lowa county seat town, about 15,000 

population. Around $75,000 required. at 

Write Box 1782, c/o Automotive News, 

) i ; 

Detroit 26 Woodruff Motor Sales 





BUSINESS FOR SALE 


DISTRIBUTORSHIP for heavy duty trucks 
for entire southern state, $5,000 plus 
inventory of parts. Trucks available. Box 
1760, c/o Automotive News, Detroit 26. 


AUTOMOBILE AGENCY and gas distribu- 
torship in southeastern college town. 
New modern building fully equipped, 
including new ‘‘Bee Line’’ frame ma- 
chine. Now doing excellent parts, serv- 
ice, metal, paint and radiator repair 
business. Good used car outlet. Excel- 
lent business opportunity. Terms can be 
arranged. Will sell or lease building. Box 
1772, c/o Automotive News, Detroit 26. 


NEW LINES WANTED 


WHOLESALE DEALERS interested in 
outlet to Texas and Mexico, I am open 
for proposition to handle your cars. Au- 
tomobile row, San Antonio, Texas. Box 


415 W. Main St. 
Montpelier, Ohio 








AUCTION AUCTION AUCTION 


BUY YOUR CARS 
AT YOUR PRICES 


A new type wholesale auction of 
automobiles is now being operated 
by Ed Hough (formerly with R. 8S. 
Evan), in Philadelphia, Pa., 3900 
North Broad St. You can buy one 
or two hundred cars. All makes 











_ 1776, c/o Automotive News, Detroit 26. and all models. Shipping arrange- 
DISTRIBUTORS WANTED ments made on request. Sales held 
every Tuesday and Friday at 12 
noon, all dealers cordially invited. 
DISTRIBUTORS F 
WANTED ED HOUGH 
Automobile Auctioneers 
By Manufacturers CASH FOR YOUR CAR 
of Complete Line 
BONDED BONDED BONDED 
High Quality awe > 
Custom-Built 
Seat Covers 
cat wei CAR AUCTION 
EVERY SATURDAY—1 P.M. 
C/O AUTOMOTIVE NEWS Dealers Buy—Everyone Sells 
DETROIT 26 SALE UNDER-COVER 


$10 Sold—$2 Unsold 
Toledo Car Auction 


2802 Summit St. 
TOLEDO, OHIO 
PO 7021 Sat. 





NEW CARS WANTED 


WANTED—1947 Cadillac convertible coupe 
or sedan, new. Write, wire or phone 
price. Anderson Auto, Peoria, Illinois. 











KAISER - FRAZER 
DEALERS 


We Pay $200 Over Invoice Cost 
for New 


WHOLESALE 


250 CARS—'47 to ‘39 
ALL MAKES AND MODELS 
Large Selection of Late 
Model Convertibles 


IRVIN SACHS 
4589 Chestnut St. 
PHILADELPHIA 89, PA. 
Phone or Wire Allegheny 4-4450 
“Philadelphia’s Largest Used Oar Dealer’ 


Kaisers or Frazers 
Delivered at Salina 


Salina Motor Co. 
Kaiser-Frazer Dealer 
Phone 4835 
Ask for Ed Bell 
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. USED CARS FOR SALE TRUCK EQUIPMENT WANTED PARTS FOR SALE PARTS FOR SALE TRAILERS FOR SALE 
AUTOCAR MODEL C-70-S 200” W. B.|i NEED a cab for 1941 government auto | COMPLETE NEW TRANSMISSIONS for| BUICK, PONTIAC, INTERNATIONAL | NEW 2,000 GALLONS ARMY SURPLUS 
Chassis cab and oil field body including ear, 4x4, C.O.E. 4-5 ton. Contact Bill Ford trucks and passenger cars. Assem- TRUCK. Firestone products. Large stock gasoline trailers. Priced for quick sale. 
winch. Approximately 27,000 miles. Wilkinson, Box 116, Ocala Florida. blies ready for immediate shipment. parts and accessories, prompt shipment, Write, wire Box 252, Gladewater, Texas. 
Priced to sell with or without body. | ——“¢ROGK EQUIPMENT FOR SALE Michigan headquarters for genuine Ford discounts to dealers and independent ga- | NEW VAN TRAILERS, Lufkin built, 20 
Laurel Equipment Co., Laurel, Miss. a eemeg a parts. Bob Ford, Inc., 14585 Michigan, rages. Phone, write or wire. Finger feet long, vacuum brakes, 900x20 tires, 
NEW 750 GALLON TANK BODIES with| pearborn, Michigan. Motor Co., Phone 1849-1850, Borger, built for hauling beverages, groceries or 
a complete fittings for mounting, Heil |} ————————__—________________|_ Texas. ean goods. Wholesale price Of $1,278 

manufacture, all welded. Two compart- | 2 FORD HEAVY DUTY police generators, : , 


ace, R. IL. mediate delivery. aaa? ’ . ’ Auto, Peoria, Illinois. BRAND NEW 1947 British built 125cc 
-__BUSES FOR SALE BOX 1778 Write! Phone! Wire! BEAR WHEEL ALIGNER and trame| movorevcle Packed two in crate, spe- 
USED SCHOOL BUSES, good condition, c/o a rneaT te NEWS straightener combined with full com-| $939.50. T. & H. Motors, DeLand, Fin 
will meet all safety requirements. Wayne , Brakes, Clutch, Transmission, plete accessories and equipment. Prac- ; : : 


the West. Auction every Friday rain 
or shine. Inside sale, always over 300 ———______ > a delivery. Special prices in lots of 100 ode 
|} automobiles to choose from each sale ‘ PARTS a casi @ Willys-Jeep Mufflers GOLNICK’S Improved 1947 Mi l 
| Owned and operated by, WANTED—Left front fender and left © Russian Jeep Axies RED ARROW BARS—$338.82 
| running board for 1937 Oldsmobile 6, 320 S. Blakely St. ; 
] 4-door sedan. Write and state price © Willys-Jeep Blocks DUNMORE, PENNA. Complete with Guide Cables 
Col. Joe H. Burtrum Stern Auto Body, Waupun, Wisconsin. © Radiators 
1610 E. 7th St. 19: YMOU diator shell ~ SHOP EQUIPMENT FOR SALE ~ 
JOPLIN, MISSOURI Sk a ae ees Gee, : ae _— Er Tow Bar Sales Company 
Phone 4600 ster, N. Y. ee an Norman brake drum T 
ieee a eioeneentage ae @ Dimmer Switches lathe. New 7066 grinding attachment for ee ee ee 





the 
crossroads of 
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have on hand and can deliver as ton, super c 
clean 1939 to 1947 cars that you| Wadesboro, N. C. 





and Hicks bodies on Dodge, Chevrolet 
and International chassis. Industrial Bus 


Lines, Delphi, Indiana. Phone 32. 


AUTOMOBILE 
'DEALERS ATTENTION 


For dealers only. Plan to attend one | 
of the greatest automobile auctions in | 
land today at Joplin, Mo. The| 
America, where 66 and 
71 highways cross and the East meets 






































cover w/lock, 2” 


wheelbase truck, 


FOB Hillsboro, 


ments, 375 gallon each. 10” manhole used one year, at $75 each. 1940 Lin- 


and rear mudguards. tail and stop lights. mobile Co., 415 8S. Monroe St., Phone 
two 5-gallon cans. 


60”. Weight empty, 2,200 pounds. Weight 
crated for shipment, 3,533 pounds. $225. We Specialize In 
Illinois. 50% w/order. 


bals ‘OD. Gudd & Applet . Hills- 
aa JEEP PARTS 








Sean” iano = noun sae ee each lots of two or more. Federal 

MOTORS, transmissions, rear ends, body Truck & Equipment Co., Houston, Tex. 
parts. Over 100 wrecked cars and trucks, | ——————————_——_—__—_—__——————————— 
1929 to 1942. John Gee, Victoria, Va. AUTO EQUIPMENT FOR SALE 







faucet, 1” hose, front coln Zephyr hood, new. Monroe Auto- 








Use on 158” to 164” 1602, Monroe, Michigan. 
dimensions 135”x95”x 








ATTENTION 
GENERAL MOTORS DEALERS TOW PILOT—$17.50 


Upper control pin and bushings re- 
places GM part No. 506512. Immediate (Dealers) 






























four 


WANTED—Rear deck lid complete for 
1941 Buick Series 51-C. Convertible Phae- 


door. Bakers Garage. NEW JEEP ENGINES 







above. Both in original crates. Brown | 100 S. Clinton St. Chicago 6, Tl. 
Motor Co., 12 North 8th St., Richmond, 
Indiana. 






















COMPLETE FAN BELT TO CLUTCH | FOR SALE—One new complete Weidenhoff | ~ ~ ACCESSORIES FOR SALE 























anywhere in the United States. PARTS FOR SALE motor analyz d Distrib-U- he 7 
inate oe a eee F.0.B. Miami $165 alyzer and one Distr Scope SAU iL , " 
sale List of Cars and Prices Mailed | — $ at Brown Motor Co., 12 North 8th St.. eg 5 1 pg ee seat 
shu wae DE NEG SPARK PLUGS Retatl = , Richmond, Indiana. We furnish samples on take ‘anaaee 
BA) URS Li. . ac i ic e- Re = -g — « - ain 
chistive. Merthandieer th Cleveland ae. 8 Sate sobie ed Great Southern Auto FORD LABORATORY test set complete, 10 day delivery. Tuffy Seat Cover Co., 
For Over 27 Years ets a a ae acs ito 4 » s $100. Weidenhoff generator and magneto 2506 8. Michigan St., South Bend, Ind. 
ect A € a ~ —— sands in use. Easy starting, less gas 22, N. W. 20th St. test set, $175. Kwik-way boring bar | ————- intetnenaa ea 
- =——_@—.=- ae. eee eae Shaded Go, Se MIAMI, FLORIDA model “'F"’ (like new), $400. Engine MISCEDLANEOUS 
x * norma! motor. DeNeg Chemical Co., - stands complete with large casters and silanes oanieeail siege 
a — f Bidg., Birmingham, Ala 39. ; _ EB y $ ; 
— — _ Watts B.. drip pan, brand new, $39.25 each. Ex-| LIMITED SUPPLY—Weatherhead three 
BUSES WANTED cess equipment, ready for immediate use way valves new No. 6749, 75¢ each 
V SCHOOL BUSES. 42 or 48 passen- me Market Motors, Inc., 816 KE. Market St., Dodge truck grille new genuine equip- 
rT ae —- caine, ales “1042 ARMY PAR rs CONTACT US FIRST Akron, Ohio ment upper half one to one and one- 
revrolet sedan buses, 15 passenger. Large —*: a ml aan GLOBE FREE WHEE! HOIST. never WASTED, tecinan one aie nee ee 
‘ite, wire, McLaughlin Bus & Equip-| 4x4, Studebaker anc nternation \e used, hydraulic type. self contained : ‘ ‘ 5 . 
it Co., 1224 No. Main St., Provi-| Dodge %-ton. New government issue. Im- For Your Hard-to-Get Parts tank. Cost. $375, take $300. Anderson | Plus Co., 1426-32 Zuni, Denver, Colorado. 





TNE 29 OR 35 PASSENGER (with jump 


let buses, conventional type; ideal for each, sample $5. Sanford Chevrolet, Inc., 
buses, school buses, or rolling stores. Parts Wholesaler ; 49380 Southwest Ave. Margaretville, N. Y. DEALER ACCOUNTING 
For further information, call or write| Thousands of items in stock. romp LEMPCO HEAVY DUTY brake drum 
Dothan Bus Company, Dothan, Ala-| courteous treatment. 25% Discount to ST. LOUIS 10, MO. lathe for aa and treks, O00. inane COURSES 
bama, Telephone 2000. dealers on regular discount items. We Telephone Sidney 5400 new $1,200. Excellent condition. Box as 
TRUCKS WANTED ship everywhere. We can help you. 114, Chicago 17. o can - dee da 10 
"ANTED—1940 Plymouth % T. pickup, ‘ EQUIPMENT FOR SALE . ee 
new or used oad. Faulkner Motor Co. THOMS PONTIAC ' MACKS—E. F. 84-102-120 GA 25x20 Beginners-Advanced 
211 E. Sixth Ave.. Emporia, Kansas. pg Marg ie WHOLESALE! tires. Late models, rebuilt. Whites WA14, Available Under G. I. Bill 
——"—“" SETAE. Za at... 228 elmar Blvd. 22 — i , 
TRUCKS FOR SALE ST. LOUIS 8, MO. CLEAN LATE MODELS! 20 = no = a. a 41, Write or Phone for Catalog 
-TON COE truck tractors, fifth wheel, Come to mous » rebuilt, “foot frame, 1000x Rooms for Out-of-Town Students 
air brakes, Autocar, army 4x4, open 20 tires. GMC Model 403-453, 12 foot 
cab. Under 4,000 miles. Sacrifice price,| NEW CADILLAC ENGINE. Complete. MURPHY MOTORS, INC. 1941, 825x20 tires. Closed bodies. Side 17TH _YEAR—CO-ED 
$1,395. Orange Motor Co., Inc., 799 Cen-| Price $695 FOB Miami. Write or wie 2233 Delaware Ave. doors, as is. Box 1777, c/o Automotive 
. , 9.29 Great Southern Auto Supply, : . JFFALO, N. Y. ews, Detroit 26. 
A gg "a eaaas Gane The 








Ford, Mercury, Plymouth, Dodge, DeSoto, Chrysler, || aiso every Thursday in Indianapolis, Ind. 


Buick, Chevrolet, Olds, Pontiac, Hudson, 


| 


| 





HEVROLET 2-TON C.0.E. tow truck | - = : 
complete with Holmes body and wreck-| COMPLETE STOCK genuine Studebaker 


MILTON 


seats) 


(Slightly Higher Price for Certain Models) seats, ground crankshaft, new bearings, 


EASILY INSTALLED - - - FINEST QUALITY ground Silicon aluminum pistons, tim: 


IMMEDIATE 


super steel liner Beck bus with P O N 


Chevrolet engine. THREE 1942 Chevro- 





ing crane. Two speed axles, etc.. com- parts, new motors. We ship anywhere. 

ty refinished, A-1 condition. White- Osage Sales Company (authorized Stu- __Chivington Auto Sales, Marion, Ohio. Granite Bldg. Pittsburgh 22, Pa. 
Aller’. Chevrolet, 442 N. Main, Dayton, debaker dealer), 3905 South Grand ON WANTED—Four tires, new or used, 6.50x AT. 0414 
Ohio. HE 4611. Blvd., St. Louis, Mo. AUTO AUCTI 19. H. C. Ware, Port Byron, New York 


a 
Hometown Sales & 
Service, Inc. 
J. B. LEATHERS, Manager 


READY TO INSTALL 
(Complete Including Back Curtain) 


Ql 


Packard and Many Others. 


BLACK or TAN 


BOUGH MOTORS | DEDHAM 


INC. INC. head Mfg. Co., Box 303, Lima, Ohio. 
Ford Dealer | Ford Dealer GENUINE FORD PARTS—What you want 





MASS. | DEDHAM 
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Notice to Dealers 
Taking Vacations 


Don’t fail to stop at the “WORLD’S FRIENDLI- 
EST DEALERSHIP,” Kearney, Nebraska. (185 
miles west of Omaha, on U. S. Highway 30). You 
are welcome. We will appreciate your business. 
We repair all makes of cars. 


NIELSEN CHEVROLET COMPANY 
“World’s Friendliest Dealership” 


KEARNEY, NEBRASKA 











SHIPMENT—ANY QUANTITY—ANYWHERE arent duiedt cues” coe Gee 
































































tically new. Best offer accepted. Cedar 
Law Motor Sales & Seevies Coen. 346 ENGINE REBUILDING— Crankshaft 
Central Ave., Lawrence, L. I., N. Y. grinding and _ metalizing. John  P. 


SHRUROLE? ata? ah ee Hughes Motor Co., Inc., 800 © ° 
CHEVROLET 37-47 oil pan checking ng ipusibene. en. ommerce 


gauge, Kent-Moore price over 0 each. 
War surplus 90 lot $2 each, 10 lot $3 





Starter, Generator, Carburetor 
and Shock Absorber service. 
T I A C Complete Machine Shop Service. 


McDaniel Auto Parts Co. 















































TIRES WANTED 


WANTED—tTires, new or used 34x4.50. PINKERTON SCHOOL 























Every Thursday, 12 Noon 
Dealers Only 


Sale Fee $5 Phone R-731 








New Wholesale 
HEADQUARTERS 


BEST USED CARS IN 
“THE MID-WEST” 






American Legion Grounds 
Oxford Highway Durham, N. C. 















ON THE ‘“‘MASON-DIXON LINE” 


AUCTION 


For Dealers Only 
EVERY MONDAY 


Schaefer-Connell Go., Inc. 
103 N. Main St. New Albany, Ind. 












FRESH STOCK EVERY DAY 


















. E. J. (Mac) McDERMOTT 
6535 Carnegie Ave. Henderson 63380 
CLEVELAND, OHIO 


FLASH !! 


To Mr. Used Car Dealer 
(who has not already joined NUCDA ): 


If you are in this business to stay and you are 
not a “fly-by-night”, let us tell you why 1600 
dealers have joined our Association. Just tear 
off this corner ad and mail it to us. We will 
send you the facts. 


PARTS FOR HUDSON—Rebuilt engine 
block assemblies, $150. Exchange, with 
valves, reground tappets, narrow valve 








pins, sealed power rings, matched cam 


ing gear. $25 extra without rebuildable 
trade-in. Water pump kits, $8.77; tim- 













types; other bearings available. Less 


MOTORS 25%, six less 35%. Rebuilt transmis- 


sions and differential assemblies. Indian- 






we have. Orders filled the same day. 
Clem Davis, Inc., 901 E. Michigan Ave., 
Jackson, Michigan. 





MASS. 
















Bohnalite Pistons 
(FORD) 





Johnson Bronze Bearings 
(FORD) 









Clawson-Bals Bearings 
(FORD) 









(Name) 








- for - 


FORD ENGINES 


Discounts on Above Up to 


70% 


Call or Write Donald Neese 
1917 Biscayne Boulevard 
Miami, Fla. Phone 9-4761 







(Address) 


NATIONAL USED CAR DEALERS ASS’N, Ine. 
1028 Connecticut Avenue, N.W. 
WASHINGTON 6, D. C. 


“Meet me in St. Louis, Louie” 


SEPT. 18-19 NUCDA CONVENTION | 


{> cash cin up cases commenues tsipe dunes cin coe istn eomnbenten demiantin unt anges temniiieseiiadaeanaiiati a tanta 
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PHONE 2181 








PRICE HIGH QUALITY 


MARCHES INI 
WITH PROFITS FOR YOU 


Get on the bandwagon with AUTOVISOR. an accessory that more and more 

automobile owners consider a “must” for safer, more comfortable driving. AUTO- 

VISORS eliminate sun and headlight glare, yet give full visibility . . . make the 

A L A U TOAW a in G . entire car cooler on summer days! Dealers everywhere report that AUTOVISORS 

practically sell on sight, because of their beauty, sturdiness and ease of adjust- 

LEAD THE PARADE! ment. You'll SELL MORE, because AUTOVISOR is the ONLY visor made to fit 

5 : ’ any automobile, including the Studebaker and Hudson. You'll MAKE MORE 
Motorists are going for Universal AUTOAWN- MONEY, because AUTOVISORS are priced at retail to fit any purse, yet supplied 


INGS i bi ! Made of h , ter- : ; , : : 
caaeiens ba Mies cea Race tow haa at wholesale with a wide profit margin. Just check these superior features of 


car interiors cool and comfortable . . . allow the AUTOVISOR: 
windows to be kept open on rainy, stuffy days. 
Women drivers particularly like the protection Installed in 5 minutes — no interference with aerials 
AUTOAWNINGS give their bare arms in hot ONLY visor instantly adjustable at the touch of a locking thumbscrew 
weather. No holes are drilled in mounting, and Tough S2S panel, steel frame construction — good for life of car. 
the brackets do not mar the paint finish. Avail- Scientific “sli 54 s ee : ; : , 
cientific “slipstream” design eliminates vibration, keeps windshield clean 


able in four fast-dye colors (black, blue, green : 7 : 2 
and maroon), in sizes to fit any automobile side ONLY visor made to fit any car, including Studebaker and Hudson 


window. Comes in prime color, ready for paint application 


The AUTOVISOR won’t dent, shatter, tatter or tear, because 


Write Dept. N TODAY for name of your nearest distribu- it’s made of the newly-developed, specially-treated, double tem- 
pered “S2S” panel —a NEW, BETTER, STRONGER substance 


tor. All-orders filled promptly. that resists all climatic conditions! 


AUTOVISO 


Manufactured by 


EASTERN UNIVERSAL AUTO PRODUCTS 
924 W. California Ave. Oklahoma City, Oklahoma . 








